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Hardware A 


Founded 1855 


Three Dollars a Year 








Five Reasons - - 
Why Dealers Prefer 
To Sell Wiss Shears 


I. Merchandise of unsurpassed Quality. 


2%. Practical selling helps — material for 
store and window display. 


National advertising—in newspapers and 
women’s magazines. 


Fair dealing. 


Efficient service — prompt, individual 
attention to each order. 


J. WISS & SONS CO. 


Established]1848 NEWARK, N. J. 





Straight Trimmers - 
Household Shears 


Leather Gift-Cases 


Wiss Shears and Scissors, with gold- 
putes handles, are supplied in 
ather gift-cases suitable for all 
gift-giving-occasions. Ten different 
assortments. 


Wiss Shears—“ The Easiest Line to Sell” 


Advertising Index, Page 126 


Editorial Index, Page 49 
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A complete table service may 
be had in each of the 1847 
ROGERS Bros. patterns. 
Knives, forks and spoons ex- 
actly matching the patterns of 
five-piece tea sets and the va- 
rious articles that make up the 
dinner service and adorn the 


home. 
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She's Searching 
for Her Treasure Chest 


Let Her Discover It In Your 
Window — in Your Store 


N ow she’s heard of “‘Pieces of 8.” The national adver- 
tising has told her of this new silverware treasure— 
eight of each—neither too few nor too many—the just right 
service for the average family needs, not overlooking the 


unexpected guest. 

tler interest is aroused—desire has been kindled. The next step to- 
ward the sale is your window. Give over a window to “Pieces of 
8.”’ Use the beautiful Pirate Girl Display Set created for you. Then 
group in the foreground two or three “Pieces of 8” Utility Trays, 
together with one or two of the gorgeous Spanish Treasure Chests. 
Display the vartous 1847 RoGers Bros. patterns. Also make a dis- 
play of hollowware to match—tea and dinner sets and tableware. 

For Selling Helps write to the Sales Promotion Department, In- 
ternational Silver Company, Meriden, Conn. 


1847 ROGERS BROS; 


SILVERPLATE 
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“I called on the High School 
contractor” 


“TRADESMAN 999” 


A New Super- Steel Hammer 










HARDWARE AGE 


for Heavy Duty Work 


“I once read an article in a hardware 
paper about creating sales. It said that 
the fellow who only sells people what 
they ask for is nothing but an order 
taker, and that real salesmanship con- 
sists in selling people an extra item they 
hadn’t thought of buying. 


“That’s what I do with your wonder- 
ful 999 Tradesman’ Hammer. I show 
it to every carpenter and mechanic who 
comes in, and usually ‘open the ball’ by 
asking him whether he doesn’t often 
have some extra heavy work that he 
hates to put his regular hammer into. 
They all say ‘yes’—and then I flash the 
‘999’ on them and show the special shape 
of its gripping claw, with an extra 
heavy body of ‘super-steel’ put where the 
greatest strain comes, in heavy pulling. 
I also show them its extra heavy face, 
which they are quick to appreciate. 


“I have them heft the hammer, 

and explain that it weighs 20 oz. 
and that its heavy 14 in. handle is 
made from _ selected second growth 
white hickory. Of 
course, I make 
that ‘extra sale’ 
and a friend in 
the bargain.”’ 








“Each evening I called up a 
dozen or more’’— 


Cae 
2ii4 Carroll Ave.~ 


Goes Out of the Store 


“But I’m not. satisfied with having 
customers come in—I go out after them. 
For instance, when the contract was 
placed for our big new high school build- 
ing, which is largely reinforced concrete, 
I called on the contractor witha V & B 
‘999’, When he told me that his men all 
bought their own tools, I had him give 
me a list of their names and phone num- 
bers. Then each evening, from my home 
I called up a dozen or more of them and 
got them to promise to come to the store 
to see this wonderful ‘999’, which was 
specially built for concrete form work. 
And they did come—and bought, too. 


“I also call on contracting plumbers, 
steamfitters, electricians, millwrights, and 
other people who need the ‘999’ and get 
lists of their men which I handle in the 
same way. Every mechanic who uses 
‘star’ drills is a sure-shot sale. He just 
has to have a ‘999’ 


“It’s surprising how many other tools 
I sell to carpenters and mechanics by 
using this ‘999’ as an entering wedge.” 


Send for Our Interesting Catalog 
Describing 

V&B “Tradesman 999" Hammer 

V&B Vanadium Steel Hammers 

V&B Drop Forged Steel Hatchets 

V&B Drop Forged Steel Planes 

V&B Patent-key Braces 


As well as scores of other high-class tools. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


ms of Fime Toots 
~~ Chicago, Ill. U.S.A. 





“And got them to 
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promise to call.” 
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480—Wall Brush. Made of 


ing 
from 2 ye to 5” widths. A 
popular low priced brush. 







Osborn Paint and 
Varnish Brushes 

Speed up Sales 
and Profits 


Hardware dealers carrying 
the Osborn line enjoy rapid 
turn-over in addition to 
liberal profits. 


The Osborn Paint and 
Varnish brush line includes 
properly designed brushes 
for every use. 








Osborn has been making 
fine brushes for over 30 


years—making a better- 
435—Wall Paint 


wearing brush for every Brush. Long Black 
China Bristles heav- 
use. deta cae 


— nickeled a 
Sizes 3” to 5” widths. . 
Tue OS80RN MANUFACTURING LOMPANY “Brush. ‘Black China 
, Bristles vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — oval 
cherry handles. A 
popular high-grade 
brush, 








5401 Hamilton Avenue Cleveland, Ohio 


Makers of nationally advertised Osborn Blue 
Handle Brushes and Osborn Du-All 
Mops, Dusters and Polish 





441—Oval Paint or 
Varnish Brush. 
Black China Bristles, 
vulcanized in har 
rubber—chiseled. 
Nickeled ferrules. 
Size—1%" to 21%’ 
diameter. 


444—Flat Varnish Brush. \ 
Black China Bristles, vul- 
canized in hard rubber— 
chiseled. Tin ferrules. A 
handy brush for general use. 
Size—1" to 4” widths. 











606—“Tomco’’ 
Round Sash Tool. 
Black China Bristles 
vulcanized in hard 
rubber-—nickeled 
ferrules. Extra qual- 
ity tools. Size 5,” to 
1," diameter. 


A BETTER WEARING BRUSH FOR EVERY USE 
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Ajax 
Garbage 


Sexton 
All Metal 
Underground 





Receivers 





The Green Top Ajax is a Guarantee 


Customers identify AJAX Garbage Receivers by the Green Colored Tops. The 
Green Top AJAX are a guarantee of the best receivers. 
Odorless, sanitary, non-freezing. Built for long service. We guarantee the 


Outer Cylinders not to decompose for at least 10 years in natural soil. Both outer 
body and inner pail are made of Heavy Sheet Galvanized Steel. Frame and cover 


are made of durable Cast Iron. 
It has been demonstrated that nothing sells Garbage Receivers like a good dis- 


play. No Garbage Receivers make a more attractive display than the Sexton AJAX 
with their pleasing Green Colored Tops. Sizes for small or large families at prices 


sure to make sales. 


Send for Folder and Prices on Complete Line 








} EVERETT STA. BOSTON X}> 


<—X SEXTON CAN CO. { 























Matches the Grass Sets Flush with the Ground 
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Electricians Buy 
What Do 





Electricians’ work calls for both long and 
short holes. Most of them are bored in 
rough wood. Many are bored from 
cramped, awkward positions, requiring 
the use of a ratchet brace. Plaster and 
rough going are frequently encountered. 


Electricians want a bit to meet these con- 
ditions,—a tough bit to stand the rough 
going and a fast cutting bit that runs 
easily. 





Electricians buy lots of bits. It’s worth 
while to cater to their trade. 


The WIN Bit 


REG. U.S. PAT. OFF. 
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They Get in 9) ‘ 
an Irwin Bit £ \ 


ae Irwin Electrician Bits exactly meet electricians’ re- 
quirements. 


They are tough; stand plenty of grief; and are fast 
cutting, easy running bits—prime favorites with 


electricians. 
Speedbor No. 3-E is the big seller. Back it up with 


a limited stock of Surebor No. 32-T, Short Elec- 
trician Bits No. 31-T and Surebor 18” Car Bits, 
and you will be set for electricians’ business. 





Don’t recommend just any bit to electricians. Stock 
these Irwin bits, specially designed and made to 
suit their requirements, and you will deliver satis- 
faction that will bring these men back to buy again 
and again. 


THE IRWIN AUGER BIT COMPANY 
Wilmington, Ohio 
Largest Makers of Wood Boring Tools in the World 
European Agents: Markt & Hammacher Company, 
193 West St., New York City 


Cleamaan Lits 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 21 


yo VA ie ar-lalel i: 


1. Made of Wrought Steel— Unbreakable. 


2. Large sized handle permits comfortable 
ela Pam Olel-s- male) mela liel eM Gillie! aie 


3. The plate is reinforced by vertical cor- 
rugations at points of greatest strain. 


4. Screws are located to give strongest 
holding power. 


>. Formation of handle designed so that 
it will not interfere with application of 
screws. 








An ideal handle for the mechanic’s 
kit or contractor’s tool box. 


Many factories, bakeries and 
stores use boxes to carry around 
their product. This is just the 
handle to recommend for such 
purposes. 














Stanley No. 1213 Handle 


This handle will especially please ——————————————— 
: = SS SS Se 
your customer because of its f Stanley makes a complete line of 
wrought hardware of the highest quality 


strength and extra hand room. y 
KEEP A CLEAN CUT STOCK ', 


yA 
* SELL THE LINE f[ 
| Thistrade-markis a means of identification 
THE STANLEY WORKS, NEW BRITAIN, CONN. | 
=—==={ STANLEY ] | 


(Sw) 
m4 


STANLEY HARDWARE 

















New York Chicago San Francisco Los Angeles Seattle 
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ATK 


SILVER 
STEEL 


SEGMENT GROUND 


The New Silver Steel Cross Cut Saws 
with the “BLUE STICK” 


All cross Cut Saws bearing the “Silver Steel” 
brand are packed with a BLUE STICK as a 
protection from the sharp cutting teeth. This 

BI-.Ule STICK has served to identify Atkins 
Cross Cut Saws as “The Finest On Earth” 

among Cross Cut Saw users in the woods 
and on the farm, with the result that 
customers are now demanding the 































NEW ATKINS 
SAW WITH 
THE BLUE 









The New Cross Cut Saw 
with the BLUE STICK 


It is the only saw that is scientifically ground on the 
segment of a circle. Segment Grinding, which is an 
exclusive Atkins process, makes the saw of an even 
gauge along the tooth edge; then they are ground on 
the segment of a circle from tooth edge to back and 
tapered from the ends to the middle, to give ample 
Y clearance, making a fast, easy cutting saw; that’s why 
the saw user specifies 


ATKINS SAW 






















































ee ” 
0. 9 Saw 1001 WITH THE “BLUE STICK NeSt oy, 
a a rr . rie . 4 4 
a | op | They also want Saw Tools and Saw Handles that are di 
(F SS == dependable, theretore, show them the popular patterns ty 
das — illustrated in this advertisement and increase your profits. 
Saye llustrated tl lvert t | ' | t 
A a. a Ask for Cross Cut Saw book descriptive of the saws, saw tools 
_ omelet acs J and handles you should carry in stock a ——— 
E. C. ATKINS & COMPANY 
"te Established 1857 The Silver Steel Saw People 


Home Office and Factory: Canadian Facterv: 
HAMILTON, ONT. 


Machine Knife Factory: 


LANCASTER, N. Y. INDIANAPOLIS, IND. 





Chicago 


Atlanta Minneapolis Portland 
Branch Houses: New Orleans San Francisco Memphis 
New York Seattle Paris, France Vancouver, 
ik ey, ee ; ae ee ee ee KO See a ee eee” pre ae 
Na ee ee ih ot Be | | tae See ae $x; ae rst Sig ee a AS Big clo BE reg Es iota inst 
beg 3 La, a, ee —— a 


OWL aan ecr nner IE SE I 27g RE Te aed i . se 





Ties Net Se iat ae ate suites D 


AES eat ag 


a TES ORT ages 2, SP eS AE 


NE eet 


eli ee i oe 


ak aaa a ae ee 








10 HARDWARE AGE 


























GLER 


DANGLER 
CP CORRS 


a er “Golden Glow” Heaters are made in both portable 
and coaiones types. The portable type is buile for durability 
as well as appearance. The frame is of heavy ) rents con- 
struction finished in black, ay eand peeemagnens 


of polished sheet aluminum. gees elton 
Heaters are equ md. 
and giant heat-e — 


Write for catalog and prices to: 
Dangler Stove Co. Division of 
American Stove Co. 

5017 Perkins Ave., Cleveland, O. 
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Start Early to Sell 


YEGIN early to push the sale of the famous Golden 

) Glow Gas Heaters. They’re popular in every com- 
munity. You can make them more popular in your com- 
munity merely by demonstrating them. Because Golden 
Glow demonstrations usually mean sales. 
This Golden Glow popularity is due mainly to two out- 
standing features: 1. The amazingly efficient Golden 
Glow Burner. 2. The Golden Glow Giant Heat Elements. 


THE BURNER—the Golden Glow Burner is revolution- 
ary in design and construction. Its high efficiency has 
been proved conclusively by laboratory tests and by actual 
usage in thousands upon thousands of homes. 


The Golden Glow burner mixes the gas and air at one 
point, insuring uniform flame and perfect combustion. 
Also, the design eliminates the tendency to draw lint and 
dust onto the surfaces of the grids which, in time, seriously 
obstructs the flow of gas. 

Note that the burner-top is divided into sections, each of which has 
a separate grid for each element. The grids are non-corrosive and 
last indefinitely. The cock is easily adjustable, making it a simple 
task to regulate for varying gas pressures. 


See illustration below. Note the clean-cut grids. 











OOK of 


x 5 e*ere 
Sees (ore tote OR 


RELIABLE 
1G olen G Low | 


Reliable ““Golden Glow” Heaters are simply yet beautifully 
designed. They are easy to keep clean—easy to adjust. Burner 
grids and elements can be quickly replaced. The fireplace 
type shown above is made i in 5 elements and finished in — 
and black. All Reliable * ‘Golden Glow”’ Heaters are equi 
— the famous “Golden Glow” burner and giant = 
elements. 


Write for catalog and prices to: 
Reliable Stove Co. Division of 
American Stove Co. 

1787 East 40th St., Cleveland, O. 











This is the famous “Golden Glow’”’ 
Burner found only in these makes of 
heaters: Reliable, Quick Comfort, 
Dangler and New Process. Note 
the construction. Note that the 
burner-top is divided into sections, 
each of which has a separate grid 
for each element. 


AMERICAN STOVE 
Largest Makers of Gas 
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“Golden Glow”! 


sy HE GIANT HEAT ELEMENT—the giant heat ele- 
ments provide a greater luminous surface than is ob- 
tainable from any other make of heater. They are 3 inches 
wide, have parallel, closed sides and straight, recessed 
backs which form dead air space, dispensing with the 
necessity for heavy, breakable, fire-brick backing. 


Within the elements are a large number of radiating 
points which insure even distribution of flame and heat. 
In operation, the entire surface of each element is 


brilliantly heated. 


Note the large illustration of a cut-away view of one of 
these giantelements. Note particularly the great number 
of radiating points. This feature insures even, constant 
and brilliant heating of the entire surface. 


From this page select the type of Golden Glow that 
appeals to you. Ask us to forward it. When it arrives, connect it 
and light the burner. You'll be surprised to see how quickly and 
thoroughly the intense heat is distributed over every bit of every 
element. You'll note there’s no odor. You'll be amazed at the per- 
fect radiation of heat from out the front. Your customers will like 
all these features just as much as you do. Golden Glow prices are 
right. Ask any division listed here. 


HARDWARE 


AGE 








QUICK COMFORT 
CHErgarig 


Quick Comfort “Golden Glow” Heaters have the same h 

quality for which Quick Meal Gas Ranges have been noted for 
more than a generation. They are made in both portabie and 
fireplace types. The portable types are made in three sizes: 
4-, 5- and 6-elements. They have black Japan, satin finish, 
artis y ed nickeled trimmings. All Quick 
Comfort “Golden Glow” Heaters are equipped with the 
famous “Golden Glow” burner and giant heat-elements. 


Write for catalog and pric : 
Quick Meal Stove Co. Division of 
American Stove Co. 

825 Chouteau Ave., St. Louis, Mo. 











a 


Note great number of clean-cut 
radiating points. These insure 
uniform and perfect heating of 
the entire surface. 


CO., St. Lewis, Mo. 
Ranges in the World 
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NEW PROCESS 
GBERNGEG 


New Process “Golden Glow” Heaters are handsome, durable 
and efficient. The fireplace types are made in three sizes: 4-, 
5- and 6-elements, and may be had in brass or copper finish 
with artistic dull-nickel trimmings. The hearth-plate is made 
of polished cast aluminum. It is removable, a very desirable 
feature when cleaning or replacing elements. All New Process 
**Golden Glow’’ Heaters are equipped with the famous 
“Golden Glow” burner and giant heat-elements. 


Write for catalog and prices to: 
New Process Stove Co. Division of 
American Stove Co. 
4301 Perkins Ave., Cleveland, O. 
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This is a fast selling hand way because it meets the demand for a general 
purpose saw that sells for less‘money, yet has the qualities of other high 
grade saws. It bears the manufacturers’ own brand and is designed for 
home and farm use. It satisfies the user and pleases the dealer. 

Simonds Home and Farm Saw hasa fine spring tempered steel blade, nicely 
polished, with a handle of seasoned beech, carved grip, fastened with four 
screws. Made skew back, 24" length only, with either 7 or 8 points to the inch. 


Order now from your jobber or direct from us. 


Simonds Saw and Steel Co. 
Established 1832 - Fitchburg, Mass. 
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SPLIT BAMBOO 
FISHING RODS 













Even the Fish 
Boost Our 
Products 


Large Mouth Black Bass 
Caught with 
No. 133 Split Bamboo Casting Rod 
No. 500 Casting Reel 
Silverite Casting Silk Line 
Size H 
Weight 8 lbs. 








SS oom 


Buyers 
in @talog 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office, 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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Just another Polish would be a waste of time 
to announce. But a product produced by the 
nationally known Formulator, Thomas H. Tap- 
ley, resultant of three years of technical labor, 
designed to eliminate carrying a dozen differ- 
ent types of polishes on Jobbers’ and Dealers’ 
shelves, is something worth knowing about. 








Put up in 
bottles or 
can form 





We only ask your investigation. Write for a 
sample. 














This is an advanced step in the Art of Clean- 
ing and Polishing Science. Cleans and polishes 
Porcelain, Vitreous Enamel and Metallic 
Wares: also Baked Enamel Stoves and Auto 
Parts, Painted or Varnished Walls and Sur- 
faces, Greasy Pots and Pans, as well as other 
surfaces. 


In fact, it is a Scientific, “All-In-One” Uni- 
versal Item that performs its functions through 
recognized Reducing Agents that do not de- 
pend solely upon a grit or an abrasive base to 
remove dirt, grease or oxidization. 


Something you can soundly recommend and 
which will not deteriorate on the Dealers’ 
shelves. Sells at a popular price. It is made 
and guaranteed by the manufacturers of the 
Nationally Advertised STO-V-OIL and is in 
daily use among millions of American House- 
wives. 


‘CleanerowPolish | 


fer afl classes 
of PORCELAIN, BAKED 





Write today for sample, prices and discriptive 






ENAMEL and METALLIC literature. 
SURFACES 
President 
SUPERIOR LABORATORIES 
General Offices 





The Mos! eer = Polish of its Kind 28 to 30 Ionia Avenue 


Grand Rapids, Michigan 
Exclusive Pacific Coast Distributors 


A CENUINE “TAPLEY” PRODUCT 















- GENERAL SALES CORPORATION 
OR LABORATORIES 718 Mission Street San Francisco, Callf 
SUPERI r ssion an eelttessseteeuwe an Francisco, Calif. 
GRAND RAPTDS, MICH. U.S.A. 710 Terminal Sales Bidg.......... _.. Seattle, Washington 
350 Bast First Street......... vere. Los Angeles, Calif. 
Ge Ee ES. cv ccvewoceecesees Portiand, Oregon 





WANTED! 


Responsible sales representatives calling on Jobbers and 
Dealers. 





Pia 
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Royal gets dirt when other 
cleaners are through, but 
others will NOT get dirt 
when ROYAL is through. 


It is the THOROUGH 
cleaner. 


RE eS eee ea 







An announcement 4 
vital importance €& 
every merchant w h 
sells vacuum cleaners is= 
being made by Royal 
this week. 


ea Bg Boo 


We suggest, if you have 
not already committed 
yourself for your Au- 





tumn requirements, send ee ————————— —— 
for this announcement. ” nA 
It is, we believe, the AE Pas 
biggest sales and profit Write for the Royal Agency Proposition. 


opportunity ever offered 
to the electrical appli. LHE P. A. GEIER COMPANY 
540 East 105th Street + + + + Cleveland, Ohio 


ance trade. 
CONTINENTAL ELECTRIC Co., LTD. 
507 King Street, East, Toronto, Canada 
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The wise mechanic 
hitches his cutting 
problems to the 


Star Hack Saw. 








He knows through 


his years ot experl- 


ence that this blade has always been the leader in 





cutting efficiency. 


The new Special Flexible Blade combines flex:- 
bility and cutting qualities that you have never 


experienced in other blades. 


Let us send you samples of the blade Free 


Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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Seven years of Elliott-Fisher accounting 
service has convinced the Congdon &F Car- 
penter Co. that no other equipment does the 


same work. What Elliott-Fisher has done 


September 23, 1926 
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for them, it can do for you. 
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These five big jobs— 


quickly—economically done by 
Elliott-Fisher for Congdon & Carpenter Co. 











OR Congdon & Carpen- New —The Automatic- Electric readily have done on these 
ter Co., Elliott-Fisher To the mechanically perfect Elliott- machines rather than by the 
does five big jobs. On the Fisher machine has been added— old-fashioned pen and ink, or 
. , electricity. All the exclusive El- b ; a 
Accounts Receivable Ie han- liott-Fisher features have been re- y typewriter. 
dles thousands of active ac- ew napsangge 2 ao — = There is no other machine 
° ands once did. ust Write—TCI\- : ° ~* T 
counts. It writes the Cash RoteSishes Dines ‘the Reet— fast like Elliott-Fisher. No other 
Book, the Journal and bank Right. does fhe same work. Yet no 
deposit slips at the same time. change in your accounting 





It makes a tabulation of de- 

partmental sales by salesmen. And Elliott- 
Fisher does these and other lesser jobs quickly, 
accurately, day in and day out, at less cost than 
it 1s possible to do them any other way. 

Let the Congdon & Carpenter Co. tell you 
their experience after seven years of Elliott- 
Fisher: 

‘The capacity of these machines for absorb- 
ing almost any class of work is really one of 
their greatest assets. [hey are doing work for 
us now which we never contemplated at the 
time of purchase, and from time to time various 
classes of work come up which we find we can 

Service and Supplies are second only in importance 


to machines. You can depend absolutely on EF 
Service and EFCO Supplies 


Elliott - Fisher 


AUTOMATIC ELECTRIC 


system is needed to install it. 
Let us send you a copy of “Volume and Ex- 
Le os 
pense.” This booklet tells you 
in detail how hardware com- 
panies are profiting by using 
Elliott- Fisher accounting 





pon for your copy now. 


dle 


equipment. Mail the = / ; LUMp 








Elliott-Fisher Company, 
342 Madison Ave., New York City 


Gentlemen: Please send me my copy of “Volume and Ex- 
pense.’ [I understand it tells me how I can reduce accounting 
costs. 

Name 
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DON’! 
Order Hose Nozzles for 1927 


without seeing the 


MUELLER RED BAND NOZZLE 


It’s a REAL nozzle. These four exclu- 
sive features make it an easy-selling, profit- 
able item. 





1. Made of FORGED brass that’s 
strong, durable and leakproof. 


2. It’s nickeled. Prevents rust and tar- 
nish and gives it distinctive appearance. 


3. It has a trademark you can’t forget 


—a RED BAND of “Duco.” 








4. Equipped with Mueller ‘“‘Neverlose”’ 
threaded rubber hose 
washer. It stays put. 
Won't get lost. Saves 
annoyance and incon- 
venience. 





No Other Nozzle Has ALL 
These Advantages 


Order from your jobber. If he 
cannot supply you, write us. 


Mueller Brass Co. 
Port Huron, Mich. 


(Associated with Mueller Co., Decatur, IIli- 
nois. In Canada, Mueller, Limited, Sarnia, 
Ont.) This Display Box Your Silent Salesman 
(Original in three colors) 






Quality Brass Goods Since 1857 


rade Mark 


MUELLER RED BAND NOZZLE SELLS ITSELF 


Reg. U. S. Pat. Off. 
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A full set of $7.50 
- Attachments FR 


























BEE-VAC’S 


Latest and most impressive achievement 


New Low 
Consumer 

\ Price 
© 


4 °3.4* 


cAttachments 


FREE 


—was%52 with 
attachments 





—-% 


: 


oY 


Full $7.50 set of 
attachments 


ors, 4 convenient to con- 
nect and use; handsome; light 
in weight; finest of quality. 


GAIN Bee-Vac sets the pace with 
an unapproached electric cleaner 
selling opportunity for the dealer. 


Less than a year ago the Bee-Vac 
retailed at $52 with attachments. Now, 
due to a great new factory, rapidly 
expanding sales and volume produc- 
tion, the price is sensationally reduced 
to $34.50 and attachments FREE. At 
this new low retail price the two-year 
guaranteed Bee-Vac revolutionizes 
all previous standards of electrical 
cleaner value. 


Because of this unusual value the 
need for costly store and home demon- 
strating iseliminated. You sell Bee-Vacs 
over-the-counter like staples are sold. 
You pocket a wide margin of profit. 
More than 12,000 dealers like the idea. 


Made to run on regular current of 110-volts 
D.C. orA.C., 60-cycles or less. Also made for 
32-volt current for farm lighting plants 


Birtman Electric Company 
Dept. D-228 4140 Fullerton Ave., Chicago, III. 





Two-year Guarantee 


Every part of the BEE-VAC from 
handle to nozzle—motor and all— 
is guaranteed for TWO full years 
—twice as long as the usual elec- 
tric cleaner guarantee. 


Eight 


BEE-VAC 


Advantages 


Comfortable handle grip 

Easy to connect attachments 
Easy to detach dust bag 
Improved bag opening device 
Easy to empty dust bag 
Improved bag suspension clamp 
Automatic bag valve 

Perfected oiling system 
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The FINEST IRONING TABLE 
ever nade 








\__/@ 






HERE is selling news in the New Rid-Jid de Luxe. 

Improvements to quicken the consumer’s interest. News 

that is fresh and interesting to tell about the world’s finest 
ironing table made by the J. R. Clark Company. 

; The mechanical superiorities of the Rid-Jid remained un- 

; | changed because they are protected by basic patents—lead- 

RID+JID (Stanaand) ing - field in its pe ae wh ara as the hg ar table. 

fe The Rid-Jid de Luxe steps out. The top is robed with a 

pad, which is covered by an immaculate white cloth. The 

sturdy legs are varnished, a finished job instead of unfinished 





The Standard Rid-Jid has been the ironing —the ends of the three legs are covered by heavy, red rub- 
table sales leader for years because of its ber shoes, the soles of which are ribbed. There’s a floor pur- 
superior features which are protected by chase that means “*Non-Skid.” 
basic patent. Strong, sturdy, finely made Every modern woman will buy the Rid-Jid de Luxe be- 
and finished. The ironing table that will cause it is a fit companion piece to the other fine things she 
not wiggle, wobble, jiggle, slip or slide. uses in her kitchen or laundry. 





THE J. R. CLARK COMPANY, Minneapolis, Minn. 
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ou can’t buy better bolts!’ 


pm name Empire on the box of bolts 
you sell is your certain guarantee that 
you are selling the best. And it is your 
customer’s assurance that the job he will 
use them on will never fail through any 
fault of the bolts. 


For Empire New Process Bolts not only 
have the accuracy of a hardened and ground 
gauge, but they are 20% stronger than 
ordinary bolts. 

Good hardware jobbers everywhere carry them. 


RUSSELL, BURDSALL & WARD 
© BOLT& NUT COMPANY © 


PORT CHESTER.NY. 


Office: Branch Branch om te my Maydwell & Hartel, ine. 
Sereus Baking © Generai Motors Big. Pactory: ate Sereet 58168 Beventh Street 
DETROIT ROCK FALIG,Mis. SEATTLE 
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EMPIRER=:.BOLTS 
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We Help You Sell Radionas 


We work with you right from the start. You send 
us a list of prospects. We mail letters to each. We 
tell them why Riverside Radionas or Aeronas are a 
good buy. We interest customers in the features 
which have steadily increased the sale of these popu- 
lar home warmers: The Water Pan which insures 
properly humidified atmosphere; the patented Stove 
Board which permits the heater to be used on rugs 
and carpets without scorching; the ““Kant-Mar” Leg 
Rests which prevent marring the floor, etc., etc., until 
each feature in turn is made clear to them. 


























New Model 
Aerona 


No. 1-4 


For Small Homes 
and Apartments 


Che Kiverside 
‘Radionas 


We Refer to Your Store 


We refer to your store. We tell the 
people that you are our authorized local 
dealer and that they will be welcome to 
see and examine Riverside Radionas at 
your place of business at any time. 
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When they visit your store they come with 
their minds made up to BUY and OWN 
a Radiona in the type and size _ best 
adapted for their homes. Remember we 
assist you in every way. Our fifty years’ 
reputation is your assurance of fair treat- 
ment and liberal profit. 


Write us for full details. 


Rock Island Stove Co. 
Rock Island, Ill. 





No. 3-6 Radiona 


For Homes of 
Average Size 
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Announcement of 


New Prices and New Watches! 


NEW HAVEN CLOCK COV’S 


Tip-Top Watches 


(NEW SILVER DIALS) 








=e Tip-Top Pocket, Silver Dial 


Formerly $1.75 Now $1.50 


Lip-Top Pocket, Silver Radium 


14 size Formerly $2.75 Now $2.35 








Lip-lLop Service, Silver Dial 


Formerly $3.50 Now $3.25 


Tip-Top Service, Silver Radium Dial 


— Formerly $4.25 Now $3.75 











Tip-Top Strap Watch, Silver Dial 


Formerly $3.75 Now $3.50 


s Tip-Top Strap Watch, Silver Radium 


Formerly $4.50 Now $4.00 











THE NE ——— LOCK CO. San Francisco 
i EW VEN ONN. 1817 Brantford, Ont. 


September 23, 1926 
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Women are looking for a good clothes- 
line. They have found that cheap, loaded 
sash cord doesn’t pay. The time has 
come to give them something better. 
And here it is . 


Black-Bird Clothes Line is a _ solid 
braided cotton cord, made of good yarn; 
smooth, even and uniform in size and 
quality. It contains no loaded core. It 
is very flexible, fully stretched, and has 
a glazed finish. Braided a little softer 
than sash cord—does not split clothes 
pins. Will not stain clothes or scratch 
hands. 


HARDWARE AGE 25 


Small, compact, and sturdy: re- 
produced in five colors by the 
oil paint stencil process; can be 
washed with soap and water; 
takes up little room upon counter 
or in window; demonstrates and 
sells more clothes line for you. 
Sent free with large or small 
order. 


This Silent Salesman Has a Good; Line 
which he will gladly demonstrate and sell for you— 


FREE! 


Dealers are re-ordering’ Black - Bird 
Clothes Line. They find it sells quickly. 
Women like its smooth, clean appear- 
ance, its trim round hanks. And they 
are buying the No. 7 and No. 8 sizes, 
because Black-Bird doesn’t split clothes- 
pins. 


* << = = a 2 +. * < > * J a + 
a a > a » I gg SOS 
< “~~ 7. ~ a 
tO ae = <> > an ae 





Sizes: No. 6 (3-16 in. diam.), No. 7 (7-32 in. 
diam.), and No. 8 (1-4 in. diam.), in hanks of 
50, 75, and 100 feet, several connected; or on 
reels or tubes containing approximately 1,200 
feet each. 


SAMSON CORDAGE WORKS, 88 Broad St., Boston, Mass. ‘ 





a blackbird 





TRADE MARK 


CLOTHES LINE 


This small, handsome Black-Bird Display Sales- 
man will be furnished free with an order for 
1 doz. hanks or equivalent of Black-Bird 
Clothes Line. Inquiries may be sent to your 
jobber or direct to us at Boston. 







and snipped 
off her nese” 





RIO eA ciliate ema eNOS Ne IA. Ae ND 
a hanno edna } or mae . - - roms 
® oR. $e.298.26.5 a - - ge Anes 


a, 


sedvalbatsnapvenairée: sab-taritbeuagemagnadenerast cation =e 
RP AE RE LP ee ee Se, 


wearer one me: 


~~ 


> on * 

















HARDWARE AGE September 23, 1926 


“Give me U. S. - nS 
Mapbrand Sand ‘Paper — Every Time. see 


is al ee ee eee ee oY 


—Always fresh out of the box—clean and flat. Dealers Overu helmingly For It 

~Fast, smooth cutting, uniform grits. From all over the country comes an almost 
—Diamond hard and razor sharp. unanimous vote of dealers in favor of the 
—Durable, dependable, always the same. Mapbrand methods of packing and pricing. 


Those Neatpak boxes, of 
heavy fibre, reinforced with 
metal, stand up under great 
weight, allowing sliding 
interiors to Operate as 
smoothly as if on roller 
bearings. They give exactl 
what a dealer panie-~aleide 
service, perfect stock, good 
looking shelves. 


—Made by experts, in 
a plant equipped with 
special sand-paper-mak- 
ing machines, some of 
which are to be found 
only in United States 
Sand Paper plants. 






‘The most beautiful 
shelf stock you've 


ever seen !”’ 







UNITED STATES SAND PAPER CO., Williamsport, Pa., 


NEW YORK CHICAGO DETROIT BOSTON PHILADELPHIA SAN FRANCISCO 
86 WarrenSt. 547 West Lake St. 120 Woodbridge Sct... E. 261 Franklin St. 102 N. 3rd St. 41 Spear St. 


apbrand 











Quality SAN DPA PE R* 


Quality 
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Now a Perfected Brushing Lacquer 
in the Water-Spar Line 


PITTSBURGH PLATE GLASS CO. 


Paint and Varnish Factories Milwaukee, Wis., Newark, N.J., Portland, Ore., Los Angeles,Cal. 





23, 1926 


- 


— 


- 








HARDWARE AGE 


O ONE in the paint industry can prudently postpone full recognition of 


what Brushing Lacquer may mean in the 
ve responded to the situation not by rushing an unseasoned 


our part, we 


int and varnish business. For 


product to the market, but by developing a superior brushing lacquer. 

On superiority of quality it deserves its place as the new member of the nationally 
advertised Water-Spar line of varnish and enamels. Water-Spar Brushing Lacquer 
is distinctive among brushing lacquers in the following respects: 


1. Fast Drying—“dries in no time” —dust free 
in half an hour, but not so fast that the ama- 
ture decorator can not do a fine job without laps. 


2. Flows like a fine enamel! Levels out to a 
smooth matchless surface without sags or runs. 


3. In practically all cases it is safe to use over 
old paint and varnish. The danger of raising 
the old finish common to all brushing lacquers 
has been minimized almost to vanishing point. 


4. Does not deteriorate in package. 


5. Cowering capacity! Compare the creamy 
consistency of Water-Spar Brushing Lacquer 
with the thinness common to other lacquers. 


That tells the story of greater per cent of non- 
volatile material which stays om the surface, 
and gives your customers a value that does 
not evaporate into the air. 


6. Brings down the cost of finishing with 
Brushing Lacquer. Greater covering capacity 
of Water-Spar Brushing Lacquer lowers the 
cost of lacquer finishing to a point of accept- 
able comparison with what customers have 
been accustomed to pay for refinishing with 
varnish or enamel. 


7. Distinguished beauty of finish — gives a 
smooth, hard finish of glowing lustre, Fano 


against mars, scratches and household accidents. 


Instant, national acceptance —as a member of the Water-Spar Line, Water- Spar 
Brushing Lacquer shares the prestige of its nationally advertised name — has instant 
acceptance as a product of superior quality! It qualifies fully to the quality. standard 
of Pittsburgh Proof Products. Write for full details of Special Introductory Assortment. 
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SHERWIN: 


PAINTS -VARNISHES 


Ej VERY genuine Sherwin- \ 
Williams product carries this ‘\ ‘ 
famous “Cover the Earth” 
trade mark. Millions of home ; 
owners—great railroads, 
steamship lines and indus- 
4 


trial concerns— from one end 
of the world to the other— 
have implicit faith in it. 












~ 





Sherwin-Williams dealers’ stores are known as 
“Paint Heaquarters.” Sherwin-Williams is the firm 
that offers the famous Household Painting Guide 
to the public as an aid to both public and dealer. 


THE LARGEST PAINT AND VAR- 
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LACQUERS - ENAMELS 
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“We have been handling 
the Sherwin-W illiams line 
complete for five years. It 
gives us practically an 
eight-time stock turnover 
during the year. It turns 
in more sales than any 
other department and is 
one of the best paying 
departments in the build- 
ang. ¥ —Excerpts from letter 


recently written by 
THE PEOPLE’S HARDWARE COMPANY 





lamar, 
ee 


= 
¢ wate 





rent owns s ndiirecerd ) an Wa oa 


——— 


Ra 
J — 
t 
oe 

q t 

eae 

= ma itt 

ieee eo) eer ee ; 


{we 
; 


' " — " 
#8 
oo 


sagt 














_ ne -WILLIAMS has more dealers in the United States than any other full-line 
paint company because the Sherwin-Williams line produces more profits for dealers. 


Our representative will be glad to tell you of Sherwin-Williams dealers in your 
vicinity who are enjoying substantial net profits by handling the Sherwin-Williams line. 


Ask one of these dealers what he thinks of the Sherwin-Williams line and the ad- 
vantages he derives from Sherwin-Williams service. 


THE SHERWIN-WILLIAMS COMPANY, Cleveland, Ohio 


NISH MAKERS IN THE WORLD 
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Our five preceding advertisements dealt with the subject— 
“What Should a Manufacturer of Paints and Varnishes Do 
For You as a Retailer.” Here—we reverse the question and 
present your side of it. 

FIRST: MAKE A PROMINENT DISPLAY. The retailer is confronted 
with a potential market for paints and varnishes four times the size 
of the present one. His duty under the circumstances is quite clear. 
Paints and Varnishes should by all means be given a prominent dis- 
play in his store. 








YOU SHOULD SECOND: MAINTAIN A GOOD MAILING LIST. Promoting consumer 
ee prospects by mail has proven successful, but is too expensive to be 
UTILIZE THE handled indifferently. Lucas provides a practical plan for making up 
VALUABLE prospect lists, including a ‘record system that will furnish accurate af 


information about prospects for other articles a dealer handles, as well 
SALES HELPS HE as for paints and varnishes. 


FURNISHES” THIRD: CASH IN ON THE MANUFACTURER’S NATIONAL ADVER- 
| TISING. The most profitable phase of National Advertising is what 
| you do to identify yourself with it. Your store is the “cashing in” 
| point. The prominent display of outside signs—utilizing the home 
influence of your local newspaper with Lucas advertising, and—making 
an effective use of the Lucas Window Display material will focus 
right into your store the full benefit of Lucas National Advertising. 


| 
| 

| FOURTH: MAKE EFFECTIVE USE OF DEALER’S HELPS. They are 
| 9S too expensive to waste. Every sign should be properly set up, every 
| circular, every window or counter display—is an effective sales aid 
| for some article you have invested your money in and must sell. 





| Write Us— FIFTH: KNOW THE MERCHANDISE YOU SELL. Lucas printed mat- 
| ter contains practical information. It is especially important that your 
The Lucas represen- own sales people study literature of this kind, so they can intelligently 


tative from _ our discuss the use of paint and varnish products with your customers. 


| nearest factory or 
| sales office will pre- 
sent “The Lucas 


| 100% Success Plan” John Lucas &é Co..ine. 


| to you on request. PHILADELPHIA 
Write Dept. 70. NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 


And Local Distributing Points 


Dueas 


We are glad to express ourselves frankly on this subject, for we know 
that Lucas Agents find it profitable to do these things. 
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They’ll come back for more 
if you sell them Valspar-Enamel! 


VALENTINE & COMPANY 


Largest manufacturers of 


owners think of redecorating. They 
may not understand the difference between 
Valspar-Enamel and an ordinary finish, 
but they will know by results. And they’ll 
judge you by the advice you give and the 
finish you sell them. 


Son is the time of year when home- 


If you value your reputation and want 
repeat business the safest policy is to sell 
Valspar-Enamel, for no finish used today 
gives greater satisfaction. 

Whether your customers are profes- 
sional painters or amateurs they recognize 


the merits of Valspar-Enamel; for it’s easy 
to apply, easy to clean and exceedingly 
durable. 

Andremember, too, that Valspar-Enamel 
has the same waterproof and weather- 
proof qualities which clear Valspar pos- 
sesses. Unlike most enamels it stands up 
—without fading—outdoors -as well as in- 
doors, on wood, metal or composition 
surfaces. 

These are some of the reasons why a 
Valspar customer once is a Valspar cus- 
tomer always. 


Simplify your stock with Valspar and Valspar in Colors! 


Established 1832 





high-grade varnishes 
in the world 
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VALENTINE & COMPANY 
New York Chicago Boston 
London 


W. P. Fuller & Co., Pacific Coast 
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SERS 


THE MARK OF QUALITY 


NG wonder it sells 


The reason our dealers find Rogers Brushing 
Lacquer so easy to sell is this: 





The public wants “Rogers.” Hundreds of letters 
and rapidly increasing sales prove it. 


And they want “Rogers” and only “Rogers” for 
these reasons: 
First—Our distinctive national advertising sells 
them—completely. 


Second—Rogers is a 99 per cent perfect product— 
proved out in the laboratory. 

Third—The Rogers “Money-back” Guaranty cre- 
ates confidence. 

Fourth—The Rogers “Oriental” can is the only 
typical lacquer package. 


Fifth—Rogers Brushing Lacquer makes _ good. 
Many purchases are “repeats”—made by people 
who come back for more. No “returns” have 
been reported to date. 


Take the public’s tip. Get into this big lacquer field with the 
product that is right—that you can guarantee. Our national / 

advertising campaign is in full swing. The design of this ad is 

a reproduction of our double spread appearing nationally during 

September. It is only one of many. Write at once for our — 

prepesitien to dealers. Also distributed and guaranteed by 


Detroir WuiteE Leap Works, Detroit, Michigan 
Makers of Highest Grade Paints, Varnishes, Colors, Lacquers 
COMPANY 


KGS THE MARK OF QUALITY CGER > 
Detroit, Michigan 


3 (2 () S (-) ( ING THE SHERWIN-WILLIAMS COMPANY 


LACQOER = 


ACME WHITE LEAD AND COLOR WORKS 
Detroit, Michigan 


LINCOLN PAINT AND COLOR COMPANY 
Lincoln, Nebraska 


THE MARTIN-SENOUR COMPANY 
Chicago, Illinois 


PENINSULAR PAINT AND VARNISH 
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° Hundreds of 

uses in every | 
home, office, store 

aud buildin 






Our Publicly Advertised “ Money-back” Guaranty 


“Try a can of genuine Rogers. If not more than satis- 
fied return what is left in the can to your dealer. He 
is authorized to refund the entire purchase price.” 
32 
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a certain confidence in the name Murphy. This con- 
fidence is what constitutes the Murphy reputation. 
Murphy Varnish people are determined, come 
what will, they will never put out a product 
that lessens their claim to that reputation. 39 


C Cis you could ask manufacturers who use Murphy 
varnishes and finishes on furniture, pianos, auto- 
mobiles and other things, if you could talk to archs- 
tects who specify Murphy finishes, and master 
painters who use them, you would find that all have 





MURPHY BRUSHING LACQUER 
as a stain 


None of us have been satished with the old staining methods. Painters have put 
up with them because nothing better was offered. One of the most important 
uses of Murphy Brushing Lacquer is to be as a stain in place of the old spirit, 
water or acid stains. 

The method used to obtain durable stain effects of remarkable beauty with 
almost incredible speed, is as follows: 

First you apply a coat of Murphy Brushing Lacquer of the desired color, 
light gray or mahogany, for instance. Three minutes later, before it has had a 
chance to set, you rub it off with tow or burlap across the grain. Fifteen 
minutes later the finish is dry enough for use. -You have a sanitary, permanent 
stain and finish effect, partially filling the grain of the wood and completely 
protecting it. 

This is the complete job if you desire it. Or a finishing coat of wax or clear 
Brushing Lacquer or varnish may be applied. 

Here you have another big selling argument for Murphy Brushing Lacquer 
especially with your professional customers. 

Write for a sample panel finished by this method or ask our salesman to 


demonstrate it to vou on his next trip. 


Mur 
BRUSHING Lacquer 


MURPHY VARNISH COMPANY 


NEWARK -: CHICAGO - SAN FRANCISCO : MONTREAL 
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WHITING’S 
or ADAMS 

The fact that these names have I 

‘ been the by-word for fine brush 4 

making with the painting i 

: craft for more than a hundred j: 

F years, makes them the safest 
“buy” words for the handy 
man or the housewife. : 
Styles and kinds for every i 
use—each a perfect brush. 




















| WHITING-ADAMS 


| BOSTON HI 
BRUSH MAKERS FOR I18 YEARS 
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A Satisfactory 
Brushing Lacquer 


Practical Iests Prove Devoe Quality 
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O DELAY the marketing of Devoe Lacquer until it 


was just what it ought to be, has taken courage. 


We were convinced, however, that it was far more im- 
portant to market a lacquer that was right, than to be in 
the market early with a product that might not meet ex- 


acting requirements. 


The few months delay that our insistence on high quality 
has occasioned will, we are sure, be amply balanced by the 
satisfaction that Devoe Lacquer will give. 


Consistent with the Devoe Policy of making a product 
prove its worth by practical tests before offering it to you, 
Devoe Lacquer has been thoroughly tested, both in the 
laboratory and in hard actual use, and we are satisfied that 
it measures up to Devoe standards of quality. 


DEVOE & RAYNOLDS CO., INC. 
General Offices, 1 W. 47th St., New York 
Branch Offices Throughout the United States 


LACQUER 
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William Tell did not sinoot 


an apple off his son’s head. 

Not only is the incident ere > e | 
fictional, but the characters ] ] am eC 
likewise—for the Historical | 


Society of Switzerland is W as 

said to have definitely estab- Never an Wa 
lished that neither Tell nor 

Gessler ever lived. 

The canton of Schuyz in 

1890 ordered that the story 


a a ay + map William Tell was a myth. So are many other deeply 


a oar > ene peneey rooted ideas—like the one about high quality and 
For reference, see Cent. Cyclo of low price never going hand in hand. 
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Berry Brothers’ Lionoil Floor Enamel possesses amaz- 
ing durability and retails for the price of paint! 


You should get acquainted with this remarkable, 
nationally advertised product. It is made in eight 
colors. For porches, floors and decks it is unm 
equalled. It preserves wood, prevents rust, resists 
wear and is waterproof. 
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Here is an astonishing value —one of the fastest- 


selling products made by Berry Brothers. 
B RS 


Detroit, Mich. Walkerville, Ont. 





Varnishes Enamels Stains 
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The 
Inquiring 


Dutch Boy 


each month he asks two 
dealers a question 





The Question: 





In what ways do you benefit by the 
rapid turnover of Dutch Boy white-lead ? 


Answers: 


ALEX WEISKOPF, 1323 Third Avenue, New 
York, N. Y.: “Its rapid turnover, the fact that it re- 
quires little selling expense and salesmanship on our 
part because of your local and national advertising 
and the fact that it is ordered from us with a minimum 
of delivery and accounting expense, make Dutch Boy 
white-lead an item on which there is the least handling 
charge in comparison with our other items. This, com- 
bined with the great demand for Dutch Boy, makes it 
an article of attractive profit.” 


A : vy 


V. L. BAULARD CO., Galveston, Texas: ‘For 
nearly fifty years we have been represented on your 
books continuously as distributors of your well-known 
Dutch Boy white-lead, which has enjoyed a consistent 
demand all these years, and its quality has remained 
uniform. Our sales (mostly at retail) have been as 
high as six carloads a year, possibly more some years, 
and due to the many turnovers a year, we enjoy a 
very satisfactory margin of profit in handling Dutch 
Boy white-lead.”’ 





These two dealers are typical of thousands who have 
found that Dutch Boy white-lead, because of its rapid 
turnover, is an unusually satisfactory product to handle. 
There is a constant demand for Dutch Boy, enabling 


you to turn your investment in it several times or’ 


more a year. At the same time, handling expenses are 
low and you run no risk of dead-stock losses, for white- 
lead does not depreciate in value. 

Dutch Boy white-lead dealers are provided with 
proved business-getters in the way of window displays, 
signs, booklets, etc. Write our nearest branch if you 
are interested in these selling helps. 





NATIONAL LEAD COMPANY 


New York, 111 Broadway Boston, 131 State St. 
Buffalo, 116 Oak St. Chicago, 900 West 18th St. 
Cincinnati, 659 Freeman Ave. Cleveland, 820 W. Superior Ave. 
St. Louis, 722 Chestnut St. San Francisco, 485 California St. 


Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 
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PITTSBURGH PLATE GLASS Co 
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; Here is a brand new idea in brush merchandising—a display that 
makes sales direct from the board. There’s profit in it—ready sales— 
quick turnover! Ask the Pittsburgh Plate Glass Company warehouse 
near you about it—-get the full details now. 3 
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PitrsBURGH PLATE GLASS COMPANY 


Manufacturers and Distributors 7 
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/ PAINT 


ra3t2 Recommend to your customers for the economical protection of all 


st metal and woodwork. 






st Long service records of from five to ten years are obtainable with 
Reon, (E Dixon’s Paint because of its unusual wear-resisting pigment—flake 
Le silica-graphite, and its vehicle—pure boiled linseed oil. 






. . .* 
*e*%e% 6**** 
. . - . 


Soncsiccessis The Pigment is inert, aids in preserving the original elasticity of the 
Se vehicle, increases the thickness of the paint film and has long life. 
The vehicle cannot be equaled by any other substance. 






Write now for Booklet 40-B, and long service records 


JOSEPH DIXON CRUCIBLE CO. 
| Jersey City, N. J. Established 1827 




























BABCOCK : 
Spruce Ladders 


and 


Step Ladders 


Strength 
Durability 
Service 
For Every Use 








Cut shows Babcock Step Ladder under 
1700 Lbs. 


Write for Circular and Prices 


W. W. BABCOCK CO. 


BATH, N. Y. 
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Tie Your Customer 
To Your Store 


Every paint merchant has an op- 
portunity to tie his customers to 
his store. 

If he sells a patron a McDougall- 


Butler varnish, enamel or paint 
—that customer stays sold. 


7 - 
MAKERS OF 


VARNISHES, ENAMELS AND PAINTS 


BUFFALO, N. Y. 


New York City Chicago 
10 Christop rer St. 1141 Madison St. 














Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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Real Sales Features 


ODORLESS—Less odor than gasoline. 
No “Banana” odor. You don't have to 
go outdoors to apply Zapon Lacquer 
Finishes. 


DRY SLOWLY—Dnes hard in an hour 
for recoating—yet dries slowest to 
touch of any lacquer on the market. 
Just what the housewife likes when 
she swings the brush. 


BRUSHES EASY—Another big point! 
Zapon Lacquer Finishes flow out under 
the brush and have sufficient body to 
spread out. No one likes to daub. 


ONE COAT—Zapon Lacquer Finishes 
are heavy bodied—they hide in one 
coat in most cases. That's what every- 
one likes, ) 

DURABLE—Water proof—alkali and 
acid proof. The electrolyte from the 
radio battery will not injure a Zapon 
Finish—it will not scratch white, check, 
chip, craze or crack. A Zapon finish 
is tough. 

SAFE—The vapor is non-toxic. There is no 
benzol in Zapon. A very good point! 


THE ZAPON COMPANY 
247 Park Ave., New York City 


Branches in principal cities 


ZAPON 


The recognized standard since 1884 


~ 
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THE ZAPON COMPANY 
247 Park Ave., New York City 

Please send samples of Zapon Flowing 
Lacquer Finishes free of charge. 
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Tapping The Centers 


The success of the large daily newspapers 
has been attributed to their ability to TAP 


the news centers of the world. 


HARDWARE AGE is the most complete 
hardware business paper in the field 
because its editorial forces are large 
enough to TAP the news centers of the 
hardware world. 


Editorial forces are located at New York, 
Chicago, Cleveland, Pittsburgh, Boston, 
Philadelphia, Cincinnati, Detroit, 
San Francisco and London. 
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The editors are practical hardware men 
with actual experience. — 


That is one reason why the editorial pages 
of HARDWARE AGE have becomea power 
throughout the hardware trade. 


HARDWARE AGE 


239 WEST 39th STREET 
NEW YORK CITY, NEW YORK 
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The Saw Test 


Sawing Keil locking bolts 
is an impossible task. The 
hardened steel inserts re- 
volving inside the bronze 
bolts defy the action of the 
saw, jimmy or wedge. 





Francis Keil & Son, 


Copyright by ie. 
<< : Ine. or 









































KEI sm T (K 
PROOF 

The KEIL Lock, representing secur- 

ity in its handiest and most concen- 

trated form, answers an urgent need 

for greater present-day protection 

against the ever-increasing crime 


wave. 


It’s a significant fact that Burglary Insur- 
ance Companies endorse it, the Under- 
writers’ Laboratories guarantee it. 


Selling the KEIL Lock is the surest means of 
building good will and substantial profits. 


Francis Keil & Son, Inc. 


401-425 East 163rd Street, New York, N. Y. 
A Half Century of Service—1876-1926 
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It never rusts. 
100 lineal feet to the 
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It comes in 14, 16 and 


18 Mesh, in even inch widths 18” to 48”. 
roll. You cannot sell a more satisfactory wire cloth 
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The Zinc provides the neces- 


Our Other Brands of Screen Cloth 
Cortland Gray-wick 
Wickwire Premier 


Cortland Black Enameled 
White Metal Finish 
Your jobber will supply you 


WICKWIRE BRONZE is made from a special alloy 


HARDWARE AGE 
of 90% Copper and 10% Zinc. 


Bronze Screen Wire Cloth 


Ice 


Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
This unusual service is the best proof of satisfactory wearing 


sary tensile strength, as well as the ability to resist corrosion, 


which rapidly ruins pure copper. 
Every operation from raw material to finished product is done 


under our own supervision. 
WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


after roll has withstood the severest climatic conditions. 


is not affected by salt air, acids or gases. 
always made from Full Gauge Wire. 


quality. 
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Lancaster Tires Are 
| Proved Business Builders 





The tire merchant who builds his business strictly on a basis 
Ee of quality knows that he has laid a firm foundation for a 
E good business! He isn’t worrying about the future. He is 


serving the world’s greatest industry—with the kind of 
merchandise that brings buyers back for more as their 
needs develop. 


We invite you to consider the exclusive distributor- 
ship of Lancaster Tires. Our product is a proved 
business-builder—a tire that is, most emphati- 
cally, One of America’s Best! And our policies 
all center around the basic idea that if Lan- 
caster Dealers make money, we will too! 


Eleven years of success—and the trend 
toward Lancaster grows greater day by 
day! Write us now. We have many 

things of interest to tell you. 


The Lancaster Tire & Rubber Company 
Established 1915 
Columbus Ohio 
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AMERICAN 
SCREW 
COMPANY 


Greatest 
Assortment 


Wood Screws 
Machine Screws 


Tire Bolts 
Stove Bolts 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Far more 
than just 
a knife 
sharpenet 


Ask us 
lo show 
you how 
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Are you using this 
selling plan? 


This narrow panel can be mount This plan was suggested by a great number of hardware 
counter. Size 2x 1034 inches. dealers themselves who have tried it out and know how suc- 
cessful it is. Simply mount a Sharpit back of your cutlery 
counter where you can get to it quickly. (Mount it on the red and black panel shown here.) 
When customers step up to the counter to buy tools that need sharpening, it is the most 
natural thing in the world to be interested in Sharpit. With a Sharpit “right at hand,” 

you can conveniently and quickly make a demonstration that will sell them. 


Try this! You'll be surprised at the results. The panel strip comes in illite 
every carton of 6 Sharpits. If you want extra panels, we will send them. : 
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DAZEY CHURN & MANUFACTURING CO. 
4301 Warne Ave. St. Louis, Mo. 
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Plant of Stevens-Walden-Worcester, Inc., Worcester, Mass., largest and 
best equipped of its kind 1n the country. Home of the universal] known 
Walden-W orcester Socket Wrenches and Stevens ‘““Speed-Up”’ Tools. 


nnouncing 


The Consolidation of Stevens & Co, 
and Walden-Worcester Inc. 





ITH the merging of these two old-estab- 

lished companies —each a pioneer in the 
development of automotive tools, and each oc- 
cupying a commanding position in its particu- 
lar field—a new company is created, which 
offers a service of greatly increased breadth 
and usefulness. 


The consolidation brings together two ex- 
perienced engineering staffs in an enlarged ex- 





Largest % 


Line of 





perimental laboratory, with facilities for the 
solution of every repair problem. The concen- 
tration of production in one large plant, under 
a unified system of supervision will, if possible, 
make for even higher standards of manufacture. 


Another noteworthy feature of this merger is 
an augmented sales organization of international 
scope, affording closer contact both with the 
‘obbers’ men and with the shop. 


STEVENS-WALDEN-WORCESTER, INC. 
Worcester, Mass. 


Chicago Branch: 1438 So. Mich, Blvd. 
Export Division: 375 Broadway, New York City 


STEVENS “WALDEN “WORCESTER 


IN-CORPORATE 
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In This Issue 


You will find several good mer- 
chandising stories of successes in 
paint selling—not by paint stores 
or lumber dealers, but by retail 
hardware merchants, who have al- 
ready proved to their own satis- 
faction what can be done with 
paint when vigorously pushed by 
modern selling methods. 

Perhaps one of the most neg- 
lected opportunities for greater 
profits in the retail hardware busi- 
ness, considered in the light of the 
modest time and money invest- 
ment required, is the opportunity 
for stocking and selling, with fre- 





‘quent turnovers a line of high- 


quality paints, bearing the stamp 
of reliable manufacturers. 


What Readers Say 
About Us 


‘We look forward to HARDWARE AGB, 
and read each copy weekly. We think 
it is the best paper of its kind out.” 

(Signed) MEREDITH LUMBER CoO. 

Annapolis, Md. 


“T would not want to be without 
HARDWARE AGE.” 
(Signed) FRANK M. RUE, 
Schenectady, N. Y. 


“Your magazine alone will develop 
a hardware education of the highest 
order and is especially beneficial to 
retail hardware salesmen.”’ 

(Signed) J. C. CAIRNS, 
' Abilene, Tex. 
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THE McKINNEY ROLLER PIN 


Vertical and lateral wear—Recognition of lateral wear as a vital factor— 
The McKinney Roller Pin for Bearing Butts —An advance in hinge making 


That butt-hinges are subjected to vertical wear has long been 
recognized. In fact, various types of vertical bearings have been de- 
veloped and much has been said of how such bearings obviate verti- 


cal wear. 


Lateral Wear a Vital Factor 


Of lateral wear, however, little has been said, although it is an es- 
tablished fact that lateral wear is equally or more important than 
vertical wear. In fact, Professor Thomas G. Estep, Associate Profes- 
sor of Mechanical Engineering at Carnegie Institute of Technology, 
Pittsburgh, has proved by exhaustive tests that such lateral wear is a 


factor of great importance in the life of butt-hinges. 


Public Building Doors Particularly Affected 


This is particularly true in the case of public building doors. A 
glance at the accompanying table will show to what extent such 
doors are subjected to hard usage. The number of operations these 
doors undergo over the period of a year is enormous. And lateral 


wear is correspondingly great. 


Approximate Number of Operations of One 
Leaf of Door—Opening and Closing— 
I Cycle 








TYPE OF BUILDING AND DOOR DAILY YEARLY 





CYCLES CYCLES 





Large department store entrance 5,000 1,500,000 
Large office building entrance ............] 4,000 1,200,000 
Theatre entrance dnc ceesesecce a ED 450,000 
Schoolhouse entrance ......... 1,250 225,000 
Store or bank entrance .............0-+-:; 500 150,000 
Schoolhouse corridor door ............... 80 15,000 
Office building corridor door ...... | 75 22,000 











*Per performance. 


Note.—The ratio between daily and yearly 
frequency varies with the type of building. 


An Advance in Hinge 
Making 


Most hinges are equipped with soft steel 
wire pins which, due to their non-rising lugs, 
virtually become a part of the three-knuckle 
leaf, remaining stationary with it. Conse- 
quently all friction developed occurs be- 
tween the stationary pin and the revolving 
knuckles of the two-knuckle leaf of the 
hinge. (See A Fig. 2.) The only movement 
$f the modern hinge with non-rising pin is 

















Fic. 1 Fic. 2 


that of the two-knuckle leaf around the pin. Here friction develops 
and wear takes place. The pins, made of soft steel wire, soon wear, 
permitting the hinge joint to get out of vertical, allowing the door to 
pull away from the hinge jamb at the top, also creating a cutting 
edge which rapidly cuts away the hinge, allowing the door to drop 
down in the opening. 


devised and patented a method of hinge assembling 
that obviates the result of lateral wear by reducing 
friction between the pin and the two-knuckle leaf. 
McKinney is now furnishing all Ball Bearing and 
Anti-friction hinges with this new hinge pin—a case- 
N hardened pin made in two sections, so that while top 
section remains stationary with the three-knuckle leaf, 
the other revolves with the two-knuckle leaf, very much 
as the well-known roller-bearing, which reduces friction 
and consequently wear to a minimum. A glance at 
Figs. 3 and 4 will make this clear. By reducing friction 
‘ to a minimum, the hinge joint will remain vertical for 
i a longer period of time and consequently eliminates the 


t McKinney, after considerable experimentation, has 
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possibility of sagging doors. This is most important 
in the case of steel doors. It is a comparatively easy 
matter to plane the bottom of a wooden door, but 
when a steel door sags and drags on a brass or marble threshold, it 
is necessary to install new hinge equipment. 

Non-rising lugs as furnished on modern hinge pins supposedly pre- 
vent the rising of the pins. However, the friction between the two- 
knuckle leaf and the pin rocks the pin back and forth and may even- 
tually cause it to rise. When McKinney Roller Pins are used there is 
no friction between the two-knuckle leaf and the 
pin. It consequently does not rise. 


The Roller Pin 


The Roller Pin (Fig. 4) is a pin in two sections—a 
case-hardened roller (b) and special recessed ball tip 
(a). The roller is inserted into a machined opening in 
the ball tip extension which is drilled out to take the 
pin. The roller is then crimped to the ball tip exten- 
sion so that the pin can be removed as any one-piece 
pin. This chamber is packed with grease before the 
roller is inserted. Section “fa” remains stationary 
with the knuckle of the three-knuckle leaf, while sec- 
tion “‘b”’ revolves with the two-knuckle leaf. 

The McKinney. Roller Pin too has other advan- 
tages. There being a minimum of friction, doors re- 
volve on their hinges with greater ease. This too 
affects the use of door-closers—the door-closer work- 
ing more effectively where there is less frictional 
resistance. 

In concluding, it can be said that the introduction 
of the patented McKinney Roller Pin is revolutionary 
in, the manufacture of hinges—a long stride forward 
in their mechanical perfection. 
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BY LLEW S. SOULE 


! 


A Privilege; 
Not a Right 


HE courts have decided that naturalization is not a right, but a privilege. 
Good citizens, both by birth and by naturalization, will be glad that this 
decision has been made. While the majority of those who come to these shores 
have always viewed naturalization as a great privilege, there have been a few 
who have felt that they had the inherent right to take our citizenship and use 
it as a cloak for pernicious activities. 

Naturalization is a privilege, and one which in some cases has been accorded 
too cheaply. We give the best we have and expect too little in the way of appre- 
ciation and fitness. It is time this country quit bidding for mere population and 
protected its great majority of worthy naturalized citizens by demanding good 
citizenship from all who apply for naturalization. 


The Cash Value 
of the Show 
Window 


HAT is the value of your show window? WHave you ever made actual tests 
to determine just how much money it can be made to return, monthly or 
annually? 


Metropolitan stores know the value of their windows and force them to 
produce to the limit. Recently a small store in one of the crowded sections of a 
large eastern city had one of its windows broken by a brick. This store had been 
recording an average of $175 per day in sales. For two days the window was 
out of commission, while new plate glass was being installed. During those two 
days the sales fell to around $18 per day. When the window was repaired and 
trimmed the sales immediately returned to the $175 per day average. 

City people differ but little from people of the smaller towns. Both like to 
see goods on display. Both are willing to buy when they see something that 
appeals to them. 

It is said that show windows are the eyes of the store. Rather, they are 
mirrors for the eyes of customers. An untrimmed show window does not mean 
that the public is blind. It merely means that their good eyes are looking else- 
where and that their good dollars are following. 
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The Carefully Planned Store Ma 
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N recent months a great deal has been said regard- to other items. A display of mechanics’ tools, for 


ing the advantages of modern store fixtures which 
display all items of merchandise to increase sales. 
However it is possible that in this connection too little 
attention has been given to what may be considered 
the biggest factor in merchandise displays—the loca- 
tion of the individual items in the store and in relation 
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example, may be ever so attractive but if it is stuck 
off in some out of the way corner or put in with the 
kitchenware, it is doubtful if it will lead to many sales. 

On the other hand, merchandise grouped in location 
according to the class of customers who buy it, as well 
as to the use to which it is to be put, will invariably 


In sampling tools on the display doors «wey are arran in straight rows and ¢eacn door is loaded to capacity. Under each sample is a small 
x orc ca also sampled with the 


tag listing the selling price and the shelf number on which the surplus stock is located. 
panels hinged. 


‘Below 


the ledge the doors are 
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lead to additional, or “companion” sales. Naturally pany store in Chicago, F. J. Sage, store engineer of 
such a grouping of lines necessitates not only a thor- the Duluth Show Case Co., who built the fixtures, spent 
ough knowledge of hardware items and their relative considerable time in determining the location of the 
importance but also a study of the store’s local con- merchandise before sampling it. As a result the dis- 


ditions and customers. The really proper arrange- 
ment of a hardware stock is no simple proposition and 
in the equipping of the Christensen Hardware Com- 


plays not only encourage larger purchases but reduce 
materially the time and the steps of the clerks in mak- 
ing sales. 
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On the opposite side of the store are 
Co., who built the 


‘rhe mght hand side of the store is devoted to mechanics’ tools and various items in builders’ hardware. 
displayed sporting goods, trical appliances, household items, etc. The inset is F. J. Sage of the Duluth Show Case 
fixtures and designed the lay-out. 
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Builders’ Hardware Door by Door 


Entrance Doors to Office Buildings 


By W. N. Thomas 


EDITOR’S NOTE: This is the sixth instalment of a new series of articles on builders’ hardware appearing 


every two weeks in the columns of HARDWARE AGE. 


knows how to tell his story. The next instalment will appear in the October 7 issue. 


varies quite widely in different cities, and under 


A YHE style of entrance doors to office buildings 
There seems to be no fixed 


different architects. 
standards. 

It is not uncommon for the entrance doors to form a 
part of a prominent architectural feature of the build- 
ing and therefore they are themselves quite ornamental. 
Again the entrance may be designed in a plainer style 
which claims distinction by its simple dignity. In any 
event the hardware should be suited to its surroundings, 
and be of design and quality equal to that of the 
building. 

Within reason one’s desire for display may be grati- 
fied here, so long as it harmonizes with its setting. 

Because these doors lead into the elevator hall, which 
is drafty, they usually are made in two sets. 

The outside doors usually all open out, while the 
inner or vestibule doors are arranged to operate right 
and left, that is half open out and half open in, or the 
vestibule doors may be made double acting, that is to 
swing both in and out. Double acting doors in a place 
like this seldom prove satisfactory because they are 
affected by each change in the air pressure. The 
vestibule and the elevator hall form a sort of air 
cushion, and each time this changes as a result of the 


+ 
_ 


Above (Fig. 1)—Butt 
with large visible ball 
bearing. Center (Fig. 2) 
—Bronze or brass ball 
bearing pivots. At right 
(Fig. 3)—Heavy lever 
bolt for use at top and 
bottom of door 





movement of the elevators or by the opening and clos- 
ing of the outside doors, the double acting doors will 
move, in some cases quite noticeably. With right and 
left doors under the control of suitable door closers 
this annoyance is eliminated. They are in every way 
more satisfactory. 

The entrance doors to a large office building have a 
very high frequency of operation, at times opening and 
closing as much as four or five thousand times a day. 
Because of this they must be hung on butts that will 


The author, W. N. Thomas, is an acknowledged expert and 


Watch for it, and read it. 


stand up and give long service. As these are exterior 
doors they should have heavy cast bronze or brass butts 
(1) with large visible ball bearings. There should be 
three to each door and of a size that will allow the doors 
to open as far as their location will permit. 

As the outside and the vestibule doors receive the 








Upper left (Fig. 4) —Mortise 
cylinder dead lock. Right 
(Fig. 5)—Heavy cast bronze 
rubber topped door bumpers. 
Below (Fig. 6)—Push bars, 
used in some localities 
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same amount of wear, and are often the same in size 
and weight, the same kind of butts should be used on 
each. If the vestibule doors should be thinner than the 
entrance doors the size of the butts may be suitably 
smaller, but the type and weight should be the same 
as used on the outside doors. 

Sometimes these doors are made to be hung on top 
and bottom pivots, (2) in which case bronze or brass 
ball bearing pivots of the sizes made for doors of this 
thickness should be used—care being taken to follow 
the recommendations of the maker as to the proper size 
to use. If the doors and trim are properly designed 
for pivot hinges they should work very well, but as 
there is no support for the door between the floor and 
the top, there is nothing to overcome the tendency to 
spring as there is when three butts are used. The 
center butt keeps the doors straight as well as helping 
to carry the load. 

As these doors are now usually made to hang singly 
there are no top and bottom bolts required; however, 
if they are made in pairs then use a heavy lever bolt 
(3) at top and bottom of a length to bring them within 
easy reach, and if thev are to be placed on the edge of 
the door, have them flat or rabbetted face accordingly as 
the doors are flat or rabbetted face. 





(Continued on page 106) 
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A section of the rice fields near Willows, Cal. Note the crane which is barely visible in the center foreground 


Where Water Is King 


ware Association is a natural California Booster. 
According to Roy, whenever a new place is dis- 
covered which is half as good as his native State, 


R « SMITH, secretary of the California Hard- 


California will annex it. 

Well Roy and the writer were 
discussing this subject one after- 
noon when he clinched the argu- 
ment by saying; “I’m going up 
Sacramento way Monday. Come 
along and I’ll prove everything I 
have said. How about it?” 

We succumbed to the tempta- 
tion and at 8.30 a. m. the follow- 
ing Monday started from Berkeley 
in Roy’s car, headed for the 
Capital city. 

At Rodeo, Cal., where trains and 
vehicles are ferried across Suisun 
Bay, where it joins San Pablo Bay 
(a Northern arm of the great Bay 
of San Francisco), we watched 
men working like spiders on the 
steel frame work of the Carquinez 
Strait Bridge which is_ just 
beginning to rear its massive pro- 
portions on either shore. When 
it is completed, motorists will not 
have to depend on ferry boats to 


By Charles Downes 


on the south. 





George Massick of the Executive Com- 
mittee and Roy Smith, secretary, Cali- 
fornia Retail Ass’n at Colusa, Cal. 


take them across the olive green water which separates 
Solano county on the north from Contra Costa county 


After crossing the ferry, our journey was without 


incident untii we arrived at 
Sacramento, a rapidly growing 
commercial metropolis, where we 
went directly to the Emigh- 
Winchell Hardware Co. There, 
Roy introduced us to James L. 
Emigh and L. S. Quinan, owners 
of the firm, and to George F. 
Hauber, who is regarded as one 
of the outstanding hardware win- 
dow trimmers in the Far West. 

While in Sacramento we visited 
the Thomson-Diggs Co., the Shaw- 
Batcher Co., two of the leading 
wholesale houses, and also a num- 
ber of the retail hardware stores. 
In all of the places at which we 
called we were told that general 
business conditions were some- 
what quiet. However, a stronger 
buying movement is expected to 
develop in the early fall because 
of the promising condition of the 
crops throughout the Sacramento 
Valley. 
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This we were to see for ourselves, for during the 
next two days, the road we followed wound like a ribbon 
across broad plains of golden grain, where the harvest 
begins in June. We saw alfalfa fields that yield six 
crops and more a year. We drove through shady lemon 
groves, and on past well-fed dairy herds grazing on the 
green banks of the Sacramento, and on through white 
fields of ripening cotton. We skirted thick orchards of 
peaches and plums and apricots, and rode through long 
groves of walnut trees, and on past hundreds of little 
lakes which were rice paddies. 

However, we spent the first night at Marysville, and 
it was not until the second and third days of our trip 
that we began to appreciate the importance and the 
variety of crops in the Sacramento Valley. While at 
Marysville, a busy 
town which lies 
below the level of 
the river, we 
made a number of 
calls at the retail 
hardware stores, 
some details of 
which will be pub- 
lished in coming 


issues. Here 
again we were 
told that fall busi- 
ness would de- 
pend on the har- 
vest yield. 


It was repeat- 
edly pointed out 
to us that, in the 
Sacramento 
Valley, the crops, 
invariably, were 
good, but that the 
farmer did not 
get enough money 
for what he pro- 
duced. Today, of 
course, this 
opinion is enter- 
tained more or 
less generally in 
most of the agricultural sections of the United States. 
Moreover, the spread between what the farmer receives 
for his crops and what he has to pay for manufactured 
commodities is regarded by many authorities as a con- 
dition economically unsound and socially dangerous. 
Indeed, some economists believe that, the unbalanced 
state of industry, as seen in the relatively marked pros- 
perity of town labor and the continued poor return to 
the farmer, is a situation that in time will bring a 
serious reckoning. 

Of course, the farmer’s attitude in this case, as in 
many others, is often justly criticised as provincial; 
he is often fairly accused of shiftlessness and of re- 
fusing to employ modern and scientific methods in 
crop production, and he is frequently charged with 
blindness as to his own best interests. 

But, as many in the Sacramento Valley believe, des- 
pite the farmer’s short-comings, the fact remains that 
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Another product of the rice field—Each year the duck and geese come into 
the rice field after the harvest and are hunted by men from all over the state 


September 23, 1926 





he is an indispensable economic factor, and, if the 
United States is to enjoy the full benefits of its re- 
sources, it is to the interest of everybody to have 
agriculture receive as fair a return on the capital and 
labor invested in it as do manufacturing and merchan- 
dising. Prosperity in agriculture is essential to finan- 
cial progress in every other business. 

Leaving Colusa the following morning we were im- 
pressed by the amount of ground given over to the ¢ul- 
tivation of rice. Of course, rice fields were not new 
to Roy Smith, but to us they were new fields from 
which to harvest information. . At Willows, the county 
seat of Glenn County, Cal., and the center of the rice 
region, we were indebted to a number of persons for 
information, particularly to Mr. Charles C. Brown, 
secretary of the 
Willows Chamber 
of Commerce. 

We learned that 
rice was _ intro- 
duced in the 
Sacramento 
Valley in 1905, 
when the United 
States Govern- 
ment planted an 
experimental plot 
of about two 
acres, just south 
of Willows. The 
following year 60 
acres were plant- 
ed. Both of these 
plantings were 
successful but the 
farmers did not 
show much inter- 
est in the experi- 
ment, and very 
little rice was 
grown by _ indi- 
viduals _ until 
about 1916. Then, 
because of the 
war, and the high 
prices prevailing, 
price became a very profitable crop. 

Willows became the center of rice farming in the 
Sacramento Valley because of the abundance of water 
and the favorable climate in that section. Rice requires 
a long warm summer, and nights that are not too cool. 
As Willows is also in the center of several irrigation 
systems many rice growers were naturally attracted 
there. 

Water is more important than soil to the rice grower. 
There are several methods of planting, but two in par- 
ticular are more generally used. In one method the 
ground is prepared, the seed sown, and the land then 
flooded to a depth of about six inches. The ground has 
to be absolutely level which requires a great deal of 
work. After a field has been leveled, the accumulated 
soil that results is used in making mounds which 
encircle the areas to be flooded. After the flooding 
the rice fields resemble small lakes. The rice germin- 
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ates under the water, and the land is kept flooded until 
the grain is ripe and ready to be harvested. The other 
method commonly used is to prepare the seed bed and 
then flood the land and cast the seed upon the water. 
Both of these methods tend to prevent water grasses and 
other weeds from developing too rapidly. In the early 
days of rice farming in California it was customary 
to flood and drain the land several times during a 
season, but it was found that this aided the growth 
of weeds and water grasses, and moreover, that it 
lessened the grain yield. 

In California the normal yield of rice per acre ranges 
from twenty-five to fifty 100-lb. sacks, or 2500 to 5000 
lb. of rice to the acre. In 1924 there were 88,000 acres 
of rice under cultivation in the State. In 1925 there 
were 107,000 acres devoted to rice growing, and this 
year there is about 150,000 acres, which, if the crop is 
normal, should yield, conservatively, at least 370,000,000 
lb. A good deal of California rice is shipped to Japan 
for consumption, but, of course, the larger part of it 
is used in the United States. 

Throughout the Sacramento Valley, and particularly 
in Glenn County, “water is king.” It is cheaper and 
more abundant there than in most sections of the State. 
Under the Glenn-Colusa irrigation system alone, 120,000 
acres are watered. For general crops the cost per acre 
annually is $1. This district is particularly fortunate 
in having an unassailable, prior Congressional right to 
draw water from the Sacramento River. During the 
dry season of the year other streams run low, but there 
has never been, and probably there never will be a 
shortage of water in the Sacramento. This magnificent 
stream has its source under Mount Shasta which lifts 
its crown of snow 14,444 ft. above the level of the sea. 

There are other crops in the Sacramento Valley more 
valuable than rice. It is a great fruit producing sec- 
tion, and the earliest lamb for Eastern and Middle 
Western markets leave the valley in advance of every 
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section of the State. There are large flocks of regis- 
tered Shrophshires, Hampshires, Rambouillets, famed 
for the size of their breeding animals, their fine mutton 
and heavy fleeces. Glenn county has 55,000 acres of 
alfalfa under cultivation and is famed for its dairies. 
Two of the outstanding herds of Jerseys and Holsteins 
in the United States are in this one county. Every- 
thing from lemons to sugar beets is grown in the Sacra- 
mento Valley, and cotton has recently been added. Fruit 
packing also is an important industry and so is the 
raising of Thanksgiving turkeys. In the late summer 
and early fall it is a common sight to see flocks of 3000 
and even 7000 turkeys in the rice stubble. 

In the fall of the year sportsmen from all parts of 
the West invade the valley to hunt the flocks of wild 
ducks and geese that come down from the North. Trout 
fishing, and deer, dove and quail shooting, also, attract 
many to different parts of the valley. 

Hardware retailers on the Pacific Coast continue to 
make good profits in sporting goods, in spite of the 
fact that there are specialty shops, department stores, 
drug stores, cigar stores and mail order houses selling 
various kinds of sporting goods to all and sundry. The 
reason that the hardware dealer can continue to make 
good profits in this line is because in the majority of 
instances the hardware merchant stocks dependable 
merchandise and what is more important he goes out 
after the business. 

Obviously, two leading products sold by the hardware 
trade in this section are agricultural implements and 
sporting goods. A window display of sporting goods 
has already been mentioned, and a photograph of an 
implement warehouse, operated by the firm of R. B. 
Cranston at Woodland, also accompanies this article. 
It shows a typical retail stock of implements carried by 
hardware dealers in the Sacramento Valley. Other 
photographs and stories about hardware stores in the 
valley will be published in subsequent issues. 


A corner of the implement warehouse of R. B. Cranston at Woodland, Cal. 
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Rivers, Union Square and Food 


By Saunders Norvell 


HAVE just read Edna Ferber’s new book, “Show 
| Boat.” You know, she wrote “So Big.” “Show 
Boat” especially appealed to me, as it is a tale of 
the Mississippi River. Reading this book took me back 
many years. 

One of my first trips as a hardware salesman was 
on the great Mississippi. 
Part of this trip I made by 
steamboat. Other parts I 
made by skiff. It seems to 
me only yesterday that I 
was sitting in the stern of 
a skiff with my trunk of cut- 
lery samples between me and 


Half the charm 
writings lies in his ability to paint con- 
trasting word pictures. 


“Ships, Kings and Sealing Wax”—and 


actually dropped in or, to be more exact, I was 
thrown in!- 


*% *% 


The next thing was to find some place to sleep. I 
left my cutlery trunk on the bank and started to feel 
my way in the darkness to 
some distant lights. Sud- 
denly I ran into a soft object 
and fell head over heels. 
of Mr. Norvell’s | I heard grunts. I felt 

>= around and picked up my 
catalog case and _ personal 
grip. I felt the object over 
which I had fallen. It was 


He talks of 





the man who rowed. It was 
in the Summer time and I Hardware—and we read him gratefully hairy. It turned out to be 
can see the haze over the Lecemes te is met only a highly enter- a cow! I stumbled forward, 


great river. I can hear the 
slip-slapping of the water. 
I can see the tawny river 
eating into the banks, some 


trees already undermined 
and fallen into the current, 
other trees still standing 


with part of their roots in 
the earth and their remain- 
ing roots, like skeleton arms, 
reaching out into vacancy. 


paid to a writer. 


“ vw 
vee ss ee 
7 ’ 7 


In the days when I traveled on the Mississippi, there 
were still many steamboats. Sometimes they would 
stop at a certain town and other times they would not. 
I remember getting on one of the large steamers at 
Cairo. I wished to land at New Madrid. It happened 
that the captain wished to send a message to the ware- 
house keeper at New Madrid, so he told me he would 
let me off there, I went to bed. At 4 a. m. I was called. 
I hustled into my clothes. When I arrived on the lower 
deck, the boat was making a landing. The electric 
searchlight swept the shore. When a river boat going 
downstream lands, they always turn around and land, 
facing with the bow upstream. It was very dark. 

As I remember, the river bank was about 20 feet 
high. As the steamer moved up to the bank, the long 
gangplank was swung out over, but not touching, this 
bank. Two negro roustabouts took me, holding an arm 
on either side. Two others took my sample case. We 
marched out to the end of the gangplank, suspended 
over the black river below. It was a weird sensation 
to swing out in space over the river in the darkness. 
Suddenly the gangplank swept over the land. Off went 
my cutlery case, catalog grip and personal grip. Be- 
fore I knew it I was dropped over on the land and, 
as I turned, I saw the great steamer swing back into 
the river. I stood there in the darkness, watching her 
depart. This was my first visit to New Madrid. I 


taining writer, but a keen observer. 


One of our readers has recently written 
us saying he likes Saunders Norvell’s 
articles “because they create thought!” 


Surely no greater compliment can be 


and came to a picket fence. 

There was a light in a 
house. Dogs rushed toward 
me inside of the fence and 
stood loudly barking. Finally 
the door opened and a man 
in his nightshirt called out: 
“Who are you? What do 
you want?” I told him that 
I had just landed, that I was 
looking for some place to 
sleep and that I would give 
him $1 if he would show me 
to a hotel. “All right,” he answered. “Hold on. Wait 
till I dress.” After awhile, he came out with a lighted 
lantern and, escorted by him, I found Mrs. O’Bannon’s 
hotel. I can remember, as we walked together, how 
the swinging lantern threw out our shadows. 





—The Editor 





* % % 


That was a long, long time ago, but if you wish to 
gather a good impression of life along the Mississippi 
River, read “Show Boat.” Edna Ferber traveled for 
several months on a show boat just to gather her im- 
pressions of this peculiar life. She has written a very 
vivid story. “Show Boat” is now one of the biggest 
sellers and it is a valuable contribution to literature as 
a cross-section of an unusual side of American life. 

Then, if you wish to know more about the great 
Mississippi, read Mark Twain’s “Life On the Missis- 


sippi.” 


It is a far cry from the Mississippi River and New 
Madrid, Mo., to Union Square, New York. Union 
Square is a little world all in itself. Here, in Union 
Square, life pulses strongly in the veins. We have our 
romances and our tragedies. The other night, as I left 
the office late, Romeo and Juliet were standing half- 
hidden in a doorway. Juliet was weeping. Romeo was 
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assuring her it was all right, but she would not be con- 
soled. These two, probably employees in one of the 
nearby offices, were having their little life tragedy that 
was just as poignant to them as that of the scions of 
the Montagues and the Capulets. 


*% % *% 


Here, in Union Square, we not only have a future 
but we have a past. In one corner is a statue of Abra- 
ham Lincoln. In another corner is a statue of George 
Washington. I have stood and looked at these statues. 
I have watched the hurrying crowds. Very few ever 
cast even a glance at these bronze reminders of two 
of our greatest men. All of the hurrying crowds are 
interested in their own lives. 


* * * 
There are restaurants around Union Square. One 


of them is a celebrated German restaurant that has 
been located here for many years. They have good 


food, good coffee and the worst possible service. No 
one seems to be in charge of, the waiters. However, I 
had my pet German and I always sought his table. We 


struck up quite a friendship. My favorite dish for 
luncheon was cold roast beef with cold potato salad. 
The price was 90 cents. One day I ordered this dish 
as before. “You know,” said my German friend, “they 
are charging 25 cents now for potato salad.” “But,” 
I inquired, “have they reduced the price of cold roast 
beef?” “No,” he said, “cold roast beef without any 
salad is still 90 cents and the salad is 25 cents extra, 
or $1.15 for the combination.” ‘Well,’ I replied, “don’t 
you think they are crowding the mourners just a little 
too hard?” “Well,” said my friend, “I told them my- 
self that it was a serious mistake to make that extra 
charge for the potato salad. The trade simply won’t 
stand for it.” “Yes,” I replied, “It seems to me it is 
a mistake. By the way, at this rate, what would a 
real, old-fashioned dinner cost in this place?” Still, 
the restaurant is crowded and the coffee is excellent. 


% % % 


“Childs” have a restaurant in Union Square. All 
kinds of people eat there. It is sometimes interesting 
to sit at a table with clerks and shop girls and listen 
to the conversation. Two charming young shop girls 
sat opposite me the other day and one of them, a very 
pretty one, remarked that she was getting tired of the 
daily grind of work. “I’m just sick and tired of it,” 
she said. “I just hate that time clock. I’m sick of 
getting up so early in the morning and rushing to 
work.” The other young lady agreed with her that it 
was a hard life. The first young lady pondered for a 
moment with a far away expression and then remarked: 
“Well, I tell you what, Susie, the first fella who pro- 
poses to me had better look out. You betchyersweet 
life he’ll be accepted so quick it’ll make his head swim. 
The only way I see to get away from the time clock 
is to get married.” As I sat and ate my wheat cakes 
with maple syrup and looked at this pretty voung thing, 
I thought of the line from Hamlet’s soliloquy: “‘Lest 
in fleeing these ills we have, we go to those we know 


not of!” 
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One of my friends on his summer vacation sends me 
the following interesting poem: 


“If, when I wake, I am disposed to sigh, 

And gape, and wish the night had longer been, 
And sham to rise and shave my bristling chin 
Or do what must be done, as minutes fly 

And breakfast waits; then can I certify 

That something’s rotten in the Danish State, 
For even cheerful songs of birds I hate 

And wish they’d sing a lullaby, 

And if at last I rise and take my bath, 

Shrink from my breakfast and mislike my food, 
Regard my eggs and toast with smothered wrath 
And think my coffee neither hot nor good, 

Then am I sure that some evil thing I ate 

The day before—or drank—is obdurate. 

For naught but such an alimentary sin 

Could such a lovely day so meanly usher in.” 


* % % 


One of the flourishing industries of .Union Square 
is shining shoes. Old men, middle-aged men and boys 
all have their boxes and are all ready to serve. Com- 
petition is keen. Frequently I have stopped, leaned 
against the iron railing and smoked my cigar while 
I received a shine. ' 

At first I had no preference among the shiners. They 
all looked alike to me. However, there was one boy 
who talked to me all the time he was shining. He was 
very friendly. He told me that he lived in Brooklyn 
and that it cost him the price of one shine to get to 
his place of business—Union Square. He is up every 
morning at 5 o’clock and helps his mother prepare 
breakfast for his brothers and sisters who all work. 

A rainy day is bad for shoe shining because no one 
will pay for a shine and run the risk of losing it in 
the rain. The best day is Saturday. 

The price of a shine is five cents. I gave him a dime 
and told him to give me a credit of five cents—that 
some day I might not have any money. The next time 
he got me, and when I reached for my pocket, reminded 
me that I had a credit for one shine. I gave him an- 
other dime and took another credit. He told me the 
other day that I had a credit coming of ten shines. 


*% *% % 


Now, I have noticed that the other bootblacks in 
Union Square have decided that I am a customer of 
this boy. I belong to him. They have decided that 
I am his friend. They do not try to get my business 
when he is on the job. There is no use trying. That 
is true, too. I like him. I like his morning talk. He 
always cheers me up. As long as he is in the shoe 
shining business, and as long as I need a shine, he 
can count on my trade. 

I am learning more and more about his family. I 
know that if this boy were given a chance, he would 
make a good salesman. The first art in salesmanship 
is making friends. This boy understands that art. He 
told me that the largest amount of cash he ever took 
in in one day was $2—that is—40 shines. 


% * % 


Now I am so much interested in his record that I am 
taking shines even when I don’t need them! In- 
cidentally, this boy gives an excellent shine. 


teeetite 





(Continued on page 108) 
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This year thou- 
the “Open Spaces” and enjoy the thrills of Nomadic 
campers and picnickers each year buy thousands of 
their headquarters and add to your prestige and profits? 


one Summer with its warm, colorful days has been called the ‘‘Picnickers’ Paradise.” 


sands of lovers of the out-of-doors will hie away to 
Life as long as Mother Nature permits. These auto 
dollars worth of equipment. Why not make your store 
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Here is a view of the paint department in the hardware store of W. H. Ware at Dixon, Ill. 
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This paint display takes up 


less than twelve square feet of floor space and the sales average about $400 per square foot annually 


Paint Sales at $400 Per Square Foot 


From the Standpoint of Space Occupied the Paint Department of W. H. 
Ware, Dixon, Ill., Is by Far His Most Profitable—Takes Up 
Less Than Twelve Square Feet of Floor Space: 


where every customer must see it is well exempli- 

fied in the store of W. H. Ware, Dixon, Ill. By 
the simple expedient of placing his paint department 
right beside the front door of his store, Mr. Ware is 
able to get a turn over of approximately four times 
on this merchandise with practically no other sales 
effort. 

The front door is at the extreme side of the store 
and the wall space back of it has really little possibility 
for an ordinary merchandise display. However by 
placing a 12 foot section of rather shallow shelving 8 
feet high clear up to the door there is no interference 
with the available aisle space and the paint is shown to 
decided advantage. This shelving holds about $400 
worth of mixed paint, the balance of the $1000 average 
stock being stored in the basement and brought into 
place as the stock on the shelves becomes depleted. 

The display has been found to be a forceful reminder 
to the customers entering the store of the little paint 
jobs around home with the result that the bulk of the 


[iw advantages of an attractive display placed 


sales are on the smaller sized cans, practically all 
of the purchasers are home owners who do the work 
themselves and most of the sales are in the nature of 
additional ones to the items for which the customer 
came to the store. With this kind of paint trade almost 
invariably there is also a sale of a brush, sand paper 
or some other accessory. From the standpoint of 
space occupied, Mr. Ware’s paint department is by far 
his most profitable, for it takes up less than 12 square 
feet of floor space with the annual sales running well 
over $400 per foot. 





Sell electric fans. The hardware man is in a better 
position to give cheer to the overheated people of 
his town than any other merchant, and the swelter- 
ing consumer is willing to pay for comfort. Strike 
while the customer is hot. 





Men are always suspicious of things they know little 
about. Build confidence by telling the public who you 
are, what you have for sale, methods and prices. 
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Stimulate Your Paint Sales 
with a Demonstration 


Kansas City Hardware Firm Has Found That by Interesting the Women 
Its Paint Business Has Jumped from a Nice Three or Four 
Month Spring and Fall Business to a Good Twelve 
Month Paying Proposition 


’ 


By Lucile E 


ANSAS CITY has the “paint your own furni- 
ture” craze and it is boosting paint sales to a 
very gratifying extent. 

Buntings have found that by interesting the women, 
the paint business has jumped from a nice three or 
fourth month spring and fall business to a good twelve 
month paying proposition. 

The women are doing so much more painting than 
formerly that we are making a direct appeal to them. 
Everything has been made as easy for them as pos- 
sible. The manufacturers have produced a great variety 
of beautiful colors ready to use. They have placed on 
the market paints that will dry quickly, cans of paint 
to fit the job and brushes of the proper size. 

Then there are books of design, the color charts, the 
instructions for mixing and blending, the finishing wax, 
all of which furnish the incentive to do a lot of con- 
structive and decorative work in their leisure time. 


An Effective Appeal 

In order to make our appeal to the women as effective 
as possible, we have remodeled our paint department 
and put in a three sided counter that is expressly for 
the display of the paints, designs and finishes that the 
women will use in painting furniture, porch boxes, pic- 
ture frames, etc. This special nook is in charge of a 
girl who is very capable. She can tell the customer all 
about the use of the various colors and she can show 
her how to use them. The customers can work here 
if they like or receive advice about ground work, paint 
removers, tints and decorations, and select what sup- 
plies they need to be sent to their homes. 

The man who is in charge of the entire paint depart- 
ment works tirelessly to evolve new ideas and attract 
more attention to the paint department. He has decor- 
ated vases, small wooden pieces of furniture, turned 
odd pieces of glassware into quite attractive vases and 
bowls for flowers and ferns. And he also has contrived 
some cunning wooden toys that are a great drawing 
card with the children. Most of these he turned out 
himself and he has colored them gaily. A clever duck 
or a wooden horse, a funny little parrot; these may be 
used for toys, door stops, telephone disguises, etc. 

He has become quite efficient in blowing colors and 
has finished any number of book racks, foot stools, 
magazine racks, plaster book ends and urns. He can 
make them look very modern or quite antique. Some of 
his own, some were made for customers 


these 


were 


. MacNaughton 


while they learned how, some were special orders and 
were sold outright. 

A paint department must be light and airy. We 
started with a very small space back near the staircase 
but scon found that the paint department must be 
attractive to make the right appeal. Now customers 
are always lingering in this department while they 
watch the salespeople and pick up new ideas, and our 
sales are so satisfactory that the wisdom of this 
arrangement is very apparent. 

The special counter for the demonstration of the 
paints forms the center of the department, and two 
tall cases or groups of shelves with drawers below carry 
the supplies. Thus everything that the customer could 
need is right at hand. 


Frequent Demonstrations 


Every few weeks we hold a demonstration. The 
factory cooperates with us in sending to us a clever 
demonstrator and assistants if we need them. We find 
that a small can of paint given with the purchase of a 
good medium priced brush, say one worth about thirty 
cents, will draw a number of people. 

In having a demonstration of painting furniture, 
we cleared out a suitable space, and arranged a 12 by 
12 booth so the customers could come and work all day 
if they chose. Then we secured a quantity of the pieces 
of furniture that we felt sure would be in demand. 
Amcng them were foot stools, tilt top tables, book 
shelves, magazines racks, book ends, chairs, end tables, 
rockers, fire screens and urns. 

In our ad we stated that the customers might bring 
their own pieces of furniture if they liked or choose 
from those on display here. All were urged to come in, 
ask questions, work on pieces, stay all day and come 
every day in the week. It created a lot of interest. They 
came early and stayed late. 

Our regular paint display window was arranged to 
attract the eye. Cans of the various paints, brushes, 
painted, un-painted and half painted furniture, color 
charts, oils, all the equipment needed was displayed. 

By keeping two demonstrations going, one in the 
booth where the factory expert was busy every minute 
explaining, advising and painting furniture and the 
other in the center of the department where the small 
cans of paint for houses, porch boxes, swings, baby car- 
riages, floors and autos were given with the brushes 


and coupons. 
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Traveling Men in the Hardware Line 


Duties Differ Greatly from Those of Men Selling Other Lines 


By Seymour N. Sears 


NCE becoming presi- 2. 

dent of the National =: 

Council of Traveling 
Salesmen of America, com- 
prising as it does, a mem- 
bership of thirty-eight dif- 
ferent organizations of 
salesmen, representing many 
thousands of individual 
traveling men, I have had an 
opportunity of studying to 
some degree the difference in 
methods of various’ indus- 
tries. 

The life of a salesman is 
a paradox to this extent that 
when he appears to be loaf- 
ing and at ease he is prob- 
ably working the hardest 
and vice versa. 

The hardware man travels 
from 40 to 50 weeks in the 





FTEN called 








Seymour N. Sears 


the 
Hardware Traveling Men, Mr. Sears 
was recently elected president of the Na- 


until the next trip 
around. New items are in 
each case submitted to the 
buyer for his judgment as to 
its appeal to the trade that 
he serves. In our industry 
the salesman when he opens 
a new account makes three 
distinct sales, first, himself, 
then his house and finally 
his merchandise, and in or- 
der to hold this account it 
necessary that these form a 
perfect trinity of integrity, 
courtesy and reliability. 

To my mind this is the 
great appeal that the hard- 
ware trade makes to _ the 
salesman in our industry. 
He meets in most cases the 
principals of the house he is 
selling, therefore a business 


over 


SOCLPSRT LORE TMT trie es 


Dean of Eastern 


tional Council of Traveling Salesmen’s ‘ ; 
vear. He usually covers a te ; a man of the highest possible 
tei fed Association, the highest association honor ' tial : friend 
a Sen territory. open to a salesman. He is the founder and ype, he builds up a friend- 
[he same man has frequent- first Chief Booster of the New York Hard- ship over a vast territory 
that lasts a life time, and 


ly called on the same trade 
for many years. Many of 
the accounts I ame 6 sell- 
ing I have called on continu- 
ously for twenty-five years. 
The hardware traveling man 
holds rather a unique posi- 
that in 


ware Boosters, 
formed 


fraternal orders. 


which organization was 
in the offices of _ HARDWARE 
AGE. Mr. Sears is a charter member and 
director of The Nutmeggers and is actively 
identified in several other commercial and 
With 25 years of success- 
ful selling as a record his thoughts are 
worth having. He is said to be the only 


while he may never accumu- 
late a big fortune, he can 
earn a very good living with- 
out the probability of any 
very great losses. He is 
generally welcomed as_ he 
‘makes his calls, and his at- 


tion in many cases ; ; 

he is accepted as not only a hardware salesman listed in the “Who's tendance at the trade con 
‘ c , ‘ . c . < < r _ 
, Who” Blue Book of America. ; 

business acquaintance, but ventions and social gather- 





in many cases he is a close , 
personal friend, frequently 
invited to the home circle of his customer, enjoying 
his hospitality when away from home, and his com- 
plete confidence in business matters. This is evi- 
denced by his being permitted, or rather expected, to 
go through the stock and make up his own order in 
many cases. This confidence is built up through 
many years of service, and because many times the 
salesman has a better idea as to the selling demand 
of sizes and styles that he would naturally have bet- 
ter information on than the merchant who has the 
responsibility and direction of a general business, its 
management, financial and merchandising problems 
of so many lines of goods. 

To the average man who may read this, however, 
let me say that this is only possible when the sales- 
man puts himself in the place of the buyer and sends 
only such items and quantities as the particular cus- 
tomer can readily move and about enough to carry 





ings of his customers is wel- 

comed and solicited, as his 
presence in groups make possible financial success, 
and his presence with an acquaintance among all en- 
ables him to bring contacts with various numbers 
that is quite impossible through any other agency. 
About a year ago a committee from the Council were 
invited by Jesse Strauss of R. H. Macy & Co. to a 
conference to devise some method that would help 
Macy to solve a problem that means much to them and 
to thousands of manufacturers and salesmen, namely, 
how to see all the men and merchandise that these 
buyers are expected to see, and do justice to all con- 
cerned. Macy has the most modern buying offices in 
the country, and yet the scene is bewildering. En- 
tire floors are given up for this department of their 
organization. Special elevators for the exclusive use 
of the salesmen, and it is a common thing for the 
buyer of say millinery or wearing apparel to find 200 
men awaiting an audience at 9 o’clock in the morn- 
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ing. This is only one department so that there are like- 
ly to be 1500 to 2000 salesmen awaiting audience of 
several buyers. These buyers have a real job. They 
not only buy, but also run their departments, and have 
to take some time for other duties aside from actual 
buying. The rule of the house says they must see 
every salesman, and the day begins. You can figure 
how much time each salesman has to talk or visit. 
There are a series of rooms, a man is told to lay out 
his line in a certain room, and the buyer goes from 
one room to another and selects what is wanted and 
a memo of order given to salesman, who in turn must 
await a confirmation before the order is good and 
shipment made. 


What Is the Work? 


I talked on the train one day to a shoe salesman 
who had arrived in New York on Thursday, had an 
appointment with buyer on Friday, received an 
order for 1000 per pair shoes, awaited a confiirma- 
tion which he received on Tuesday following week, 
and I mmet him on the train to Philadelphia on 
Wednesday. What is the hard work for a man of this 
type? The selling of- the goods? No, the time he 
must kill awaiting an appointment; then again the 
time lost awaiting the confirmation of his order. 
Many thousands of men in the apparel and kindred 
lines make but two trips a year, spring and fall, last- 
ing from six to ten weeks. They make long trips 
across the country. In a sleeper at night—arriving 
in a city in the morning, unpacking and packing sam- 
ples each day and back again to train for the next jump. 
Many of them go to hotels, lay out their line in sam- 
ple rooms and make appointments for the buyers to 
come and look over the line. These are the men that 
are frequently in the hotel lobbies, and the average 
citizen thinks what a fine time these men have with 
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nothing to do but smoke good cigars and look the girls 
over. Many of these men tell me that they envy us 
hardware men who can go out and see our trade, see 
half a dozen customers a day, and sometimes make 
two or three towns a day. They have little opportunity 
to get well acquainted with their trade. Their own 
personality counts little if they have not goods in de- 
mand and price. On the other hand their sales ag- 
gregate larger and their profits are greater, and 
when not on the road they spend weeks at their home 
offices. Most of these men belong to beautifully fur- 
nished clubs, equipped with pool, card and billiard 
tables, gyms and baths where they spend much of 
their time for weeks at a time. It was a revelation to 
make a visit to some of these hospitable associations 
and see these men sitting around enjoying life await- 
ing the time when they must make the next trip. 


The Fortunate One 


Their work is intensive and the fortunate sales- 
man is the one who is connected with a house that 
is a good guesser as to what next season the well- 
dressed man or woman may wear and have a line 
that will anpeal to their trade.‘ The man who is 
with the other type of house is simply out of luck 
Many of these men change their connections every 
year and there are many changes of buyers so that it 
is not possible for them to cultivate the friendships; 
the opportunities for service and cooperation as the 
hardware man does. 

If the average buyer in our industry finds two men 
awaiting an opportunity to see him he feels there is a 
crowd; if there are five or six he wants to fire them all 
out. I wonder what he would do if he found about 
150 waiting to see him some morning? If it ever 
happens I hope I am not one of the gang. 





Passing of the ‘‘Glorified Peddler’ 


F the successful merchandising efforts of The Os- 

born Manufacturing Company may be taken as a 
criterion, thousands of housewives will soon be spared 
one source of frequent annoyance—the house-to-house 
canvasser who carries a sample case full of brushes 
and an adroit line of conversation about the money- 
saving advantages of buying direct from the manufac- 
turer’s personal representative. 

Plausible as this argument may seem when the sil- 
ver-tongued peddler presents it, the fact remains that 
household brushes comparable, if not superior in every 
way to the line he carries may be purchased at hard- 
ware stores for prices that range from 30 per cent to 
more than 50 per cent less. 

Housewives have begun to object, and rightly so, 
to an itinerant merchant who turns the home into a 
sample room for his wares, and sets back the routine 
of household duties while his familiar story is re- 
peated. 

The novelty of this kind of buying has faded, and 
as a result the difficulties of house-to-house selling 
have multiplied. In consequence the earning capacity 
of the canvasser has been steadily on the downgrade 


and men with the necessary selling ability are no 
longer attracted to the work. 

As the peddler passes out of the picture, brush 
manufacturers who sell only through legitimate re- 
tail channels are enjoying a large increase in volume. 

Indications now are that sales of Osborn brushes 
through stores during 1926 will be double those of the 
previous year. 





Things are changing in this old world of ours. The 
woman of today can drive a nail as straight as can 
the average man, and she can give him pointers on 
painting the kitchen chairs. Incidentally, she spends 
a lot more money for hardware than she did in the 
days when Dad ran the store. 





Patriotism is not measured in terms of brawn. 
Neither is might the sole factor in a question of right. 
The keen mind and the clean heart come first in the 
plan of life. The statesman will always rank higher 
than the prize fighter in the minds of those who 
think. 
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Question: Have you any figures showing the num- 
ber of boys’ and girls’ clubs organized and conducted 
by the Department of Agriculture and the State Agri- 
cultural colleges? Wm. P., Wheeling, W. Va. 

Answer: There are approximately 565,046 boys 
and girls enrolled in these clubs at the present time. 
The average age of these members is between 14 and 
15 years. 


* %* * 

Question: Have you any figures showing the cost 
of operating salesmen’s cars? R. M., Milwaukee, 
Wis. 

Answer: We have no statistics giving an iron- 


bound average cost per mile. The experience of sev- 
eral companies, however, would indicate that the ap- 
proximate cost of operating Ford and Dodge coupes 
is as follows: 

Ford, 0.056 cts. to 12.9 cts. per mile. 

Coupe, 0.07 cts. to 9.9 cts. per mile. 


% * * 


Question: What are some of the principal causes 
of stock shrinkage? E. V. P., Baltimore, Md. 

Answer: Here are some of the principal causes of 
stock shrinkage: 

1. Theft by employees. 2. Damaged goods, in han- 
dling and stocking, unpacking, breakage, missing 
parts, etc. 3. Careless selling, higher priced items at 
prices for goods of less value. 4. Goods depreciated 
by window exposure. 5. Short deliveries by manu- 
facturers and distributors. 6. Theft by customers. 


%* + * 


Have you any statistics showing the 


Question: 
in gross sales resulting from 


approximate losses 
stock shrinkages? 


Answer: The following, which appeared some time 
ago in the columns of HARDWARE AGE, should prove 
helpful: 

High Average Low 
0, a ae ee 10 5 Vp 
nn SEE EEE IEE 10 5 Vp 
Pottery, glass, etc.......... 18 11 6 
i ON ces wine tina oD 12 6 2 
Luggage, leather goods..... 7 4 1 
DE ka is dae 6 Mik al ee 10 3-4 1 
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Question: 
average stock-turn for different trades? 
Orleans, La. 


Answer: Some time ago some very interesting sta- 
tistics on this subject were compiled by the Mer- 
chants’ Service Bureau of The National Cash Regis- 
ter Co., and we take pleasure in presenting them 


herewith: 
AVERAGE STOCK-TURN PER YEAR 


Drugs (Individual) 
Hardware 
Clothing (Men’s) 
Department Stores—F.............606. 
Shoes 
Jewelry 
A—Sales over $10,000,000. 
B—Sales $4,00C,000—$10,000,000. 
C—Sales $1,000,000—$4,000,000. 
D—Sales $500,000—$1,000,000. 
E—Sales $250,000—$500,000. 
F—Sales under $250,000. 


Seep,t,eeédeoeeeeCc#oe#2LHoeesee@ee@e@oe? te Geese 


S222 €. 422 6 6-8 4 2 8 SB ao oe 026 6 a 


se ay ee ee eer eS eee eee ae eS fe oe 2 Oe oe ee oe 


Number 
Stores of Stock-Turns 

Me ie ag 4 ad wae ae 50.0 
Se ) CS ns koe ee w eee ws eee 40.0 
Se ks tn oa ee be ee ola 14.0 
De a a aa sae eed 12.0 
Se) he ae a 6 6 een. w Awe w8 06 6a 46 O08 10.0 
ea eae kee 6 4h eed 0 deed e ke 6 10.0 
Ce 6 ce ee eeeecewes 6.0 
Hats (Men’s and Boys’) .............. 6.0 
Auto Tires and Accessories............ 5.7 
EES I re ee eee 5.0 
py ae 5.0 
Department Stores—A................. 4.4 
pA A ee ee 4.0 
Ae ee eee a a dal bard ive cae 66 ee ka 4.0 
Department Stores—B...............6.. 3.8 
EE ey ee ea ee 3.6 
Department Stores—C.............ce0. 3.2 
I ce ek ee he oa Sh ee a bine a 3.1 
I as dae 3.0 
re ee ale edhe e ee ese os 3.0 
Ee Oe ae ee 3.0 
Puree. wederdecebacsr _ ES SE er el eee 3.0 
es oe od ose d 606 dae wwee oko 3.0 
Department Stores—D................ 2.8 
General Merchandise ...............0.- 2.8 
RS 9 ns i i ee ede wo Bima 2.8 
RI i oe ea ra i ie be ig el we Gre 2.5 
Department Stores—E...............-. 2.4 

2.3 

2.3 

2.2 

2.0 

1.6 

0.9 


oe @48 2 SB eae aeweaeseeceogceV~esces de Cesed ea 
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Question: Where can we obtain for distribution to 
our customers a radio log, listing the various stations 
and with instructions as to the care of batteries, tubes, 
aerials, etc.? G. W. O’H., Wood Lake, Neb. 


Answer: As a general proposition these are made 
up specially to individual requirements. An authen- 
tic list of radio stations may be obtained from the 
list issued by the Department of Navigation, Wash- 
ington, D. C. This may be obtained for 15 cents. 














66 HARDWARE AGE 


» 


' ; 
' et 


\ 

~., 
me 

4 es 


The new fixtures of the Jewel Hardware Co. extend down the right-hand side of the store. 
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Sporting goods sales have 


been greatly increased by having seasonable items always on display at the extreme front of the store where they 


attract the immediate attention of everyone who enters. 
builders’ hardware. 


Back of the snorting goods are displayed the tools, and then 
The space beneath the “ledge” is also equipped with display doors on which samples are mounted 


KE. C. Belina Builds Up a Business 


in I'wo Years 


Possessing courage to take over and build up a hardware store in a strange town 
E. C. Belina, Albert Lea, Minn., with no previous experience in the hard- 
ware line has built up a $60,000 a year business 


manager of the Jewel Hardware Co., Albert Lea, 
Minnesota, had had no previous experience in 
hardware retailing he possessed the courage to take 
over and endeavor to build up a hardware store in a 
town where he was a stranger, that two years ago was 
practically defunct. Associated with him are L. S. 
Whitcomb and C. C. Gingery, the latter the only one 
of the three who has had hardware experience, but 
the rapid growth of the store can probably be largely 
credited to Mr. Belina’s ability to see it and its needs 
and possibilities through the eyes of an outsider. 
From the very first Mr. Belina was impressed with 
the importance of displaying his merchandise to better 
advantage than he found it and recently he has accom- 
plished a complete re-arrangement of his stock. By 
disposing of several old plate glass show cases that 
had filled the store for years, many things were accom- 
plished—the cases were sold for within $50 of enough 
to remodel the rest of the store, more floor space was 
gained and the goods that were formerly buried in the 
cases was brought out into sight on oven display tables. 
In speaking of the changes, Mr. Belina says, “The 
displaying of merchandise is no longer a hobby, but 
a necessity. Times have changed so fast in the past 
five years that most of the leading business men of 
five years ago are at a standstill today because some 


Pr nnanaces because E. C. Belina, president and 


live wire or chain store has grabbed off the best lo- 
cation and put in a modern store with modern methods 
of displaying. People have become accustomed to the 
modern methods of display and expect to be able to 
handle the merchandise and to see the price marks 
without having to ask any questions. The old method 
of carrying your stock on shelves, beneath counters 
and in a great many show cases is more like hiding 
or locking up the merchandise and forcing the customer 
to ask for what he wants and then ask the price. This 
has been driven home to us hundreds of times in the 
short while that we have had the new fixtures. It comes 
to us in the form of remarks from our customers and 
one of the most common remarks that we hear is, ‘I 
never knew you had so many different things here 
before.’ ”’ 

That Mr. Belina’s methods have been successful is 
evidenced by the fact that during the past twelve months 
his sales approximated $60,000 while his stock has 
averaged around $18,000. This possibly is not an un- 
usual record of turnover but when you consider that 
this volume has been built up practically in only two 
years’ time, it is an enviable accomplishment. 





The decisive factor, for good or bad, in any busi- 
ness, government or institution, is the individual. 
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f bipend photo above shows the left hand side of the store given over to kitchen ware and household goods. The im- 
£ provements here were solely in the form of re-arrangement. Formerly shelving extended from the floor to the 


ceiling. The lower half of this shelving was torn down and the stock was rearranged as depicted above. 

Below is shown a view of the Jewel Hardware store paint department located at the rear of the store directly 
under the small balcony utilized as an office. The booth is equipped with a table and chairs making it convenient 
and easy for the customers to study color cards and for the salesmen to talk paint to them. 
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Do You Dodge Details? 


By Harry Botsford 


ORTALITY tables are carefully compiled. 
M But even mortality tables neglect to inform 

us of the number of men who died absolute 
and complete failures. I'll venture to say, however, 
that of the total mumber who do pass out fully 90 per 
cent of them might very truthfully have inscribed on 
their tombstones “He was a detail-dodger.”’ 

There are many deep and impenetrable mysteries in 
this world and offhand I can name at least seven of 
them. But the greatest mystery of them all is this 
peculiar complex that makes men say—pridefully, 
too!—every now and then “I am not a detail man. I 
dislike detail.” 

The peculiar thing about it all is that the average 
man who says this is usually looking for a high and 
lofty position. I have known not a few men who have 
reached the top of the ladder and who have stayed 
there in spite of some pretty aggressive competition. 
In this list I might include at least one president of 
a mighty railroad system, the titular head of a mam- 
moth automobile plant, a Cabinet member, a great 
publisher, a nationally known banker, the head of a 
great packing house and the head of a great oil com- 
pany. The list could be continued to considerable 
size. But the point I am getting at is this: Every last 
one of these men climbed to the top and stayed there 
because they knew details. 


Details versus Symptoms 


It has been proved that no man is capable of hold- 
ing an executive position unless he is familiar with 
details. During the World War sheer necessity forced 
into executive positions no inconsiderable number of 
men who had spent the better part of their lives dodg- 
ing details. During a period when selling was sim- 
ply a business of taking orders and when overhead 
was something to be added into “cost-plus” contracts, 
these gentry got along very nicely. But in the read- 
justment period the detail dodgers began to make 
grave errors of judgment because they were making 
decisions on pure guesswork. And when that hap- 
pened stern boards of directors stepped in and re- 
lieved them of all responsibility and placed in their 
stead men who knew details. 

Details about a business are the same as the symp- 
toms that a doctor takes under consideration before 
he prescribes. You know all of these detail-dodgers 
are inconsistent! There isn’t a single one of them, 
if you would pin him down, who would care to place 
a private and painful illness in the hands of a doctor 
would confess to them that he was capable of handling 
their case but that he didin’t care for details about 
the case and that, during his course of study and 
preparation he had wasted no time on details. 

I don’t know why it is but the average detail- 
dodger seems to look on all and sundry detail work 
as the most lowly of chores. Yet the man who is 


steeped in detail will tell you frankly that details are 
fascinating to study and work with. When Harvey 
Firestone goes for a walk through his great plant 
and finds a department or a crew of men in a tangle 
he doesn’t ignore the matter as a true detail-dodger 
would. He calls for a pair of overalls, dons them and 
gets busy. He works side by side with the workmen. 
He doesn’t give orders—he takes them. He sticks 
until the tangle is straightened. And when it comes 
to knowing the various ins and outs of the rubber 
industry I doubt if there is a better informed man or 
a greater authority than Mr. Firestone. He knows 
details. Every day of his life he is making his knowl- 
edge of details a tool, an instrument which guides his 
every decision and which dictates every policy of the 
great organization which he heads. 

I suspect that handling details may involve some 
hard work. I think the detail-dodger also suspects it. 
He is, primarily, lazy, mentally and physically. 


An Unpleasant Experience 


Did you ever do business with one of these detail- 
dodgers? I have. It is, I confess, not a pleasant ex- 
perience. One of them in a hardware store sold me 
the wrong kind of a paint for interior work. He didn’t 
know any better because he hadn’t spent any time 
studying details. Another detail-dodger sold me a 
heater for my office and swore it would heat the office 
very adequately. It didn’t. I bought some insurance 
that didn’t insure once from another detail-dodger. 
A filling station man once gave me the wrong kind of 
oil and I burned a main bearing out of my automo- 
bile because of it. A contractor who neglected details 
in construction caused the house of a friend of mine 
to bufn down. If I know it, I won’t do business with a 
detail-dodger. 

Responsibility, wealth, power, influence and ability 
and capacity to serve the public are the logical re- 
wards of the man who isn’t afraid of detail. The 
Wrights studied detail and gave us dependable air- 
craft; Ford and the other pioneers with a passion for 
detail gave us cheap and dependable motor trans- 
portation; Edison’s passion for detail, his ability to 
link one detail up with another, to judge the relation- 
ship between details gave us the phonograph, electric 
light and what not. Foch knew detail—and he man- 
aged to whip the greatest war machine ever forged. 
Burbanks’ name, to some people, stands for wizardry 
in giving us better vegetables, fruits and flowers. But 
if you will read of his life, you will note that every 
successful experiment he made was simply a case of 
studied and repeated detail, properly coordinated. 
Sarnoff tells us that radio is simply the linking up 
of related detail by men who studied the matter. 

If a man wants to commit commercial or mental 
suicide, I would suggest that he start out by dodging 
detail. I know of no more effective weapon. 


























September 23, 1926 


250 Manufacturers . 
Exhibit at Third 
Radio World’s Fair 


Simplicity in Receiver Design and 
Increase in Use of Battery 
Eliminators Features 
of Exhibits 


More than 250 manufacturers were 
represented by exhibits at the Third 
Annual Radio World’s Fair, held at 
Madison Square Garden, in New York 
City, Sept. 13 to 18. 

The show, which in addition to the 
big Garden area covered some 80,000 
square feet of floor space in the ex- 
position halls, was not adequate to 
supply the demands of exhibitors and 
it became necessary to board over thou- 
sands of seats overlooking the arena to 
accommodate all applicants. It is esti- 
mated that more than $1,500,000 worth 
of apparatus was exhibited on the va- 
rious floors of the show. The displays 
cover every phase of the industry, at 
which everyone from the broadcast list- 
ener to the engineer found subjects of 
interest. 
is being utilized to show the latest and 
best that the world’s foremost engi- 
neers have devised in an effort to 
supply the demand for better radio 
reproducers. 

The show is a concrete visualization 
of the enormous strides made by the 
infant industry in the short‘space of 
five years and the most forceful argu- 
ment in the world against the possi- 
bility of some revolutionizing discovery 
turning radio inside out over night. 
Those days are happily behind us, as 
one will be forced to realize after visit- 
ing the only radio show supported by 
the entire industry. 

Ease of operation is one of the out- 
standing tendencies in radio design, 
and many of the sets shown at the 
show had but one tuning control. 
Further simplification was also ap- 
parent in the number of other controls, 
such, for example as rheostats, volume 


_dyne. 





Every available inch of space | 
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controls, etc. Metal shielding, which 
was popular some years ago, is again 
in vogue as a means to sharp tuning. 

Some of the sets on display were 
equipped, too, for operation directly 
from the house lighting circuit, while 
many others utilized either batteries or 
battery eliminators. 

The exterior of the new sets has been 
given considerable attention during the 
past year and really exceptionally good 
looking models can be obtained. At 
the same time the industry has greatly 
improved the inside of the set where 
we find the circuit which is responsible 
for the reception of the programs. The 
three standard circuits still prevail; 
they are, namely, the tuned radio fre- 
quency, neutrodyne and super-hetero- 
There are some new circuits but 
they are either improvements or 
changes in the original circuits just 
mentioned. 

In order to avoid the possibility of 
stations overlapping, and to secure the 
maximum in selectivity, the number of 
tubes has been increased and in the 
majority of the sets as many as six 
to nine were employed. 





George Worthington Company 
Issues Fall Supplement 


The George Worthington Co., Cleve- 
land, is issuing a 50-page fall supple- 
ment covering the merchandising of its 
electrical goods department and show- 
ing radio equipment, electric trains, 
bridge lamps, heating appliances and 
other electrical merchandise. This will 
be ready for distribution about Oct. 1. 





Waldo Willis Opens Retail Store 
at Jacksonville, Fla. 


Waldo Willis has established a retail 
hardware, sporting goods, paints and 
auto accessories store at 2106 Park 
Street, Jacksonville, Fla., and is de- 
sirous of receiving catalogs and price 
lists from manufacturers and jobbers 
in these and other general lines of 
hardware. 
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Radio Installment 
Selling Discussed 


by Dealers and Mfrs. 
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True & Blanchard Co., 
Sponsors Second Annual Radio 
Dealers’ Convention at 
Newport, Vt. 


The Second Annual Radio Dealers’ 
Convention, sponsored by True & 
Blanchard Co., Inc., wholesale distribu- 
tors of radio, hardware, etc., Newport, 
Vt., was held in Newport, Aug. 30 
and 31. 

The business session of the conven- 
tion opened in the City Council Rooms 
of the Armory at 9 a. m., Tuesday. 
Charles G. Taylor of the True & 
Blanchard Co., presided over the meet- 
ing which was attended by a number 
of dealers from Vermont and Northern 
New Hampshire. There were also a 
number of manufacturers’ representa- 
tives present. The list of speakers 
included H. A. Arany of the Atwater 
Kent Co., who told of the rapid strides 
being made by his company in the sale 
of radio and of the plans under way 
for meeting this. demand. He pre- 
dicted that the coming year would be 
the biggest year in the history of the 
company, and that told how the com- 
pany had recently enlarged its plant, 
thus affording a capacity of from 50,- 
000 to 60,000 sets daily, in order to 
meet the growing demand. 

W. W. True, president of the True 
& Blanchard Co., Ine., told of its 


Inc., 


methods of financing, which many of 





the dealers were familiar with, and 


how the firm conducted its business of 
merchandising on the installment pay- 
ment plan. He said that “we have 
come to believe more and more that 
merchandise should be bought and sold 
on definite terms, and that the terms 
of payment should be a part of the 
selling job. Selling merchandise on 





Continued: on page 86 








There’s More Ways Than One to Make a Sale 
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Gust J. Hamel Dies 
at De Soto, Mo., of 
Acute Heart Attack 


~— ———__— 


One of the Oldest Hardware Men 
in the State Passes Away Sud- 
denly in De Soto, Mo., 
Sept. 6 


Gust J. Hamel, senior member of the 
Hamel Hardware & Furniture Co., De 
Soto, Mo., and known as one of the 
oldest hardware men in the State, died 
suddenly at his home in that city Sept. 
6, following an acute heart attack. 

At the time of his death, he had just 
passed his sixty-fifth birthday by four 
days. 

Mr. Hamel was born in the city of 
De Soto, Mo., and was baptized in the 
Episcopal Church. 

Mr. Hamel began his business career 


as a clerk in the hardware store of R. | 
In 1884 he joined in | 


Burrows in 1875. 
a partnership with Ward Cunningham 
and bought out the interests of Mr. 


Burrows, this combination continuing | 


until 1916, when Mr. Cunningham re- 
tired from active business. When his 
partner retired, Mr. Hamel incorpo- 
rated the business under the name of 
Hamel Hardware & Furniture Co. with 
himself, his son Ward A. Hamel, and 
wife, Bessie F. Hamel, as stockholders. 


Another Branch Warehouse 
for Zapon Company 


The Zapon Co., 247 Park Avenue, 
New York City, manufacturer of Za- 
pon lacquers and lacquer enamels, an- 
nounces the opening of a new sales of- 
fice and warehouse at 547 Greenwich 
Street, New York City. 

This sales office and warehouse has 
been opened to facilitate service in the 
metropolitan district. 

H. W. McGovern, who is well known 
in the metal, toy and doll industries, 
is in charge of this office and ware- 
house. 


—— eee 


Goodell-Pratt Co. Appoints A. H. 
Dessau Sales Mgr. 


Alvin H. Dessau has been appointed 
general sa'es manager of the Goodell- 
Pratt Co., Greenfield, Mass. 

Mr. Dessau was formerly connected 
with the Stanley Works, New Britain, 
Conn., first as a salesman and later as 
advertising manager. 





Sparklets, Inc., Appoints Chicago 
Distributer 


Bartlett & Co., 
appointed by 


Hibbard, 
Chicago, 


Spencer, 
have been 


Sparklets, Inc., New York, as Chicago 
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_distributers of Sparklet Syphons and 


Sparkers to the hardware and kindred 
trades. 

The Sparklet Syphons are intended 
for use in carbonating and sterilizing 
water and other’ beverages. The 
Sparkers are metal capsules, each con- 
taining sufficient compressed carbon 
dioxide gas to charge a quart of li- 
quid, and are used in connection with 
the specially constructed syphon bot- 
tles. 


ee eee 


Annual Picnic of Shapespeare Co. 
Employees Held August 21 


The employees of the Shakespeare 
Co., manufacturer of fishing tackle 
and equipment, Kalamazoo, Mich., held 
their annual picnic at Summer Home 
Park, Long Lake, on Aug. 21. 

Contests for men, women and chil- 
dren; baseball, swimming, boating and 
dancing were the order of the day. 
A bountiful lunch was served at mid- 
day. 


Charles A. Burditt Dies 


Charles Augustus Burditt, one of the 
founders 
hardware firm of Burditt & Williams, 
Boston, died at Portland, Me., Sept. 15, 
in his ninetieth year. Mr. Burditt had 
not engaged in business for several 
years. Formerly he spent part of the 
year in Boston and part in Florida and 
in Maine. A few years ago, however, 
he moved to Cambridge, Mass., where 
he made his winter home. Mr. Burditt 
was taken ill about two weeks ago at 
his summer home at Prout’s Neck, Me. 
His daughter, Miss Alice, and two 
grandsons, Professor John Babcock, 
Massachusetts Institute of Technology, 
and Dr. S. Babcock, Plymouth College, 
survive him. 





Hardware Stores Lead in 
Window Display Contest 


That hardware merchants believe in | 


the value of window displays as a mer- 
chandise selling means is evidenced by 
the increased number of entrees in this 
year’s Gold Medal Window Display 
Contest. 

Hardware stores again led in the 
number of entrees—there being 299 of 
them, or about three-fifths of the total 
number entered. Hardware merchants 
received first, second, sixth, eighth and 
tenth awards. In addition, two of the 
honorable mention awards went to 
hardware stores. 

The first award of $100 went to the 
Steel Hardware Co., Wichita, Kan.; 
the second award of $75 went to the 
Park Falls Hardware Co., Park Falls, 
Wis.; the Ogden Hardware Co., Ash- 
land, Ky., captured the sixth award of 
$10, while the eighth and tenth awards 
of $10 went to the Omohundro Hard- 
ware & Furniture Co., Whitesboro, 
Tex., and Latham’s Hardware, Ltd., 
Moose Jaw, Sask. 


of the wholesale and retail | 
phone & Telegraph Company, as the 
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. M. H. Aylesworth 
Organizes National 
Broadcasting Co. 


Outline of Purposes and Plans 
of the Newly Organized 
Concern—To Take Over 
Station WEAF 


The formation of the National 
Broadcasting Company, Inc., as a solu- 
tion of the prob!em of establishing na- 
tional and permanent radio broadcast- 
ing, was announced by Owen D. Young 
and General James G. Harbord, chair- 
man of the board and president, re- 
spectively, of the Radio Corporation of 
America, in a formal statement re- 
cently. 

M. H. Aylesworth, formerly chair- 
man of the Colorado Public Utilities 
Commission, and more recently man- 
eging director of the National Electric 
Light Association, has been named as 
the president of the new company 
which will make Station WEAF, for- 
merly owned by the American Tele- 


nucleus of a national broadcasting ser- 
vice. 

While all the plans of the new com- 
pany have not been formulated, it was 
stated last evening that the National 
Broadcasting Company, Inc., would 
take control of WEAF on Nov. 15 and 
might lease time from other stations. 

“The purpose of the National Broad- 
casting Company,’ Mr. Aylesworth 
stated, “will be to provide the best pro- 
gram available for broadcasting in the 
United States. The new company will 
not only broadcast these programs 
through Station WEAF, but it will 
make them available to other broad- 
casting stations throughout the coun- 
try so far as it may be practicable to 
do so, and they may desire to take 
them. 

“It is hoped that arrangements may 
be made so that every event of na- 
tional importance may be broadcast 
widely throughout the United States. 

“The vice-president and_ general 
manager is to be George F. McClelland 
who has been responsible for much of 
the success of Station WEAF under 
the former management.” 





New DuPont Disinfectant 
Booklet Is of Handy Size 


E. I. du Pont de Nemours & Co., 
Inc., Wilmington, Del., has issued a 
twenty-eight page booklet descriptive 
of the uses for its line of Du Pont 
Semesan Bel, the modern disinfectant 
for potatoes, bulbs, corns, roots and 
tubers. 

The booklet is of handy pocket size 
and contains a preface on the second 
page, especially arranged as a handy 
index for the reader. 
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Charles W. Wells 
Passes Away at 


Buffalo Home 


President of the Republic Metal- 
ware Company and Identified 
with Metalware Business Since 

1877 Dies in Buffalo 


Charles W. Wells, since 1877 identi- 
fied with the firm of Sidney Shepard & 
Co., Buffalo, N. Y., died suddenly in 
that city recently. 

Beginning his career as a clerk with 
the above company his ability had so 
forced its recognition that when the 
Republic Metalware Co. was formed in 
1905 as a successor to Sidney Shepard 
& Co., Mr. Wells was the first president 
and continued in that capacity until his 
death. 

During his connection with these 
companies he had occupied positions of 
increasing responsibility, including the 
charge at different times of many of 
the branches of the parent concern. 
These duties called him to St. Louis, 
Kansas City, San Francisco, Boston and 
Chicago, until finally, after being for 
some years at the last named city, his 
presence was earnestly desired in Buf- 
falo, the largest and main office of this 
enterprise. 

His death occurred while in the prime 
of life. The sterling traits of his char- 
acter and his lovable disposition en- 
deared him to all. By those with whom 
he was thrown into association his loss 
is felt poignantly. 





Westinghouse Promotes Morrow 


Merrill C. Morrow, formerly assistant 
to general manager merchandising de- 
partment Westinghouse Electric & 
Mfg. Co., has been appointed assistant 
sales manager of that department. Mr. 
Morrow entered the employ of the 
Westinghouse company in 1900 as an 
office boy, and since 1902 has been en- 
gaged in sales work. In his new posi- 
tion, Mr. Morrow’s headquarters and 
center of activity will be at the 
Mansfield, Ohio plant of the company. 





Rubberoid Company Acquires 
Control of Bird & Son, Ltd. 


The Rubberoid Company, which was 
originally incorporated in New York in 
1886 as the Standard Paint Company 
and more recently was reincorporated 
in New Jersey under its present name, 
announces that it has obtained control 
of a substantial interest in its Cana- 
dian competitor, Bird & Son, Ltd. The 
acquisition was made through the com- 
pany’s Canadian subsidiary, Rubberoid, 
Ltd. The two Canadian companies now 
operate jointly under the name of 
Building Products, Ltd. 
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Henry W. Burritt 


$1,500,C0O0 Improvement 
Program for Leonard 
Refrigerator Co. 


Expansion plans of the Leonard 
Refrigerator Co., Grand Rapids, Mich., 
call for new buildings and equipment 
to cost $1,500,000. The new buildings 
will constitute additional units of the 
firm’s Grand Rapids plant. 

The contemplated improvements, it 
is announced, will increase the capacity 
of the plant to nearly 2000 refriger- 
ators daily. Work on the new struc- 
ture is now under way. 

Henry W. Burritt, formerly Henry 
Ford’s attorney on tax matters and a 
former president of the Gray Motor 
Co., Detroit, has recently been elected 
president and general manager of the 
Leonard company. 


Fergerson Co., Inc., Entering 


Wholesale Hardware Business 


The Fergerson Co., Inc., successor to 
M. Mitchael & Bro., and Michael- 
Fergerson Co., which has, for a period 
of more than forty years, 
tured horse collars, saddles tnd strap 


of hardware. 

Some eighteen months ago, in pursu- 
ance of its policy of concentrating on 
its growing wholesale business, the 
company disposed of its retail store. 
Early in the year it completed and now 
occupies a new building, affording 70,- 
000 feet of floor space. The new struc- 
ture is of reinforced concrete and steel, 
and so arranged that three additional 
floors, 150 x 202 ft., can be added as 
needed. 

At present the company has salesmen 
covering all of the Southern and 
Central states and its products are now 
being sold in over half the states of 
the country. Additional hardware 
lines will, it is understood, be added 
and the company is desirous of receiv- 
ing prices and catalogs from manufac- 
turers who are marketing their prod- 
ucts through the jobber. 
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New Million Dollar Firm 
Buys Plant of Triumph 
Electric Co. 


Cincinnati Grinders, Inc., Organ- 
ized with Capital of $1,500,- 
000 Combines Three Grind- 
ing Machine Plants 


Cincinnati Grinders, Inc., was organ- 


‘ized at Columbus, Ohio, Sept. 10, with 
a capital of $1,500,000 common stock. 


| 
| 


On Sept. 11 the newly incorporated 
firm took over the grinding machine 


' business of the Cincinnati Milling Ma- 


chine Co., and the Centerless Grinder 
Business of the Heim Grinder Co., 
Danbury, Conn. At the same time it 


'was announced that the new company 


erty 





‘er Co., treasurer. 
manufac- | meee 
‘formerly grinding machine engineer of 
| Churchill 


goods at Paducah, Ky., is expanding chester, England, is a director of the 


its business to include the wholesaling | 


had acquired the Triumph Electric 
plant at Oakley, near Cincinnati and 
would immediately convert this prop- 
into a modern grinding ma- 
chine plant. The new plant is expected 
to be in operation early in 1927 and 
will commence operations with a force 
of several hundred men. 

Since its entry into the grinding ma- 
chine field five years ago it has been 
known that the Cincinnati Milling Ma- 
chine Co. has been making rapid 
progress in this field. For the past 
year the plant has been operating with 
a night force and this consolidation 
with the Heim Grinder Co., in the 
formation of the new Cincinnati Grind- 
ers, Inc., is a logical development in 
meeting the rapidly growing demand 
for the lines of grinders manufactured 
by these companies. 

Executives and 
experts of Cincinnati 
include men of national and interna- 
tional reputation in the trade. P. O. 
Geier is president of the company; 
George’ W. Binns, secretary, and F. M. 
Angevin, formerly of the Heim Grind- 
R. C. W. Harrison, 


grinding machine 
Grinders, Ine., 


Machine Tool Co., Man- 


company, as is C. Booth, formerly 


works manager of Heim Grinder Co., 
and previously engineer of Heald Ma- 





chine Co. 


B. D. Chenoweth Now Located in 
Atlanta, Georgia 

For the convenience of the trade, 
effective immediately, the headquarters 
of B. D. Chenoweth of the H. P. Cheno- 
weth Co., southern hardware jobbers, 
will be located at 208 Haas-Howell 
Building, Atlanta, Ga. B. D. Cheno- 
weth was formerly located at Jackson- 
ville, Fla. 

Winfield Partridge will continue in 
charge of the firm’s New Orleans of- 
fice in the Wells-Fargo Building, as 
heretofore. 
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Merger of St. Louis 


Stove Makers into 
$4,000,000 Concern 


Two Prominent Stove Manufac- | 


turers Merge and Form New 
Company to Be Known as 
St. Louis Range and 
Furnace Company 


The Buck’s Stove & Range Co., cap- | 
italized at $1,500,000, and the Bridge | 
& Beach Mfg. Co., at $1,000,000, St. | 
Louis stove manufacturers, have been | 


consolidated, the new company to be 
known as the St. Louis Range & Fur- 
nace Co., with combined assets of 
$4,000,000. The capital stock of the 


tive preferred stock, par value $100, | 


and 20,000 shares of common stock, 
par value $25. 

The Bridge & Beach plant will be 
used for manufacturing, and the plant 
and property of the Buck’s Stove & 
Range Co. will be sold as early as pos- 
sible and the proceeds used for cap- 
ital. 

The Bridge & Beach company was 
established in 1837 by Hudson E. 
Bridge, Sr., and Buck’s was founded 
in 1846 by Charles Buck and Wiley 
Wright. Lee W. Van Cleave, president 
of Buck’s since 1915, will be president 
of the St. Louis Range & Furnace Co., 
and L. H. Booch, president of Bridge 
& Beach, will be vice-president. The 
other officers are: Vice-presidents, Jones 
T. Templeton, former vice-president of 
Buck’s, and G. L. Bridge, former vice- 
president of Bridge & Beach; treasurer, 
Maurice A. Murray, former treasurer 
of Buck’s; secretary, Louis H. Riecke, 
former president of Bridge & Beach. 





Hillwood Mfg. Co. Acquires 


Services of W. B. Browne 


W. B. Browne, manufacturers’ rep- 
resentative through the Missouri River 
territory and in the state of Minnesota, 
has become identified with the Hillwood 
Manufacturing Co., manufacturer of 
cut tacks, upholsterers’ nails, wire and 
double pointed tacks, Euclid, Ohio. 


—_—————_— —- 


Carborundum Announces 
Changes in District 


Sales Personnel | 


Farrand Hall, for the past several 
years district sales manager of the 
Cleveland territory for the Carborun- 
dum Co., Niagara Falls, N. Y., has been 
transferred to the sales department of 


the company’s main plant in Niagara | 


Falls. 


The position of district sales manager | 
in Cleveland will be filled by Harry | 


Collinson, who will be transferred from 
a similar position in Milwaukee. To 
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J.B. Morton 


succeed Mr. Collinson in Milwaukee, the 
firm announces the appointment of Carl 
_J. Steuber, who was formerly a special 
| service representative in the Carborun- 
'dum coated abrasive division. 





Harrington Knife Company 
Sells Out to the Hyde 
Manufacturing Company 


The Harrington Knife Company, of 
Southbridge, Mass., has been sold by 
T. Jerome Harrington to the Hyde 
Manufacturing Company, whose plant 
is located on Eastford Road in South- 
bridge. The sale includes the business, 














stock, patents and machinery in the | 


factory buildings on Worcester Street. 
Southbridge. The sale price was not 
disclosed. 





Kautenberg Co. Buys Universal 
Mop and Brush Business 
The W. E. Kautenberg Co., Freeport, 


stock of the Universal Brush Co., for 
the manufacture of wet and dustless 
mops, twisted-in wire brushes 
kindred items; incorporating the new 
lines as a part of its business. 


The firm announces that a new 


_e (NEN RS AROS IR 
company will be $1,600,000, consisting | 
of 11,000 shares of 6 per cent cumula- | 
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J. B. Morton Dies 
at His Home in 
Bessemer, Alabama 


President of Morton Hardware 
Co., and Leader in Southern 
Hardware Organization Spirit 

Succumbs to Illness of 
More Than a Year 


J. B. Morton, for more than a quar- 
ter century a hardware retailer at 
Bessemer, Ala., a foremost citizen of 
his town and a leading spirit in the 
hardware organization of the south- 
east, died at his home in that city 
recently. He had been in poor health 
for more than a year. 

The Morton Hardware Company, of 
which he was president till his death, 
was one of the largest hardware stores 
in Bessemer. The business was estab- 
lished in 1900. 

Mr. Morton served two terms in the 
presidency of the Alabama Retail 
Hardware and Implement Association. 
After the combination of Alabama 
with the Florida, Georgia and Ten- 
nessee organizations in the Southeast- 
ern Association he occupied the various 
offices of the last named and, having 
during the previous year been vice- 
president, was elevated to the office of 
president at the Southeastern conven- 
_tion held in Atlanta in May of this 
| year. 
| As a participant in National Con- 
_gresses Mr. Morton had extended his 
acquaintance beyond the boundaries of 
his own association and his friends 
throughout the country will be grieved 
to learn of his untimely demise. 

In Bessemer, he was one of the or- 
ganizers of the Chamber of Commerce, 
served as temporary chairman of it 











Ill., has acquired the equipment and | 


and | 





and was a director until his health 
failed; was two years president of the 
board of directors of the Y. M. C. A. 
and a leading worker in building the 
recently completed Y. M. C. A., and 
was prominent in the Kiwanis Club. 


| 
} 





catalog is being printed which will be | 


distributed to the trade within the next 
month. 
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Another Paint Factory 
in Minnesota 





J. C. Larson, as general manager, 
has recently purchased equipment and 
materials for the newly organized 


Willmar Paint Manufacturing Co., at | 


Willmar, Minn. The company will 


shortly begin operations and plan to | 


serve the trade in the territory im- 
mediately adjacent to Willmar. 

Similar local paint manufacturers 
are scattered through Minnesota, being 
located at Albert Lea, Fergus Falls, 
_Madelia and Hutchinson, all cities of 
| less than 10,000 population. 


| Horace C. Cole Dies 


| Horace C. Cole, pioneer New Eng- 
land tack manufacturer, died Saturday, 
| Sept. 4, at his home in Kingston, Mass., 
following an illness of several months. 
He was born in Carver, Mass., 71 years 
ago, the son of Harrison and Lucy 
Chase Cole. 





Harper Knife Company Moves 


The Harper Knife Blade Company, 
of Gemingway Street, Winchester, 
Mass., will move to Stoneham, Mass., 
as the factory which they now occupy 
has been taken over by another con- 
cern for the manufacture of auto fric- 


tion bearings. 


| 
| 
j 
| 
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Paint Manufacturer 
Celebrating Sixty 


Years in Business 





Sherwin - Williams Co. Shows 
Steady Growth for More Than 
a Century—Co-operates with 
Dealers and Public 


By garnering the elements of nature 
and mastering the experience of cen- 
turies in the realm of pigments and 
kindred products, and by maintaining 
established quality, through perfected 
organization and co-ordinated systems, 
the Sherwin-Williams Co., paint manu- 
facturer, Cleveland, Ohio, has elevated 
itself step by step to a pinnacle of 
recognition and this month celebrates 
its sixtieth anniversary. 

The company’s total output sur- 
passes 344,000,000 pounds of annually, 
and consists of 15,856 different articles 
produced in as many as fifty-two 
plants, covering 650 acres, or more 
than 2,500,000 sq. ft. of floor area. 

Successful dealing with 44,000 au- 
thorized agents who sell Sherwin- 
Williams wares is in itself distinct 
tribute .to management of today as well 
as to Henry A. Sherwin, founder of 
the company in 1866. The story of 
gigantic growth from the time he set 
out with little capital to a present 
array of 8000 stockholders looms as 
encouragement to all who would build 
a business from the very .foundation 
and on right foundation. 

Presiding over the destinies of The 
Sherwin-Williams Company, George A. 
Martin is the type that comes up, 
through and with a concern. He is 
the kind of executive who says little 
but does much. 





the 
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of the paint business on 
larger scale,” says Mr. Martin, 
“has been identical with progress of 
the industry in general and contem- 
poraneous with development in manu- 
facturing lines, and in recent years the 
industry has prospered through en- 
largement of transportation facilities 
by land, by water and by air. The 
automobile industry is supplying an 
impetus for expansion. Demand for 
ready-to-use paints increased tremen- 
dously with the coming of mass pro- 
duction in many lines and with it there 
came the call for more and more speed 
in drying. 

“Then finally in the last few years 
came general use of lacquers. Just as 
the demand increased for spraying 
lacquers, it has recently been extending 
into the production of brushing 
lacquers.”’ 


“Growth 





Harmon & Dixon to Handle Sale 
for Federal Abrasive Works, Inc. 


The Federal Abrasive Works, Inc., 
Westfield, Mass., announces the con- 
summation of an arrangement with 
Harmon and Dixon, manufacturers’ 
distributor, 42 West Broadway, New 
York City, to handle its products as 
exclusive sales representatives in New 
York and New Jersey. 





C. H. Johnson Now Engineer, 
Service Dept., Timken Co. 


Effective immediately, C. H. Johnson 


has been appointed engineer, service 
department, of The Timken Roller 
Bearing Co., Canton, Ohio. He will 


have direct charge of the installation 


of Timken bearings in automotive and 
_industrial applications. 
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| Second Display Store 


Is Established by 
Montgomery Ward & Co. 


Mail Order Firm Establishes a Sec- 
ond Display Store Similar to 
Its Marysville, Kans., Enter- 
prise at Plymouth, Ind. 


The opening of the “display store” 
of Montgomery Ward & Co., at Marys- 
ville, Kans., in August, which was 
given considerable space in a recent 
issue of HARDWARE AGE, has been fol- 
lowed by the opening of a similar store 
at Plymouth, Ind., on Saturday, 
Sept. 11. Plymouth, like Marysville, 
is a town of about 4500 population and 
has three local hardware stores. 

In a statement issued to the daily 
papers, Montgomery Ward & Co. says 
the stores “are designed to acquaint 
the people in the agricultural districts 
with the company’s merchandise, at- 
tract new customers and meet the im- 
mediate demand for seasonal goods. 
The stores will have stocks of certain 
merchandise on hand, such as tires, 
automobile supplies and other small 
articles, for immediate delivery with- 
out the necessity of shipment from the 
home stores, which would involve de- 
lays in transit.” 

The officials of Montgomery Ward 
have also expressed some surprise 
because the display stores are being 
welcomed by the local merchants in the 
rural communities as an aid to busi- 
ness rather than a competitive element. 
At Plymouth the city council and 
chamber of commerce tendered the 
store manager and the company of- 
ficials a public reception on the night 
previous to the opening of the store. 


+ 


The Millers Falls Co., manufacturer of tools, Millers Falls, Mass., held a sales convention at the company’s plant, Au- 


gust 24, 25, 26. 


to two new lines, namely, levels and electric drills, placed on the market this year. 


There were discussions of lines to be placed on the market soon. A great deal of attention was given 


During the convention a.golf tour- 


nament was held at the Greenfield Country Club and the uffair was concluded with a banauet at the Lord Jeffery, 
Amherst. Mass. The above picture shows the group of salesmen and officers of the firm who attended the convention 
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Compiled for HARDWARE 
This Chart Gives Gauge of Metal, Weight per 
Square Foot and 
Rate Per Pound 1, 8 Bl, 9 91, 1 | 100% | wa | uy] iw | iy 
Approx. 
Gauge || Weight 
Cost per sq. ft..... s | 0] 4%] 4% | S¥el 5% | Sel 6 | 6%} 6% | 6%0| 7%) 7%. 
Cost per sheet 24x84] 8 || 84 | 63 | 67% | 7136 | 753, | 794 | 84 | 88% | 923% | 9634 | 100% | 105 
Cost per sheet 30x84, 8 10.5 | 78% | 84 | 89% | 94% | 998% 4105 | 110% | 115%4 | 120% | 126 “13114 
Cost per sheet 36x84] 8 12.6 | 94% | 1004 | 107/10 | 1133, | 1197/10 | 126 | 132% | 13844 | 144%10 | 151% | 157% 
Cost per sheet 48x96] 8 || 19.2 | 144 | 15334 | 16314 | 1724 | 182% | 192 | 2013¢ | 21124 | 220%¢ | 230%, | 240 
Cost per oq. ft..... 9 67 | 5.025 | 5.36 | 5.695 | 6.03 | 6.335 | 6.7 | 7.035 | 7.37. | 7.705 | 8.04 | 8.375 
Cost per sheet 24x84 9 || 9.4 | 7014 | 75% | 79%0| 8434 | 89%] 94 | 98% | 10334 | 108%. | 1124, | 11714 
Cost per sheet 30x84] 9 || 11.8 | 8814 | 943, | 100%. | 10624 | 112/10] 118 | 123%. | 12944 | 135% | 14136 | 14735 
Cost per sheet 36x84, 9 || 14.1 | 10534 | 1124 | 119.85] 126% | 133.95] 141 | 148.05 | 155%. | 162.15] 16934 | 176% 
Cost per sheet 48x96] 9 || 21.5 | 161% | 172 | 1823 | 19314 | 204% | 215 | 22534 | 23614 | 247% | 258 | 26834 
Cost per aq. ft..... 10 75| 35%1 6 63, | 6% | 7%| 7%) =#«7% | «8% | «8% |) «OO 93, 
Cost per sheet 24x84) 10 | 10.5 | 793 | 84 | 80% | 9415 | 9934 | 105 | 110% | 11534 | 12034 | 126 | 13114 
Cost per sheet 30x84] 10 | 13.2 | 99 | 10534 | 112% | 11844 | 125%% | 132 | 13834 | 145% | 15144 | 15834 | 165 
Cost per sheet 36x84] 10 || 15.8 | 11814 | 126% |.134%/,.| 142% | 150% | 158 165%/10 | 173%/10 | 1817/1 | 18936 | 1973s 
Cost per sheet 48x96] 10 || 240 | 180 | 192 | 201 | 216 | 228 | 240 | 252 | 264 | 276 «| 288 | 300 
Cost per sq. ft..... 12 1.05] 7% | 8% | 8.925 | 9.45 | 9.975 | 10% | 11.025| 11.55 | 12.275] 123g | 13% 
Cost per sheet 24x84] 12 || 14.7 | 110% | 1173, | 124.95| 132%. | 139.65] 1.47 | 154.35| 1617/ | 169.05| 17634 | 18334 
Cost per sheet 30x84] 12 || 18.4 | 138 | 14714 | 1562¢ | 1653 | 1744, | 184 | 193% | 20234 | 2113¢ | 2204¢ | 230 
Cost per sheet 36x84] 12 || 22.0 | 165 | 176 | 187 | 198 | 209 | 220 | 231 | 242 | 253 | 264 | 275 
Cost per sheet 48x96] 12 || 33.6 | 252 | 26844 | 2853, | 30224 | 3191 | 336 | 3524, | 3693¢ | 38624 | 4031, | 420 
Cost per sq. ft... .. “14 1.35] 10% | 104 -| 11.475 | 12.150 | 12.825 | 13% | 14.175] 14.850] 15.525] 16% | 167. 
Cost per sheet 24x84] 14 18.9 | 14134 | 15124 | 160.65| 170%, | 179.65] 189 | 198.45| 207%. | 217.35| 2264 | 236), 
Cost per sheet 30x84] 14 23.6 | 177 1384 | 2003, | 212%, | 22414 | 236 | 2474¢ | 2293¢ | 27124 | 283% | 295 
Cost per sheet 36x84 14 || 28.4 | 213 | 227% | 2412¢ | 2553, | 2604¢ | 284 | 298% | 312%, | 326%% | 34044 | 355 
Cost per sheet 48x96] 14 || 43.2 | 324 | 34534 | 367% | sasee | 4102, | 432 | 4533, | 475%¢ | 49644 | 51834 | 540 
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ON SHEET ZINC 


AGE by M. M. Godschalk 


Square Foot, Weight per Sheet, Cost per 


Cost per Sheet 
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13 | 13% 14 14, is | 15% 16 16l 17 17% 18 184 | 19 i94 | 20 
7% | Si%wl 8% | Stl 9 | 90) 93, | 9%) 10% | 10% | 10% | 11% | 11% | 1%] 12 — 
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National Capital Resumes Normal Political 
Complexion—Admiunistration to Continue 


Hands Off Business Policy 


By L. Ww. Moffett 


(Washington Bureau of HARDWARE AGE) 


national capital has taken on its natural political complexion. 


| N TITH the return to Washington of President Coolidge the 


For the return of the President from the summer White 
House in Paul Smiths, has attracted others to Washington, includ- 


ing big and little satellites who are in the political firmament. 


President himself looks fit and 


The 


happy. One of the remarkable 


things about Mr. Coolidge has been the ease with which he has 


accepted the responsibilities of his high office. 


Hard worker that he 


is, he is so constituted temperamentally that he does not permit the 
great problems of state to worry him. In this respect he is notably 
unlike his immediate predecessor for Mr. Harding literally suc- 
cumbed to the worry resting upon the burden of his office. 


While some of the political results 
of recent date have been distinctly un- 
favorable to the administration, espe- 
cially the defeat of Senator Lenroot of 
Wisconsin, the President apparently has 
taken the outcome with good grace. 
Perhaps his success as an angler, which 
has apparently surprised Mr. Coolidge 
himself more than anyone else, has 
added to his store of philosophy. The 
claim is made that all loyal followers 
of Isaac Walton become thoroughly 
aware of the uncertainty of the fisher- 
man’s luck and realize this only typi- 
fies the uncertainty of life itself, 
whether it be political or otherwise. 
Patience and tolerance are thus culti- 
vated. 


Business World Interested 


The business world like Mr. Coolidge 
himself, however, naturally is greatly 
interested in the result of the recent 
primaries held throughout various sec- 
tions of the country. Analysis of the 
results, as a matter of fact, appears to 
show but little regarding the attitude 
of voters on national questions. Per- 
haps an exception must be made with 
regard to the liquor question. Appar- 
ently the results show a dry victory. 
There were five dry candidates who 
were successful while one wet candi- 
date, running for congress from New 
York State, was nominated. There was 
about an even break between World 
Court and anti-World Court candidates. 
But the fact that Senator Lenroot was 
a strong administration adherent and 
vigorous supporter of the World Court 
has given added regret to the admin- 
istration for his defeat. In the absence 





i -- 


of 


the campaign has in itself been a source 
of gratification to the business world. 
It is taken to indicate that the admin- 
istration is going to continue its “hands 
off” policy and not disturb business. 
The tariff, of course, will be battered 
in a political way when Congress con- 
venes in December, but the administra- 
tion has plainly indicated that there 
will be no actual tariff legislation. 
Meanwhile, the improvement in busi- 
ness conditions and increase of employ- 
ment are apparent in most every indus- 
trial state. Basic industries, such as 
textile, lumber, steel and boot, and shoe, 
are steadily increasing their volume of 
business. It is not based on any easy 
optimism, but on actual conditions as 
they exist, when it is stated that con- 
ditions are generally satisfactory in 
virtually all lines, including hardware. 


Business Disturbance 


This condition is attributed in an es- 
sential way to the apparently small 
amount of business disturbance which 
seems to be in view. President Cool- 
idge is understood to have approved 
sentiments expressed to him at the 
summer White House by the president 
of the National Retail Dry Goods As- 
sociation, who said that the association 
feels that “legislation destined to 
reach down and change fundamental 
things and of an experimental nature, 
would be exceedingly bad.” The im- 





portance of confidence to business is 
| readily recognized and it is due to this 





such issues as the tariff and other | 
questions vitally concerning business, | 





confidence that business is moving 


along so well. 

Reappointment by the President of 
H. H. Glassie, Democrat, as a member 
of the Tariff Commission in the face of 
opposition from Senator Bruce of 
Maryland and other prominent Demo- 
crats, disposes of speculation as to 
whether or not the President will give 
heed to protests from these important 
sources. It indicates that the Presi- 
dent has his own well conceived ideas 
as to the personnel of government or- 
ganization selections. But while the 
President may face a fight from Sena- 
tor Bruce in getting Mr. Glassie con- 
firmed, it is also true that it is likely 
that other Democratic senators, joining 
the Republican senators, will rally to 
the support of the President in an ef- 
fort to confirm the appointment. The 
tariff commission is now complete in 
its personnel. 


T. V. O’Connors’ Address 


Considerable significance is attached 
to the address delivered at the Carl- 
ton Hotel in London last week by T. V. 
O’Connor, chairman of the United 
States Shipping Board, when, in a dip- 
lomatic way he served notice that it is 
the intention of the United States gov- 
ernment to keep a merchant marine on 
the high seas. Evidently his statement 
was made as an answer to world-wide 
propaganda seeking to give the impres- 
sion that this government is about to 
abandon the seas. The address was 
also significant because it closely fol- 
lowed a questionnaire sent out by the 
board to the business interests of the 
country to get their opinion as to the 
best means of building up and main- 
taining the American merchant ma- 
rine. 

Not only will this information be 
useful to the shipping board in outlin- 
ing its policy for the future, but it is 
also expected to be an important factor 
in impressing upon the people of the 
United States the great importance of 
the maintenance of a merchant marine. 
Already it is evident that overwhelm- 
ing sentiment is in favor of a privately 
owned fleet, but the means of bringing 
this about is going to be a difficult 
problem. 
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Growing Demand for Winter Items— 
Sale of Staples Improving 


“ARDWARE sales throughout the country, in both staple and 
seasonal items, are reported as satisfactory, according to 


market observers in the various centers. 


With the approach of 


Fall, the movement of winter merchandise is gathering momentum, 
while orders for spring delivery are being booked in fair volume. 

The outlook is characterized by wholesalers generally as “‘en- 
couraging,” and it is generally expected that sales during the 
balance of 1926 will be well maintained. Building activities, de- 
spite the recent recession, are expected to establish a record for 
the vear, while the situation as it affects basic industries is highly 


satisfactory. 


Prices generally are showing no tendency toward 


inflation, while the country’s net industrial earnings have shown 
a decided gain while prices have shown no tendency toward inflation. 
Collections are said to be satisfactory. 


ee 


Steel Plants Busy 


There has been no let down since a 
week ago in steel plant operations in 
Pittsburgh and _ nearby territories, 
while there has been actually a slight 
increase in the Youngstown district. 
Meanwhile reports concerning incom- 
ing business are favorable, although in 
some products, notably in large struc- 
tural shapes, specifications lately have 
been obtained only through more in- 
tensive effort.. 

The demands from the automotive in- 
dustry and of agricultural implement 
manufacturers are holding up well, but 
railroad business is better in prospec- 
tive, than in actual, bookings. Makers 
of strip steel, cold-finished steel bars 
and bolts, nuts and rivets all have 
opened their books for fourth quarter 
contracts at unchanged prices, and 
some fourth-quarter contracting for 
hot-rolled bars has been done at the 
same prices that ruled for the quarter 
now drawing to a close. 





Expect 1926 Production to 
Establish New Record 


Business continues at a pace note- 
worthy for this season of the year, and 
gives reasonable assurance of another 
good autumn, says the American 
Bankers’ Association Journal in its 
current monthly business review. 

“With so high a record in production 
and consumption for the first eight 
months now definitely established, 1926 
may easily make a better mark on the 
prosperity chart than did 1925. No 
drastic changes are looked for during 
the remaining months of the year. 
The year 1925 witnessed the highest 
production in history, which makes the 











numerous increases this year all the 
more remarkable. Production in lead- 
ing industries may be of particular in- 
terest to those who have been predict- 
ing an end to our condition of pros- 
perity, and felt that 1925 marked the 
crest to the present business cycle. 

“The most impressive gains are in 
the automobile and machinery group, 
of which production of locomotives, 
freight and passenger cars is out- 
standing. The gain in machine tool 
orders is also encouraging for the ma- 
chinery industry has been one of the 
slowest to recover. 

“The decline of 25 per cent in con- 
tracts awarded for new construction 
this mid-summer has again raised the 
question whether it marks the begin- 
ning of the end of the building boom 
that has been such a large influence in 
the present period of prosperity.” 





New Record for Car Loadings 


A new high record for all time in the 
number of cars loaded with revenue 
freight was established for the week 
ended on Sept. 4, according to reports 
filed by the carriers with the Car 
Service Division of the American Rail- 
way Association. The total was 1,151,- 
346 cars, the greatest number for any 
one week ever recorded. It exceeded 
by 15,113 cars the previous high record 
established the preceding week when 


Weather Retarding Crops 


“Weather conditions the last two 


weeks were more or less detrimental to 


'the maturing of crops,” 














1,136,233 cars were loaded. 

The highest loading for any one | 
week in each year since 1922 with the | 
highest loading so far this year fol- 
lows: 

Oct. 24, 1922—999,718 cars. 

Sept. 25, 1923—1,097,493. 





Oct. 23, 1924—1,113,053. 
Aug. 29, 1925—1,124,438. 
Sept. 4, 1926—1,151,346. 


according to 
the regular crop report issued by the 
American Steel & Wire Co., Chicago. 
“The earlier portion of the period was 
characterized by extremely high tem- 
neratures in the central and southwest 
portions of the country. This hot 
wave moved slowly eastward and it 
was followed by showers covering a 
large extent of territory. In many lo- 
calities the rains were torrential, re- 
sulting in severe flood damage. This 
was particularly the case in the more 
central states. Much small grain that 
was in shocks has been caused to sprout 
and thus will be a loss. In the more 
southern, portions of the country cot- 
ton that was open was severely dam- 
aged and reduced in grade. The wet 
weather also favored insect damage to 
this crop, and our reports indicate that 
although the growth of the cotton plant 
is rank, there is very little setting of 
fruit-and this will result in practically 
no top crop. Cotton taken as a whole 
looks about 60 per cent.” 





Some Improvement in 
Chicago 

Fall and winter merchandise is be- 
ginning to move quite actively in the 
Chicago territory and a good volume 
of orders for spring delivery is also 
being booked. Prices, with the one ex- 
ception of builders’ hardware, are 
showing an increasing firmness al- 
though there are no actual changes in 
jobbers’ quotations this week. 





Propese Rate Increases in 
Chicago Switching District 


Substantial increases in freight rates 
on iron and steel articles between in- 
dustries with individual or private 
switch tracks in the Chicago switching 
district are provided for in Supplement 
9 to the Illinois Freight-Chicago 
Switching Tariff, effective Oct. 10. The 
present rates range from 2%c. to 3c. 
per 100 lb., with a minimum carload of 
60,000 lb. The proposed rates range 
from 5%%c. to 6'%c., with the same mini- 
mum carload. The supplement pro- 
vides for an alternate application of a 
rate of 8c. per 100 lb., with a minimum 
carload of 36,000 Ib. 





New Extras Issued on Cement 
Coated Nails 


A new list of extras on cement 
coated nails has been issued by the 
Boston jobbers. The extras really rep- 
resent an advance. In contrast with 
this advance, quotations on some of 
the leading makes of bicycles have 
been reduced about 5 per cent, and a 
slight reduction has been made in the 
cost of wringer rolls, while box strap- 
ping is materially lower. 
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Prices Firm in New York— 


Winter Goods Reported Active 


O price changes of any magnitude were reported in the New 

York wholesale market during the past week, and as a result 

of more favorable weather conditions, sales in both staple and sea- 
sonable hardware were well maintained. 

A satisfactory volume of business in winter merchandise is also 
reported by certain of the wholesalers in the Metropolitan area, 
who also state that orders for spring merchandise are accumulating 
Retailers, it is said, are not evincing any 
tendency to postpone buying in the prospect of lower price. 

Collections, always indicative of general conditions, are reported 
as satisfactory, although certain of the wholesalers contend that 
there is room for considerable improvement in this respect. 
sales during the month of August have shown a falling off of 


in sizable proportions. 


approximately 10 per cent. 


Improving Demand for 


Shovels 


The demand for shovels continues ac- 
tive in the New York wholesale market. 
Prices are firm, and stocks sufficient. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fourth grade shovels, plain, full 
pole, D and L handle, $13.09 per doz.; 
in 5 doz. lot, 5 per cent off. 

Socket shovels, full poles, 4 or long 
handles, $13.69 per doz.; in 5 doz. luis, 
5 per cent off. 


Weatherstrip in Demand 


Weatherstrip continues to be particu- 
larly active according to wholesalers in 
the metropolitan area. Prices are firm, 
and stocks generally sufficient. 

JOBBERS’ tea gh TO RE.- 

TAILERS, F. O. B. NE YORK: 


Wirf'’s weatherstrip, 500. ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 

Nero weatherstrip, 500 ft. 
$36 per 1000 ft. 


on reel, 


Sash Cord Prices Firm 


There has been no change in the sash 
cord market. 
brisk, and prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 

Sash cord, Samson, Spot No. 8, 68c. 
per lb. Phoenix, No. 8, 38c. per Ib. 

Cachem, No. 8, 33c. per Ib., and 

Aetna, No. 8, 29c. per Ib. No. 7 takes 

lc. per Ib. advance, while No. 6 is 3c. 

per Ib. higher. 


Screws Moving Well in New 
York 


Screws continue active in the New | 
York wholesale market, and prices are 
showing no tendency toward weakness. 
Stocks are sufficient. 

anne y we Qt x TO RE. 
TAILERS, F. NEW YORK: 
Discounts ae AP screws: Iron 

Bright, Flat Head, 77% per cent: Iron 

Bright, Round and Oval Head, 75 per 

cent; Iron Blued, Round Head 75 per 


cent: Brass, Flat Head, 75 per cent: 
Brass, Round and Oval Head, 72% 
per cent. 


These discounts apply to revised 
list of June 24, 192 
EX TRAS—20-10- 10-5 per cent. 


The demand continues | 
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Butt Prices Holding 


_ The situation remains unchanged in 
the butt market. The demand is firm 
and the price in New York for case 
lets is 16c., and in lots of 5 cases or 
more, 15%éc. 








Cooler Weather Stimulates 
Oil Heater Market 


The approach of fall is resulting in 
noticeable stimulating a demand for oil 
heaters. Prices in the New York mar- 
ket are as follows: 


NESCO. PERFECT OIL HEATERS 





No. er errr eee $5.50 
No. Se ee eee 6.75 
No. i Mn cchewias Cnbeesoehe 7.00 
2 i: C+ ..o¢pbnnweate ieee 8.50 
a - s(n 2 nen 0% 0b PES ea ee 8.25 
Os: «atin a's & ed pial wa mall 9.75 
rn Pn os cegaeedbweeehel 10.50 
Oe RR eee 12.00 
a) | t Cinsceestone we 6 getees 7.50 
Se A Se ee 9.00 
A I OI i ah on alte le ced cane amine 8.75 
re 10.25 
er eee 11.00 
Ss. Ms ekkccks cdece cutee ct 12.50 


Discounts in quantities less than 10, 
30 per cent. 

Discounts in quantities 10 or more, 
30 and 5 per cent. 





Consistent Sales in Bolts 


| A brisk movement in bolts was re- 
_ ported in the New York wholesale mar- 
_ket during the past week. Prices are 
| showing no tendency to weakness, and 
_ stocks are adequate for current require- 
| ments. 

JOBBERS’ a tga gh os winks _ | 

TAILERS, F. O. 
| Machine bolts, = Aes : poy ton 
40 and 10 per cent off list. Machine 
| bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Lag screws, 50 and 7% off list. 


Stove bolts, 80 and 10 off list. 











Garage Sets Selling Well in 
New York 


Door holders and garage sets are | 
among the active items in the New 


Reading matter continued on page 80 
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York market. Stocks are _ sufficient, 
and prices firm. 
JOBBERS'’ ee aes TO ee 
TAILERS, F. O. NE YORK 
Garage sets, * aoe and 17765, 
3550 per set. In lots of six or more, 


Garage door holders 1774J, $1.65 per 
pees In lots of six or more pairs, 
1.50. ennundinintiiiie 


Snow Shovels Moving 


Snow shovels, for future delivery, 
continue to be among the most active 
of the fall and winter items in the New 
York wholesale market. Stocks are 
generally sufficient, and prices as fol- 


lows: 


JOBBERS’ ota tae “3 TO RE- 
TAILERS, F. 0. B. NEW YORK: 
$4 


Snow shovels, long handle steel, 
ea.; snow shovels, long har’ie steel, 
in lots of 6 doz., $3.75 ea. 


Galvanized snow shovels $10 doz.; 
oe $9. +A doz. Snow pushers, 30 
x 12 in., 


Corrected Susenni Cloth 
Prices for 1927 Season 


In the schedule of prices for the 
1927 season on screen wire cloth, ap- 
pearing in HARDWARE AGE of Sept. 16, 
several typographical errors were made. 
Correct prices, as issued by the Amer- 
ican Wire Fabrics Corp., subsidiary 
of the Wickwire Spencer Steel Co., 
are as follows: 


Steel.— Rolls 100 ft. in length, 
standard widths 22 in. to 48 in., in 2 
in. steps. Less than carloads—per 
100 sq. ft. 

Black Galvanoid Silver Finish 
Painted or Galvex (Brt. Galv.) 
12 Mesh $1.50 1.70 


14 Mesh 1.85 2.05 2.05 

16 Mesh __2.10 2. = 2.30 

18 Mesh 2.50 2.7 2.70 
Carloads shipped to Setieend! stock 


—21%4% trade discount. Shipments 
other than carloads to jobbers’ stocks 
will be made only on basis of less 
than carload prices. 

Extras.—50 Lin. ft. rolls, add 5c. 
per 100 sq. ft.; Widths 18 in. and 20 
in. with selvage edges add 5c. per 
100 sq. ft.; Widths wider than 48 in. 
add 25c. per 100 sq. ft.; For Black 
Enameling Galvanoid or Galvex, add 
50c. per 100 sq. ft.; Boxing or crating 
(usually 5 or 6 rolls to a box or crate 
when size will permit) add 5c. per 
100 sq. ft., with a minimum charge of 
75ec. per box or crate; F.O.B. Clinton, 
Mass., Mt. Wolf, Pa., or Chicago 
(Blue Island), Ill, freight equalized 
with Cortland, N .» Trenton, N. J., 
York and Hanover, Pa. 

Bronze.—Rolls 160 ft. 


in length, 


standard widths: 22 in. to 48 in. in- 

clusive, in 2 in. steps. Per 100 sq. ft.: 
Golden Pompeiian 
(Bright) (Antique) 

Be Pe so ceeeues $4.85 5.00 

a Mn pb ¢bueea 5.25 5.40 

Oe GD. “20 tbh o 5.65 5.80 

Copper. — Copper Window Screen 

Cloth, in Bright Finish only, in 

standard widths: 

PRP a ee aera oe 94.35 

Sey Sos wus ia ties tte cp cutiba tis 4.75 

EN. deinée ens 6céasdeoncaeees 6 ee 


Extras: 50 Tin. ft. rolls, add 5c. per 
100 sq. ft.; Widths 18 in. and 20 in. 
with selvage edges add 5bc. per 100 
Sq. ft.; Widths wider than 48 in. add 
25c. per 100 sq. ft.: Boxing or crat- 
ing is furnished without extra charge 
in connection with Bronze and Cop- 
per Cloth, when shipped in boxes or 
crates of standard size ery 
approximately 6 rolls each: F.O.B 
Clinton, Mass., or Mt. Wolf, Pa.., with 
actual freight allowed, not exceeding 
50c. per 100 Ibs., or shipments of 200 
lbs. or more, freight equalized with 
Cortland, ~.. Trenton, N. J., York 
and Hanover, Pa. 

Terms: 60 days net, or 2% for cash 
within ten days from date of invoice. 
Invoices for goods shipped prior to 
February Ist, 1927, will be subject to 
2% cash discount if paid on or before 
February 10th, 1927. 
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If you want to sell lots more alumi- 
num during the Holidays, mail the 
coupon below or “ask your job- 
ber” about Viko in Gift Day boxes. 


Dealers—Ask Your Jobber . 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


VIKO 


The Popular Aluminum 
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More Sales! 


The Viko Gift Day Deal will bring them. Just 18 
items—all different; all best-sellers; each packed 
in beautiful gift carton. Small investment, quick 
turnover, no leftovers, and a handsome margin. 
Use the coupon opposite and get all the particulars. 
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Information Coupon 


Aluminum Goods Manufacturing Company, Manitowoc, Wis., U.S. A. 
Gentlemen: Please send full details about Viko Gift Day Deal. Our jobbers are< 


Jobber’s Name._______... FRED WS RE Fs” SOO a ors. tt) lt ee ween 
Address 


Our Name 
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HARDWARE AGE 





September 23, 1926 


Increasing Business Reported in 
Cleveland Territory—Few Price Changes 


(Cleveland office of HARDWARE AGE) 


USINESS is good with Cleveland jobbers and a gain in sales 
is expected in September over September last year following 


a gain in August over the 


The fall demand for seasonal lines has become quite active. 


corresponding month a year ago. 
This is 


coming largely from retailers who deferred placing orders until 
about the time they wanted them shipped. Staple merchandise is 
moving in good and steady volume, but there is not a great deal of 


buying of winter and spring good 


s. Retail business is fair. 


The most important price changes the past week were advances on 


radiators, boilers and on bronze 
turers also announce that galvan 


wire cloth. Wire cloth manufac- 
ized wire cloth will be advanced. 


Some of the oven manufacturers have issued prices for next season, 


these being the same as prevailed 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Sales of tires and tubes con- 
tinue heavy. The demand for acces- 
sories is not active. 


Cleveland jobbers quote 
tires, f.o.b. Cleveland, 30 x 
cord, 7.95: heavy duty 
$10.50: 32 x 4 Liberty cord 
heavy duty oversize, $17.45: 34 x 414 
in. heavy duty oversize, $25.85 bal- 
loon tires, 27 x 4.40, $11. 25; 29 x 4.40, 
$11.45; z= x 5.25, $18.25: - 32 x 6, $27.50; 
32 x 6.2 , $31.95; tan Bothy 30 x 3%, 
$2.10; 30" x 4, $3.05: 34 x 4%, 
balloon tire tubes, gray, ; 40, 
$2.25; 29 x 4.40, $2.35: 30 x 5.25 $3.20: 
32 x 6, $4.10; 32 x 6.20 $4.60. 

quote from jobbers’ stocks, 
Cleveland: Millers Falls, No. 
jacks, $3.75. Derf spark plugs. 
each for all sizes in lots of less 
than 50: Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 


Mansfield 
3g in. 

ove 1% 

$13.2 


96c. 


53c. each for less than 100, all sizes; 
50c. each for over 100. 
AXES.—Some business is being placed 


but orders are not large. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.;: double bitted, handles, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 


and similar 


lots weighing 42 to 48 Ib. 
additional 


advance for each 6 Ib. 
weight increase. 


BATTERIES.—With the fall season at 


hand when radio reception will increase 
in popularity the demand for radio bat- 
teries has materially increased and bat- 
teries are moving fast at present. 
Prices are unchanged. 


Jobbers quote f. o. b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 


lots. 
Eveready B batteries, No. 486, 


$3.58 each for unit packages and $3.85 
each for smaller lots. 

No. 6 ignition type 
ies, 32c. each. 


BOLTS AND NUTS.—Manufacturers 
have advanced stove bolts 5 per cent, 
but jobbers have stocks at about the old 
prices and have not yet put an advance 
in effect. The demand is quite heavy. 


Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads. 


dry cell batter- 


50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—This is in | 
Reading matter continued on page 82 


the past year. 

very good demand, the volume of busi- 
ness being heavier than at this time 
last year. Prices are unchanged. 


Cleveland jobbers quote No. 28 
gage corrugated roofing at $3.99 per 
square f.o.b. Pittsburgh. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—The demand is better now than 
earlier in the year. Prices are un- 





changed. 

Cleveland jobbers quote § eaves 
trough and conductor pipe at 77% 
per cent off list in crate lots de- 
livered. 


GARDEN HOSE.—Although some busi- 
ness has been booked since prices were 
established for next year, retailers as a 
rule have not yet shown much in- 
terest in placing orders for next season, 
Cleveland jobbers quote standard 





52-in., double braid molded hose at 
9%c. per ft.; the same in_ higher 
grade, 10% c. per ft.; standard %-in., 
lic. per ft. 


GALVANIZED WARE.—This is mov- 


| 
_ing in fair volume. Prices are firm. 
i 


Jobbers quote (f.o.b. Cleveland: 

Sprinkling cans, 4 qt., $5.90 per doz.; 
6 qt. $6.65 per doz.; 8 qt., $8 per doz.; 
10 qt., $8.75 per doz.: 12 qt.; $12. 50 
per doz.; 16 qt., $13 per doz., gal- 
vanized pails, 10 qt., $2.60 per doz.: 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 


doz.; 16 qt., $3.80 per doz. 
GAME TRAPS.—Sales so far for fall 
delivery have been very light. 


Jobbers quote f.o.b. Cleveland: 
Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1%, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps No. 0, $1.59 per 
doz.: No. 1, $1.83 per doz.; No. 1%, 
$2.83 per. doz.: No. 2, $4.38 per doz. 
GLASS BAKING WARE.—The demand 
is only fair. 
Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 
$1.17; 2 qt., $1.33; 2% at., 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 
Pie Plates.—S8 in., 9 in., 60c.; 
No. 214, 


10 in., 67e. 
Bread Pans. —No 212, 60c.: 
67c.: No. 
4 cups, $2: 





50c.: 





Utility. Dishes.—No. 231 

232, $1.17. 

Tea Pots. “te cups, $1.67; 
6 cups, $2.33. 

HANDLES. — These are moving in 

about the usual volume for this time 

of year. 

| Jobbers quote f.o.b. Cleveland: 


Axe Handles.—No. 1 hickory, 
per doz.; No. 2, $2.90 per doz.; 





$4.25 
finest 





selected white hickory, $6 per doz. 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
7, oor” ol doz., finest growth 


Hay Fork Handles. — Straight, 
4% / 


chucked and bored, XX ft., $3.75 
per doz.; 5 ft., $4.50 per doz. : bent, 
ee ft., $4. 15 per doz.; 5 ft., $5.10 per 
doz. x bent, 4% ft., $2. 90 per doz.; 
5 ft.. $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent 4 ft. $2.80 per doz.; 


4% ft. $2.90 per doz. 

Garden Hoe Handiles.—XX, 
$3.30 per doz.; No. 1, 4% ft., 
doz. 

Garden Rake Handies.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 
Handles. — Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
.75 per doz.: D handle, $5.60 per 
doz. 

Spade Handles.—xX grade, $5.40 per 
doz. 


INCUBATORS AND BROODERS.— 
Sales for next season have been fairly 
good. 
Cleveland jobbers quote incubators 
and brooders at 35 per cent off for 


factory shipment and 30 per cent off 
for mill shipment. 


LAWN MOWERS.—Not many have 
been sold since the prices for next sea- 
son were named. 

NAILS AND WIRE.—Although not 
heavy, the demand is quite good. Reg- 
ular prices are being maintained. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire $3.45 per 
100 lb.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $3 per 
100 lb.; polished fence staples, $3.70 
per 100 1lb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 
wire, $2.50. 


OVENS.—Some of the makers have re- 
established present prices for next sea- 
son. 


Cleveland jobbers quote oVens f.o.b. 
Cleveland, as follows: 

Huenefeld line Boss No. 055, plain 
door $2.90; No. 755 glass door, $3.70; 


4l4 ft., 
$1.50 per 


quote as follows from 


No. 75 blued front, $3.15; No. 750, one 
glass door, be § Princess, No. 4, 
$1.35; Prize, No. 5, $1.90; Prize No. 10, 
glass front, : 

Security No. 45 $3.80; No. 40, $3.20; 
No. 30, .00; No. 25, $2. 45: No. 50, 
$1.35. 


PAINTS AND OILS.—A good fall de- 
mand has developed for mixed paints 
and other painters’ supplies. A large 
amount of painting work is being done 
in Cleveland, which was held up dur- 
ing the summer by the painters’ strike. 
Oil has declined and turpentine has ad- 
-ranced. 


Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 
grade, $2.95 per gal. for 1 gal. cans. 
te so white, $3.15 per gal. in 1 gal. 


ys in bbls., $1.15; 
bbl., $1.22 per gal. 
Linseed oil in bbls, $1. 03: less than 
bbl., $1.18. Boiled, 3c. extra per gal. 
White lead, in 100 lb. kegs, 15%4c. per 
lb.; in 50 and 25 lb. kegs, 15%c. per 


less than 
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DooR-Ways 


with ordinary hardware 





are a problem / 


Slide the doors inside and you are 
through with trouble for 


E trouble with ordinary 
garage doors is: they 
shrink or swell, stick, sag and 
the hardware gets rusty. That’s 
because the doors and the hard- 
ware are unprotected from 
weather—the equipment was 
not designed by experts who 
know garage door requirements. 


All of these annoying, incon- 
venient features are impossible 
when the doors are equipped 
with Slidetite hardware. 





ichards-Wilcox Mf 


“A Hanever forany Door that Slides. 


By sliding and folding in- 
side, Slidetite equipped doors 
leave a clear, unobstructed, 
full-width opening. Wind can- 
not blow them shut. Ice and 
snow cannot impede their oper- 
ation. Simple adjustments in- 
sure doors that will always 
fit snug. 


Slidetite equipped doors are 
ideal for any garage, 2 to 10 
doors, openings up to 30 feet 
wide, and no center post. 


6 





all time 
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ea 
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When a garage is not deepenoughto fold 
the doors inside—Slidaside is the cor- 
rect hardware. Doors so equipped slide 
around the corner, flat against the wall. 


Slidaside can be used for two car 
garages by sliding doors to both walls, 
and is adaptable to any garage, regard- 
less of distance from jamb to side wall. 


AURORA, ILLINOIS, U.S.A. aes fe OM ! 

New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans Both Slidaside and Slidetite equipment 
Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha _ Seattle Detroit. provide foran entrance door—doesaway 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON, ONT, + Winnipeg with expense of a separate cntrance. 
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per Ib.; in 
discount: 


Zi, lb. kegs, bc. 


lots 10 per cent 
other prices are net. 


POULTRY NETTING AND WIRE 
CLOTH.—Bronze wire cloth has been 
advanced 50 cents per 100 sq. ft. and 
manufacturers have sent out a notice 
of the advance on galvanized wire 
cloth, the amount of the advance not 
being stated. An advance on black wire 
cloth would not cause a_ surprise. 


Ib.: in } 


500 Ib 


| 


HARDWARE AGE 


|sories and sets are moving quite well. 
|The seasonal demand for radio equip- 


ment has started this year about a 
month earlier than a year ago and a 


_very heavy season’s 


' change in prices. 


Prices on all grades are now regarded | 


as unusually low. 


jobbers quote: 12 mesh 
cloth at $1.60 to $1.65 per 
12-mesh galvanized, $2 per 
14-mesh, $2.35 per 100 8q. 
2.60 per 100 sq. ft. 
bronze 14-mesh, $5.50 per 100 sq. ft.: 
poultry netting at 50 7 per cent 


and 7 
off list: galvanized before weaving 50 
ind 108 and 7% 


per cent off list. 
PREPARE D ROOFING. -This is mov- 
ing in good volume. Prices are un- 
changed. 


Cleveland jobbers quote 
face roofing at $2.10 per roll; 


Cleveland 
black wire 
100 sq. ft.; 
100 sq. ft.; 
ft.: 16-mesh, 


slate sur- 
common 


grade smooth surface roofing at $1.25 
per roll: high-grade smooth roofing 
at $1.60 per roll 


RADIATORS AND BOILERS.—Effec- 
tive Sept 13 
made on radiation, per cent on 
round boilers and 10 per cent on sec- 
tional boilers. 

RADIO EQUIPMENT.—A very active 


demand has sprung up for radio acces- 


7147 
i ‘72 


business is looked 
for. 
ROP has been no _ recent 


The demand is mod- 


¢.—There 


erate. 


Cleveland jobbers quote 
of manila rope at 23%« 
factory shipment and 34.0. 
stock shipment; sisal rope 15% per 
lb. for factory shipment and ike. for 
shipment from stock: fodder twine, 
21 oz. and coarser, lic. per | 


best grade 
per Ib. for 
per Jb. for 


STEEL GOODS.—While some business 


since the recent announcement of 
prices, the volume of orders is not | 
heavy. | 


for spring shipment has been booked 


SHOVELS.—The demand is about nor- 


_mal for this time of the year. 


a 5 per cent advance was | 


f.o.b. Cleveland: No. 
$10.50 per doz. in full 
$12.50 per 
Sycamore, 
Ruf-nek 
first 


Jobbers quote 
2 fourth grade, 
bundles: No. 2 third grade, 
doz.: solid shank shovels, 
$12 per doz. in full bundles. 
black finish, $13.50 per doz.; 
grade shovels, $16 per doz. 


_SLEDS.—Sales so far have been light 
for early shipment. 


quote sleds as 
331% per cent 
and 35 per 

Lightning 


Cleveland jobbers 
follows: Flexible Flyers. 
off list f.o.b. Cleveland 
cent off list f.o.b. factory. 














September 23, 1926 


Glider, 32 in., $12.50 per doz.; 34 in. 
$14.25 per doz.; 36 in., $16.35 per doz. : 
40 in. $18.40 per doz.: 45 in. 22.295 
per doz.; 58 in., $26.15 per doz. 

STEEL SHEETS.—Hardware jobbers 


have not yet placed in effect the new 
24-gage base on galvanized and black 
sheets, but expect to do so very short- 
ly, as the new schedule is being quoted 
by practically all the mills. 


We quote from jobbers’ stock, 
f.o.b. Cleveland: Galvanized sheets, 
28-gage, $4.70 per 100 Ib.: black 


sheets, 28 gage, $3.81 per 100 Ib. 
STOVE ACCESSORIES.—A fair sea- 
sonal demand has developed for stove 
pipe, elbows and stove boards. Prices 


are unchanged. 

Jobbers quote f.o.b. 
pipe in crates of 25 lengths, 
blued 28 gage, 3 in., $2.85; 4 
5 in., $3.46; 7 in., $4.05. 

Elbows, Security blued, corrugated, 
28 gage, 3 in. $1.02: 4 in., $1.14; 5 in., 
$1.25; 6 in., $1.38; 7-in., $1.88; all per 
dozen. 

Stove boards in full box lots, 
lined, square, 26 in., $7.35 per 
28 in., $8.30; 30 in., $9.70; 32. in., 
$11.45; same, wood lined, 24 in., 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 23 in., 
oblong, wood lined. 18 x 24 in. 
per doz.: ) $12.50; 
in., $15. 10: 24 x $16. 60: oblong, 
paper lined, 18 x 24 in., $6.45: 18 x 30 

$8; 20 x 30 in., $9.45; 24 x 36 in., 
$10.1 


Coal hods, galvanized, 17 in., $4.75 
ner dozen for open models: 18 in. 
$5.30 per dozen: 17 closed with 
funnel, $6 per dozen. 


factory: Stove 
Security 
in.. $3; 


paver 
doz.: 


in., 








Coming Hardware Conventions 


AMERICAN HARDWARE 
FRS ASSOCIATION CONVENTION, 
City, N. J., Oct. 19, 20, 21, 22, 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 

CALIFORNIA RETAIL 
IMPLEMENT ASSOCIATION 
AND EYHIBITION, Sacramento 
rial Auditorium, Feb. 15, 16. 
1927. Hotel headquarters, The 
tor. Le Roy Smith, secretary, 
Market Street, San Francisco. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 


HARDWARE AND 
CONVENTION 
Memo- 
17, 18, 

Sena- 
112 


to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND  EVHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Teon D. Nish, secretary- 
treasurer, Elgin, Il. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 


dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24. 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 

Iowa RETAIt. HARDWARE 
(CONVENTION, Hotel Savery, 
Exhibition at Des Moines 
Feb. 8, 9, 10, 11. 1927. A. 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, | 


ASSOCIATION 
Des Moines. 
Coliseum, 
R. Sale, 


MANUFACTUR- | 
Atlantic | 
1926. | 


j 
/ 


Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 


| ager. 











AND EYHIBITION, White 
Guy Nason, sec- 





VENTION AND 
| Coliseum, Lincoln, Feb. 1, 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
House, Biloxi, 
1927. 


June 13, 14, 15, 


_ retary, Columbus. 


MissourRrI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26. 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 


IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. O. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic Citv, N. J., Oct. 
19, 20, 21, 22. 1926. Headquarters, 


T. James Fernley, 
905 Arch Street, 


Hotel Ambassador. 
secretary-treasurer, 
Philadelphia, Pa. 

NATIONAL RETAIL 
CIATION CONGRESS, 
Mich., June, 1927. H. P. Sheets. see- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
| POSITION. University 
3, 4, 1927. 
Cor 6 the fa Hotel. 


HARDWARE ASSO- 
Mackinac 


Headquarters, 




















_ BOARD 


Island, | 


| Sioux Falls. 


| VENTION AND EXHIBITION, ( 


George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION, Copley Plaza 
Hotel. Exhibition at Mechanics Build- 
ing, Boston, Feb. 22, 23, 24, 1927. Geo. 
A. Fiel, secretary, 80 Federal St., Bos- 
ton 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 


State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND FE HI- 
BITION, Grand Forks, Feb. 8, 9, 10. 
1927. C. N. Barnes, secretary, Grand 
Forks. 


OHIO HARDWARE ASSOCIATION CON- 
‘olumbus. 
18, 1927. James B. 


Feb. 15, 16, 17, 
411 Mutual Home 


Carson, secretary, 
Building, Dayton. 
OKLAHOMA HARDWARE AND 
MENT ASSOCIATION CONVENTION, 
sonic Temple, Oklahoma City, Jan. 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 
PENNSYLVANIA AND ATLANTIC SEA- 
HARDWARE ASSOCIATION, INC. 
CONVENTION AND EXHIBITION. Commer- 
cial Museum, Philadelphia. Feb. 14, 15, 
16, 17, 18, 1927. Sharon F. Jones, see- 
retary, 604 Wesley Bldg., Philade'phia 
SOUTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION. Coliseum. 
Feb. 22, 23. 24. 1927. 
manager-treasurer 


IMPLE- 
Ma- 


25. 


Chas. H. Casey, 


Nicollet Avenue and 34th Street, Min- 


neapolis. 








Feading mattter continued on page 84 
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‘Columbian Rope 


Tape-Marked — Pure Manila 


Columbian Bodega in the Philippines 


Columbian Warehouse 


A Good Foundation 


Columbian is different from all other cordage, in that 
the Manila fibre from which it is made is purchased and 
sorted by our own organization in the Philippine Islands. 


Think what it means to have our own fibre buyers at 
the actual source of raw material, where they can obtain 
the pick of the fibre on the market. This is one reason 
for the superiority of Columbian Tape-Marked Pure 
Manila Rope. It has a good foundation. 


coc 
Columbian Rope Company 


352-80 Genesee Street 


Auburn, “The Cordage City,” N. Y. 











ae Branches: New York Chicago Boston New Orleans 


























4 HARDWARE AGE September 23, 1926 


Fall Hardware Lines Active in Pittsburgh 
District—Collections Are Reported as Good 


Bottles and Caps.—Quarts, $9.50 per 
gross; caps, 20c. to 22c. per gross; 
stoppers, $2.25 per dozen; cappers, 
$10.50 per dozen. 

Strainer Sets.—EFEveredy, in dozen 


(Pittsburgh office of HARDWARE AGE) 
ECENT betterment in hardware business is well maintained, 
and there is no longer much qualification of the term “good” 


a) 








: seerthi , ; lots, strainer stand, $4 per dozen; 
in describing the demand. The movement of sleds against categtt hee’ al ane ace. ehee tee 
fall orders seems to have been pretty well completed, but there is Oi a aie ae on, 
still a strong movement from jobbers’ stocks of almost all of the No. eth, $1.55; No. 19221, $2.50; No. 
° ° o 
other items seasonal to the fall and early winter. Jobbers say Mason Jars. —Pints, $8. 80 per gross; 
» . uarts 1.10 uarts 13 
there never was a time when there was a stronger demand for radio “dar Walerk,—-Deaibe Mis rol. bc. 
batteries than there has been lately. Call for automobile tires and Ramen Gselinc Be. 1, ateate Ser. 
_ -_ > "7 ic 70. per doz.; No. 2, 8 jar, $3.60 per 
tubes does not seem to dwindle much and, of course, there is the eign ag ER ongs Rg 
usual preparation against the requirements of cool weather which sere, pregees.—Enterprise inne 8. 
is bringing out a good many orders for oil heaters and for heating NS eo at. $6: Brighton, 2 at.. 
. ° ° « ; - . > jt., . 
accessories. Loaded shells are moving freely as the hunting season Cider’ Presses.—Eagle, single tub, 
| " > . r $12.10 each; Eagle — $24; Cant- 
draws near. Prices are holding very steadily and actually are clog, single tub, $14. 
higher on wooden kegs, demand for which is so strong that jobbers vebmwe  te e e 
have some difficulty in meeting it. Leading makers of ice cream Oak Oak Charred 
. ° 5 gallon ..... $1.30 $1.45 $2.40 
freezers have reaffirmed 1926 prices for next year. Shellac prices 10 gallon ..... 1.75 1.90 2°80 
. . . . . 15 gallon ..... .00 2.1 3.15 
are higher. Collections still are good in this area. tidal 2 95 2'40 375 
AUTOMOBILE TIRES AND TUBES.{ 30%475-21in, = 415.75 2.95 | BOLTS, NUTS AND RIVETS Job. 
, , oe J0- ; ov 2.30 s 
: xpress great satisfac-| 39x4.95-21in. = 416.95 3.00 | pues NED & Oy tn nve i 
tion over the way automobile tires and o> = at Se = : 44-3 ee wed Me ae _ "hs eatagpenteh .d 
tubes moving to car owners through 2] x 5 O59] in 4 18,85 3°30) ag k — 4 ave Opens 
hardware dealers are selling. 30 x 5.77-20 in 6 27.15 3.75 ae See Fer Seer Queer cee 
aii: ital Mine : 32 x 5.77-22 in 6 28.75 3.90 tracts at unchanged prices. It is now 
ealers’ prices for those makes of 33 x 5.77-23 in 6 29.90 4.00 . . 
tires and tubes handled by the hard- 22 x 6.00-20 in. 6 27.50 4.10 two years since there was a change in 
ware trade follow: 33 x 6.20-21 in. 6 28.75 4.35 prices. 
32 x 6.20-20 i 6 31.95 4.60 
HIGH PRESSURE TIRES 22 ~ 6§.20-21 6 34.10 4.85 We quote out of jobbers’ stocks as 
Size Heavy Duty Truck 33 x 6.75-21 in 6 36.75 5.35 follows: 
x a l. a Taeeaney eke $8.75 ‘a2 34 x 7.30-20 in 6 41.65 6.10 Machine bolts, —. — = pe 
30 x ( extra size 10.50 eat 56 and 10 per cent o ist; all sizes 
30 x 31, RS ie diel aes ace 12.85 ae | BATTERIES.—Demand for radio bat- po threads, 50 per cent off list, car- 
= x 3% DAR. sanwssesse 14.35 ieee _ teries has reached flood proportions and riage bolts, small rolled threads, 50 
‘ 4 Bt A ae 5.95 eee . > 2 Bus @ si $C ads, 
2 Rpeieebtneteantuader: i745 '.{; | local jobbers rarely have had as many Fae oak ae Peet eae ae 
- x ; pe OC ene sere seeek tet “PP ealls or made as many sales as they and 10 per cent off list; tire ata, hot 
it Serre de eiectie. ale .. me : and 10 per cent off list; nuts ot 
AS lllpbehachtontekaeid sox.7, | have over the past few weeks. Pitts- no Ae canase. tanned. in 3 Ib. 
BBX 4 wees sees eee 24.65 29.45 | burghers have about conceded that they boxes, % in., $16 per, 100; 5/16 &: 
Dee K<vnuebaundsad Ie $1.25 : nas : $14; 3% in., $11; % in., 10; %& in., iF 
OS) malachite 8 60 ~~ | will have to attend the World Series % in. 88: % in. $7.86: rivets, small 
86x4% . 27.30 .... | game by a radio and there has also wagon and tinners, 60 per cent off 
oU X 0 i, avttbewsahéue Sane 30.50 . 4 t f list. 
2 t Gepetemioentes y- 39.25 | been a good deal of fixing up sets for 
ED densedsentgestew aes 11.50 | the Dempsey-Tunney heavy champion- | CARPET SWEEPERS.—A normally 
eee oso et ttes ee ee 42 =| ship contest. Flashlight batteries also| good demand for carpet sweepers has 
34 BO. Sscvedeeressnens vous 65.25 are moving with more freedom.’ had some. stimulation through fall 
ae eee em ek cane bs eee ye Jobbers’ quotations to retailers housecleaning activities. Jobbers quote: 
. et, an eae 9Q 97 f.o.b. Pittsburgh: . , , . 
i x site Siavbaaiie Sh aha @ 129.25 Broken Unit Grand “ee japanned, $44 Pe 
ren — doz.; nickeled, $48; Universal, $42; 
eas Tan Gray PO: FOe cecceesecs erste $0.91 7 Standard, $36. 
1 ; TT i ">. 76 99 - - ° » 
fengie | nae Noo fe8 LL g330=«:~=Ss«23-s: | GAME: TRAPS.—Retailers are begin- 
Size | Price Price _ he. Beare 1.40 1.30 ning to order out game traps against 
boxy ccc SIG 9B | NOt aaa i Be 244 | future requirements. Jobbers quote: 
f 8 SE ae 2.55 2.15 a, Cae savseseece nn. Gee 3.00 Coil spring. No. 1, $1.28 per doz.; 
ee ee 2.95 2.45 | PEO. TER cvcecsessess .42 39 Victor, No. 1, $1.38; Triumph, No. 1, 
+ f Raper ae 05 2.55 UG, TERE . cvcevessess 40 35 $1.38: jump, No. 1, $1.83. 
3 See 3.15 2 60 No. 6 dry cells, ignition type, unit . ‘ 4 ; 
ee ee ee 3.35 nwo Ct packages, 32c. each: broke n, 36c. _ GLASS AND PUTTY.—There is a very 
Ee) Beets « aes of. 10 iee.; No, 790, 2c: No. 703, | fair demand, as there usually is at this 
PERCU cdcnnwedunenns 3.80 fa 21l4c.; No. 750, 18¢.; No. 751, 24ce. | time of year when householders begin 
Dy : ‘13 a : ibe A ee } tr . ks sotaot Shot.—No. 1461, $1.7! * No. 1662 to tighten up the homes against win- 
YE Sei ain 4.25 oa REVERAGES AND PRESERVING | ter cold. Window glass prices still 
ft BPaeeortnemes 1.55 ee tm sathithe e gaa st : . ; 
TS Be onppccn tes. .. 4.65 ont SUPPLIES.—Wooden keg prices have | Show some irregularity, but the regular 
ET SRR anon 4.80 ieee been given a boost since last account quotation still is 84 per cent off list 
i. 4 arr eer 6.25 Pilate _— ‘ ‘ : 
reins aero 8.70 mio with red oak kegs now 5c. to 10c.| for single strength A and B glass, 84 
ne ‘ne eandieseses .. 10.60 sabl higher and white oak 10c. to 15c.| Per cent off list for double strength A 
St © cetevecssssesaed 11.80 a ; se : 
SUED ssGktsincienseas 15.15 pie higher. There has been a very heavy | 2nd oA per cent off list for — 
Batioon Tires demand for kegs this year and raw ma-| Strength B. oe: is quoted at $6.75 
_ To fit 19 in., 20 in., 21 in., 22 in., terial has advanced under the extra | Per 100 lb. and glazing points at 20c. 
> oe. See. eile demand that coopers have been forced | Pet 1b. 
on . nize Ply Casings Tubes to make. Jobbers are finding sales of | GUNS AND LOADED SHELLS.— 
29 x 440-21 ~| : a ve other preserving and beverage making} There is a lively movement of loaded 
29 x 4.75-20 in. F 15.00 2.85 supplies very active. Jobbers quote: shells and a very fair amount of ad- 
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We didn’t know people 
could learn so fast 


VERYBODY’S choicy about 
certain pieces of fried 
chicken. White, tender breast... 
heavier-flavored drum-sticks. But 
they're learning by the thousands, 
faster than we dared think!—that 
every piece is choice when cooked 


in the Griswold Covered Skillet. 


How that Skillet Cover has in- 
creased sales of the Skillets! It 
was a mountain of an idea. We 
built up a Cover of solid cast iron 
like the Skillet, rounded it up in 
the center, made it fit snug at the 
sides then gave it drip-rings 
—self-basting rings that keep the 
chicken moist all the while it 
sizzles in hot fat. ‘That means a 
tenderness and flavor that meats 
never had a chance to have before. 


Even cheap meats get tender, full- 
flavored. No other skillet cooks 
meats like this. No other skillet 
has its own cover. Then before 
we had scarcely advertised this 
Griswold Skillet Cover, demand 
was upon us with all fours. North, 
east, south, west. 


The demand’s stili on. Gris- 
wold Skillets and Covers in win- 
dows pull—PULL. We send dis- 
play stands to fit. Order from your 
jobber today. Or write us at once 
for bulletins and prices. 


. . YT ’ 4 aT a ‘ 
THE GRISWOLD MFG. CO. 
Erie, Penna., U. S. A. 

Makers of Extra Finished Cooking Utensils in Cast Iron 
and Aluminum, Waffle Irons, Food Choppers, Reversible 
Stove and Furnace Pipe Dampers, Fruit Presses, Mail 
Boxes, Bolo and other Portable Bake Ovens, Gas Hot 
Plates, Electric Waffle Bakers and Electric Hot Plates. 


THE LINE TuHat’'s FINE at COOKING TIME 








Kz 
| 


. Patented 


Sanitary 
self basting 
drip r inaqs 





snugly 
over lip 
on skillet 


The self-basting sanitary 
drip-rings distribute the 
moisture equally — over 
contents of skillet. mak- 
mg the food tender, juicy 
and flavorsome. 


Pat. Off. 





Soatow UO LD 
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vance business in guns, preparatory to 
the opening of the hunting season. 
Jobbers quote: 

Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1, 
$38.30; No. 2, $46.55; Winchester re- 
peating, No. 97, hammer, $31.80; No. 

12 hammerless standard, $37.50; 
tournament, $56.85. 

Loaded Shells.—Winchester repeat- 
er, R-76-D, $34.74 per 1000. 


HEATING ACCESSORIES. — These 
items are enjoying the usual good de- 
mand that is common to this time of 





the year. Jobbers quote: 


Asbestos.—Sheet mill 
in. thick, 18 in. x 20 in., 
18 in. x 30 in., 27c.; 20 in. x 30 in., 
28c.; 22 x 30 in., 3lic.; 24 x- 30 
35c. Fiber in 4-lb. packages, 
per dozen, %-lb. packages 

Coal Hods.--Japanned, 16-in 


board, 16- 
8c. each: 





per dozen; 17-in., $3.60; galvanized, 
16-in., $4.65: 17-in., $5; 18-in., $5.50 
Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
reund handled japanned, 60c. to 
$1.10; galvanized, 1.10. Never 
No. 


Break, No. 10, $4.25; 16, $4.60; 





No. 20, $4.80. 

Gas Connections.—Lead, 12-in., 25c. 
each: 18-in., 30c.; 24-in., 37c 30-in., | 
foc.: 36-in., 45e. F le xible steel tubing, 
$-ft. lengths, 12c.; 4-ft., 15¢.: 5-ft., 
ISc.: G-ft., 22c. Cloth inserted tubing, 
oc, per ft. 

Stove Boards. 
paper lined, crysti lize d, 
$6.25 * dozen; 24 x 
ar $8: 28 x 
$10.80; 32 x 
35 xe 35-in., $16.20; wood 
tallized, 24 x 24-in., $12.60: 26-in., 
$15: 28 x 28-in., $18: 30 x $20: 

33 x 33-in., $24. 36 x 36-In., 

Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6-in., 
$15 per 100 joints; elbows, $1.48 per 
dozen. Nickeled stove pipe, 4-in.. 85c. 
per joint: elbows, ‘ eollars, 40c 


ICE CREAM FREEZERS.—-Leading | 


manufacturers have announced prices | 
for 1927 and have 


merely reaffirmed | 
those of the past year. 
LANTERNS.—Continued good demand | 


Wabash. 
18 x 
24-in., 
28-in., 
32-in., 
lined, 
26 x 
30-in., 
29 


square, 
18-in., 
$7.50; 
$9.50: 
$13.20; 
crys- 


oa EE 


30 x 30-in.. 


— 
iol 


is reported for lanterns. Jobbers 
quote: 
Acetylene, NO Z. $4 50 each: sport, 


Dietz Monarch, $8 per 
Little Wizard, $9; 
$13; dash, $14; 
standard rail- 


$5 50 per doz . 
doz.; Junior, $8.50; 
Blizzard, $13; D-Lite, 
Junior wagon, $17.25: 
road, 


OIL HEATERS.—tThe approach of fall 





and of cooler weather is reflected in 
stronger demands for oil heaters for | 
use before regular heaters are fired. 
Jobbers quote: 





Nesco, No. 12, 3.75 each; No. 15, 
$4.75 each: No. 016, $5.50 each. Re- 
liance, No. 20, $4.60 each: No. 30, $6 
each. 


PAINTING SUPPLIES.—Prices are | 
holding at the levels of a week ago. 
Business is reported to be somewhat 
heavier than it was during the latter 
part of the summer and to be making a 
good showing in comparison with this 
time last year. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon: lower grades, $2.25; 
white lead, 15%4c. per Ib. in 100-Ib 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more: turpentine, 
$1.07 per gal. in barrel lots: raw lin- 
seed oil. 12.9c. per Ib. in barrel lots 


POULTRY NETTING.—Jobbers have | 
received the new list prices on poultry 
netting, but have not yet formulated 
resale prices pending the receipt of the 


seu 


new discounts, which are expected 
around Oct. 1. 
ROOFING PAPER.—Fall house _re- 





pairs occasioned a very fair amount of 
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demand for roofing paper. Jobbers | 
quote: | 
Apex, light, $1.40 per roll; medium, 
$1.75; heavy, $2.20; Battleax, light, 
$1.20; medium, $1.45; heavy, $1.70; 
mineral surface, $2.30. 
SHELLAC.—Higher prices are. re- 


ported for orange shellac. Jobbers now 
quote % pints, $3.25 per doz.; pints, $5; 
quarts, $9.60. 


SHOVELS.—Fairly steady demand is 


noted for shovels, with prices holding | 
_at the levels announced as of July 1 


Jobbers quote: 

Class C, No. 2 polished, $12 
Class B, $14; Class A, $15. 
SLEDS.—Shipments on advance orders 
seem to be pretty well completed. Re- 


last. 
per doz. 


| peat orders are not due until there is 


snow or the retailers begin to prepare 
for Christmas demands. Jobbers 
quote: 


Flexible Flyer, No. 1, $3.75 each; 
1O. 2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealers’ discount of 33% 
per cent; Lightning Guider, No. 19, 
$1 each; No. 20, $1.20; No. 21, $1.40; 
No. 22, $1.60 net. 


TORCHES AND FIRE POTS.—A very 
steady market exists for these lines. 
Jobbers quote: 
Torches.—Turner Master 43 
47 


Line, 


qt., $5.76 each; 45 qt., $6.53 each; 

qt., $7.08 each; 48 qt., $7.18 each; 49 
qt., $8.54 each; 52 qt. (Flat), $6.96 
each Turner Standard Line, gaso- 


line-kerosene, pt., $5.33 each; 14 
pt., $5.76 each; 22 qt., $6.53 each; 30 
qt., $6.91 each; 38 qt., $5.76 each; 39 
qt., $6.05 each; 92 qt., $6.79 each; 94 
qt., $7.42 each; 105 qt., $4.88 each; 
205 qt., $5.23 each. 

Dreadnaught, No. 38, $4.75 each; 
No. 31, $5; Clayton & Lambert Co., 
No. 146, $4.20; No. 210, $5.40. 

Fire Pots.—Turner Line, No. 53, 
$7.20 each; No. 63, $7.97 each; No. 
66, $10.18 each; No. 76, $7.13 each; 
No. 34, $8.67 each. 


' 





| 


| 
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Barbed wire (per 80-rod spool): 


A Me oes cdvniageeeuceas $3.00 
i 2 66 on wn 68 009600000669 3.20 
HM ~ céchehkcesseceanecen Se 
Dit Cn ose saeneeeteees 0eev ee 3.50 
2-point cattle (special) ......... 2.25 
Field Woven Wire Fence (per 100 
rods): 
EE Ti oe od nee Sin oy ane We oe baad $30.00 
EE. tien bcort io od see Giekeaeeee 54.7 
Poultry: 
ae ee a $35.60 
TN a a el 43.00 
ae Ble awn sew 0686 66 ee 48.50 
Steel Fence Posts: 
Perth Eee teneneeedee oe tee 50c. each 
6 Ay re ere ANS eee 55c. each 
ek re en ee 65c. each 
base, per keg, $2.95 


7 f 
Bright nails, 
to $3. 


Mustn’t Say the Naughty 
Word 


The salesman who had been croaking 
about his job, hard luck, etc., who was 
skipping over his territory and only 
working about half the time and 
thought he was the whole works, but 
who was really hanging on to his job 
by his eyebrows, came out of the man- 
ager’s office with a puzzled look on his 
face. 

“Well,” one of the boys queried, “did 
you tell the old man if he didn’t give 
you the whole state he could take his 
old dump and jump in the river with 
4 

“T told him I wanted more territory, 
all right, or I’d quit,” replied the sales- 


i man. 


WEATHER STRIP.—Increased demand | 


is noted for weather stripping as the 
period of cool weather approaches and 
the desire to tighten the houses against 
wintry blasts grows. Jobbers quote: 


Wood and felt, %-in., $1.80 per 100 

t.; %-in., $3; cushion, all felt, 

$2.40; %&-in., * 80; %-in., 

rubber, %-in., $2. 40: % -in., $3.25; 
in., ; 

WINDOW REFRIGERATORS.—tThere 

is some call for window refrigerators 


because of the general tendency of 


housekeepers to eliminate the visit of | phasized the 


the ice man during the winter and let 
nature keep foods in good condition. 
Jobbers quote: 

$1.85 each: 


Jobbers quote: Frigette, 


Fittsall, $1.60. 


WIRE CLOTH.—Manufacturers have | 


announced new prices, but jobbers have 


WIRE PRODUCTS.—Very steady de- 
mand for wire and nails still is re- 
ported, and there is a fair sprinkling 
of orders for woven fence. 


We quote from Pittsburgh jobbers’ 
stocks: 

Fence Wire: 

(Per 100 1.) Annealed Galvanized 
No. 6 to 9 gage..... $5.09 $3.45 
a, we «ssksedtenehhes Sal 3.50 
No. 11 cetecheucdlacs 3.55 
a; Be »eVevesscbew ted ee 3.65 
i ME <cunmedeba dasa 3.25 3.80 
— error rr Te 3.35 4.00 
i. Me ontesechtssee.0. ee 4.25 
| BCRP ToT CTT Te 75 4.45 





“What did he say?” 

“He sez, ‘I haven’t time to sing it 
to you, but you’ll find the firm’s arswer 
in the second line of “Hail, Hail, the 


Gang’s All Here.”’” 


Radio Installment Selling 
(Continued from page 69) 


one plan and settling on another is not 
good business.” The method adopted 
by this well known hardware firm is 
so successful that its president urged 
the dealers present to have a definite 


_plan when they were selling to their 


The whole secret of installment 
plan is collecting according to the 
terms in the deal when made. He em- 
importance of a clear 
understanding between the parties. In 
selling on the installment plan or 


trade. 


through agents one cannot know too 


not yet figured out what they mean so | 
_far as resale prices are concerned. | 


much about the party with whom he 
is dealing. He should learn how he 
is situated and his prospects of ful- 
filling his obligations. Such knowledge 
helps to establish confidence and often 


leads up to bigger business. 


Co.; 





Other speakers included H. W. 
Jarrett, of the Bankers’ Commercial 
Security Co.; W. C. Kennedy of the 
Philadelphia Storage Battery Co.; 
Marcy Hall of the Burgess Battery 
Harry W. Howe of the Forest 
Electric Co.; F. A. Schiller of the 
United Radio & Electric Corp.; Harold 
P. Dennison of the Standard Electric 
Co.; Mr. Jackson of the Splitdorf Elec- 
tric Co. For the entertainment of the 
guests present and their ladies, a num- 
ber of special features were provided. 
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Early Fall is a good 
time to sell 


Wire Cloth and fencing 


Fall offers a great opportunity to cash in on 
the demand for guaranteed wire cloth and 
wire products. “BUFFALO” WIRE with its 
clean, fresh, brightly galvanized finish invites 
inspection and insures lasting satisfaction. 
There is a grade and type for every purpose, 
each the best of its particular class. 


All sizes of “Buffalo” Wire Cloth, down to and 
including 8 mesh, are galvanized after weav- 
ing. Every piece is made from the finest an- 
nealed steel wire and woven on improved 
power looms, assuring even mesh and perfect 
workmanship. 


Display “BUFFALO” WIRE 
products 


These Fall staples will liberally 
repay the space you give them 
in your window along with 
other Fall suggestions. In the 
meantime be sure your stock 
is complete. Send for our gen- 
eral catalog No. 8-AB today, 
mailed gratis upon request. 
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Buffalo Wire Works Co., Inc. 


(Formerly Scheeler’s Sons) 


518 Terrace Buffalo, N. Y. 








“Buffalo” Galvanized Hardware 
Grade Wire Cloth, from 2 to 8 
mesh, for cellar Window Screens 
and screening purposes of all kinds, 
heavier grades for heavy duty ser- 
vice. You can meet any require- 
ments with these types. 


Also manufacturers of many other 
grades of wire cloth in Steel, Gal- 
vanized, Brass, Bronze, Monel 
Metal and many other metals. 


Wire work such as Window 
Guards, Tool Room and Switch- 
board Enclosures, Wire Baskets, 
Folding Gates, etc. 


This Yellow 
Tag is on Every 
Roll or Piece 
of Genuine 
“Buftalo” 
Wire Cloth 
You Buy 
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Wire 
Cloth 


BUFFALO WIRE WORKS CO. 
- MADE IN 
BUFFALO, U. S.A. 




















HMLOUTRE 


acknowledged leader 
since 1869 














Trade Mark—Reg. U. S. Pat. Of. 
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Wholesale and Retail Business Improves in 


New England Territory—Collections Good 


(Boston office of HARDWARE AGE) 


OTH the retail and wholesale hardware business is holding up 


strongly in the New England market. 
conducive 
work, about homes and all other styles of construction. 
repairs are being made, and new buildings being put up. 


of late have been 


and farm crops are cleaning up. 
ing steadily busier. 


Weather conditions 
indoor and outdoor 
Many needy 
Garden 
Manufacturing plants are grow- 


of much 


All these activities require merchandise car- 


ried by the retail dealer, and people are buying them quite freely. 
Cotton mill towns throughout New England are taking on a new 


lease of life after a protracted period of inertness. 


The mills are 


securing orders for their finished product and people are putting in 
longer hours each week, consequently are earning more money. No 
small percentage of the improved retail hardware business can be 
attributed to prevailing conditions in these mill towns. 

Wholesalers or jobbers report a wide variety of merchandise mov- 


ing out of their stocks. 


items that heretofore have been backward. 


Frosty nights have started buying of many 


It can hardly be said, 


however, that the retail trade is dipping into futures to any appreci- 


able degree. 


Year after year, according to jobbers, it grows pro- 


gressively harder to interest the average retail dealer in futures, 


particularly in the fall months. 


That means the jobber has to carry 


Christmas and winter goods over a longer period than in past years, 
and in the closing months of the year is pushed to the extreme to 
keep up with the flood of orders at the tail end of the season. 
Although general business is excellent, jobbers report collections 


as only fair. 
BICYCLES.—Leading manufacturers of 


bicycles have issued new price lists 
which show a reduction of approxi- 
mately 5 per cent. Jobbers have re- 


vised their prices as follows: 


We quote from Boston jobbers’ 
stocks 

Bicycles.—Men's, 19%-in., $31 each 
net; 2l-in., $31; 22-in., $28.85. Boys’, 
$27.50. Women’s, $30.50. 


BUTTS AND HINGES.—Sales of butts 
and hinges have been quite brisk the 
past fortnight. Jobbers say the in- 
creased business is due largely to a re- 
cent reduction in prices by the manu- 
facturers. 
Wi 
aton ks° 
Plated Butts.—' x 3-in., 
pair net, 3% x 3l-in., 20. 
lots, 18c.); 4 x 4-in., 2S 
Hinges. Strap and T, 
o-in., 60c. a doz. pair net, 
o-in., 90c¢. No, 902, 6-in., $1.35, 
$2.25 No. 904, 3-in., 650c., 4-in., 80e., 
»-in., $1.20. No. 906, 4-in., 95e.: No 
6, $1.30, No. 8, $1.70. No. 908, 6-in., 
$1.60, S-in., $2.80, 10-in., $4. With- 
out serews and in bulk. 


CARVERS—More and more retail 
dealers are ordering carvers for the 
Thanksgiving trade. Jobbers 
booked more business this year than 


quote from Boston jobbers’ 
19%e. a 


(in case 
No. 900, 


t-in., S80c., 
> No. 8, 


have | 


they did to the corresponding date last | 


year. 

We quote from Boston jobbers’ 
stocks: 

Carvers.—Standard makes, $1.70 to 


$7.50 per set net. 
COOK ERS.—Cookers continue to move 
into retail hands. Jobbers have a fair- 
ly large backlog of orders for goods to 
be delivered a little later in the year. 
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Boston 


We quote from jobbers’ 
stocks: 
Cookers.Pressure, solid cast alu- 


minum, No. 1, $24.75 each net; No. 2, 
$27.75: No. 3, $31.13; No. 4, $36.38. 


CUTLERY.—Cutlery sales are satisfac- 
tory. Retailers are constantly in the 
market for current needs, and are also 


placing orders for future delivery. As | 
heretofore, they are giving considerable | 


thought to assortment. 


We quote from Boston jobbers’ 
stocks: 

Bread Knives. Genco, $2.50 per 
doz. net. 

Knives.—-Kitchen, No. 303, 80c. per 
doz. net: No. 333A, $2.50. Slicers, No. 
283. $5.25: No. 283A, $6: No. 2017, 
$5.25. Butcher, No. 200, 5-in., $3; 
H-in., $3.25: S8-in., $4.75; 9-in., $6: 10- 
in., $7; 12-in., $10; 14-in., $12. Ebony 
handle S-in., 7.75; 10-in., $10.75; 
12-in., $14.25. Grapefruit, No. 342, $2. 


Straight Shears. — Universal line, 
japanned, 6-in., $8 per doz. net; 6%- 
in., $8.50; 7-in., $9: 7%-in., $9.55; 8- 
in., $10.10; 9-in., $12. Nickel plated, 
6-in., $9.15; 6%-in., $9.55: 7T-in., 
$10.10; TM-in., $10.75; S-in., $11.15; 
9-in., $14. Left hand, 7%-in., $13.80. 

Bent Trimmers. — Japanned, 7-in.; 
$9.55: R8-in., $10.75; 9-in., $13.55; 10- 
, $16.90. 

Barbers’ Shears. — Nickel plated, 
7\%-in., $12 per doz. net; 8-in., $12.80. 

Scissors.—Pocket, 4-in., $8.35 per 
doz. net: 4%-in., $8.65. Embroidery, 
3%-in., $7.65; 4-in., $8.35. Ladies’, 4- 
in., $8.35: 4%-in., $8.70; 5-in., $9; 6- 
in., $10.35. 


FOOTBALLS.—Now that the candi- | 


dates for college and school football | 


teams have started practice, Young | 


America is becoming interested in foot- | 


balls. 
merchandise out of jobbers’ stocks is in- | 


creasing. As compared with last year | 
| 10-box, 90c. 


As a result the movement of | 


prices are practically unchanged. 














EEE 


| 
| 


| 


We quote from Boston jobbers’ 
stocks: 

Footballis.—i-oz. balis, $5.50 per 
doz. net; 12-02., $12; 18-oz., $15. 


Bladders.—No. 3, $3.50 per doz. net; 


No. 5, $4.50. 
Laces.—1I1% 
net. 


GARAGE HARDWARE.—Every town 
and city in New England States is 
granting permits to people to put up 
garages. Naturally retail hardware 
dealers are enjoying a good garage 
hardware business. 
We 
stocks: 
Garage Hardware.—Sets, No. 1776, 
25 per pair net. Holders, No. 
i4 .35 per pair net. 
GAS PLATES.—Somewhat more inter- 
est is being shown by retail dealers in 
gas plates, yet the market can hardly 
be classified as active. Jobbers are of 
the opinion, however, that a lot of these 
plates will be sold during the remainder 
of 1926. 
We 
stocks: 
Hot Plates.—Gas, black, one burner 


in. long, 50c. per doz. 


quote from Boston jobbers’ 


$2 
17 


quote from Boston jobbers’ 


(small), $2.45 per dozen net; nickel, 
$1.20 each, with star burner, $1.83. 


Two burner, black, $1.83: nickel, $3.99. 


aaa. burner, black, $2.80; nickel, 
5.48, 
GLOVES.—Although most of the re- 





tail trade covered their cotton glove re- 
quirements some time ago, a steady 
persistent demand continues. Most of 
the individual orders coming to hand 
today, however, involve a comparative- 
ly small amount of stock. 


We quote from Boston jobbers’ 
stocks: 
Gloves.—Cotton, knit wrist, 6-0z., 


te per doz. net; 8-oz., $1.50; 12-0z., 
1.80; 14-0z., $2.35. With leather palm, 
with gauntlet, $2.85 per doz. net; with 
wrister, $2.85: with Jersey back, 
$4.50; Jersey back with wrister, $4. 
Jersey gloves, mottled black, No. 402, 
$1.90: No. 403, $1.90; No. 410, $3.75. 
Boys’ Jersey, $1.90. 


-HOCKEY STICKS.—Although sales of 
some things that will be needed by the 


retail dealer in the winter have been 
somewhat disappointing to the jobbers, 
hockey sticks have sold remarkably 
well. Last winter certain retailers ex- 


_perienced difficulty in securing goods 


when required, which possibly explains 


the heavy forward buying. 


| NAILS. — Manufacturers 


We from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout Jr., $3.30 pe 
doz. net: Boys’ X, $5; Men’s X, $8; 
Men’s XX, $10.40; special, $15; Boys’, 
$3 a doz. net; Boys’ special, $5; 
Amateur, $8; Championship, $11; spe- 
cial, $11: No. , $2 per doz. net; 
No. 50, 50; No. 75, $6; No. 100, $8. 

Pucks.—Standard makes, $2 a doz. 


quote 


_ Sticks.—No. H, %5c. a doz. 
net; No. G, $1.50; No. C, $3.75. 

of cement 
coated nails have issued new extras, 
which in reality represent a slight ad- 
vance in prices. Prices on regular wire 
and cut nails remain as_ heretofore, 
with the undertone very firm. The new 
extras are as follows: 4-box, $1.90; 
5-box, $1.70; 6-box, $1.30; 8-box, $1; 
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HARTFORDTIRES 
offer you a Profitable 
Growing Business 


| HEN you establish the Hartford Line of Tires and 
Tubes in your. store, you have taken a big step 
_ toward a profitable, permanent tire business. | 


You get the benefit of a long-standing reputation for 
uniformly high quality. Hartford’s fine performance is | 
known the country over. 

You can serve every car owner of your community and 
| serve him right. There is a Hartford Tire and Tube 
exactly suited to every car and every type of service. 


Hartford has won the name of being “the ideal line 


9 






























| for the Hardware Dealer.” Hartford economy of manu- 

facture and distribution gives him a decided price ad- 
vantage. He can meet competition successfully and 
still realize substantial profits for himself. 


Let us put you in touch with the nearest Hartford 
Distributor. | 














HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 
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We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.70 per 
keg, base; from mill, in car lots, $2.70 
per keg base; in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 
Pittsburgh; in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, per keg, f.o.b. Ware- 
ham, Mass.; hardened steel for 
nails, direct shipments, $7.60 f.o.b. 


Wareham. 
RUBBISH BURNERS. — People will 
shortly begin to clean up gardens, 
woodsheds, storage places, etc., and rub- 
bish burners will be needed. Jobbers 
are therefore urging retail dealers to 
cover their requirements. Some of the 
retail trade already have done so. 

We 

stocks: 
Rubbish Burners.—Cyclone, No. 2, 
lots of 6,.or full bundles, $2 each 
in smaller quantities, $2.25 each. 


$3.95 


quote from Boston jobbers’ 


in 
net: 
STOVE BOARDS.—Cooler nights and 
days have livened up the movement of 
stove boards out of jobbers’ stocks. A 
goodly percentage of the retail trade 
have yet to place their orders, how- 
ever. 
We 
stocks: 
Stove Boards.—laper lined, No. 9 
square, 28 x 28-in., $9.88 per doz. net; 
30 x 30-in., $11.60; 32 x 32-in., $13.75. 
Wood lined, No. 3 square, 28 x 28-in., 
$18.50: 30 x 30-in., $21.50; 33 x 33-in., 
25.25. 
STRAPPING.—Quite a sizable reduc- 
tion has been made in jobbing prices on 


quote from Boston jobbers’ 





HARDWARE AGE 


box strapping, following the receipt of 
new lists from makers. 
We Boston jobbers’ 
stocks: 
Box Strapping.—In case lots, 35 per 
cent discount; in less than case lots, 
25 per cent discount. 
SYPHONS.—Some interest is being 
shown by the retail trade in Sparklet 


quote from 


syphons. 

We quote from Boston jobbers’ 
stocks: 

Syphons.—Sparklet, $4 each net. 
Sparklers, 12 to the box, $1.15 per 
doz. net. 

THERMOMETERS.—With the glass 


below 40 degrees the past week, retail 
dealers have been reminded of ther- 
mometers, and some sizable orders 
have been placed with the jobbing trade 
here. Prices on various kinds carried 
by jobbers here are quite a little lower 
than they were during the latter part 


of 1925. 


We from Boston jobbers’ 
stocks: 

Thermometers.—Indoor, No. 5420S, 
8-in., $7.20 per doz. net; No. 5145S, 
5-in., $3.90: No. 5121S, Temprite, 
$7.20; No. 5154S, 8-in., $6; No. 5100S, 
6-in., $12; No. 5150N, 8-in., $3.60. 
Spirit, No. 5121S, $8.10. Tin case, 
No. 3001, 7-in., $1.20; No. 3003, 8-in., 
$1.38. Standard, heavy mercury, No. 
5400, S8-in., $13.20; 10-in., $14.40. 

Outside.—White enamel, 8-in., $10 
per doz. net; 10-in., $12. White 
enamel on steel, with brackets, $7.20. 
Storm Blast, 8-in., $7.20. Barometer, 
wood framed, $6.65 each net. 


TRAPS.—An improvement in the de- 


quote 


mand for game traps is noticeable and 
there is also more doing in mouse and 


rat traps. In fact, the fall buying 
movement of all kinds of traps is start- 
ing off very well, according to jobbers. 
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We quote from Boston jobbers’ 


stocks: 

Traps.—Game, Blake, steel, with 
chain, single spring, No. O, $1.74 per 
doz. net; No. 1, $2; No. 1%, $3.07. 
Double spring, No. 2, $4.80; No. 3, 
$3.67; No. 4, $8. 

Mouse.—Sure Catch, 20c. per doz. 
net; wood, four-hole, $1; Clipper, 
wire, $4.68; thumb set, 60c. 


Rat.—Sure Catch, 90c. per doz. net; 
Star, $2.80: Acme, wire, $6.50: foot 
set, $1.75; Buffalo Bill, 84c. 


| VISES.—Sales of vises this year to 


corresponding period last year. 








their prices and jobbers 


date are well ahead of those for the 
There 
is a good steady buying, but it lacks 
special feature otherwise. 


We quote from Boston jobbers’ 
stocks: 
Vises.—Regular standard makes, 


Or 


oJ 


list less per cent discount. 


WEDGES.—In common with a some- 
what more brisk demand for axes, the 
movement of wood choppers’ wedges is 
holding up well. Prices are the same 
as during the closing months of 1925. 


We quote from Boston jobbers’ 
stocks: 
Wedges.—W 00d Truckee 


choppers, 
pattern, 8&4c. b. 
WRINGERS. — Manufacturers of 
wringer rolls have slightly reduced 
have taken 
similar action. No change in prices on 
wringers is reported. Wringers are 
selling fully as well as they were a 


per 


| year ago. 





We from Boston jobbers’ 
stocks: 

Wringers.—No. 130, $3.65 each net; 
No. 100, $4.00; No. 350, $4.45; Set tub, 


No. 361, $5.85; regular, No. 380, $4.80; 


quote 


No. 380E, $4.95; No. B381E, $8.50. 
Bench, No. B350E, $7.50. Folding 


laundry bench, No. B380E, $8. 








HERE is no question but what a pleasing store interior is an important factor in 
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modern merchandising, and one 


that is well worth the earnest consideration of hardware merchants everywhere. The above illustration is typical of the 
modern store interior, and illustrates the front half of the store of Lou J. Eppinger, manufacturer and wholesaler of 
sporting goods and fishing tackle, Detroit, Mich. The photograph was taken from the base of the stairway to the second 
floor, and it will be observed what a pleasing atmosphere is created by the use of the deer heads and other examples of 
the taxidermist’s art. The Eppinger headquarters now occupy six floors and basement, having a total of approximately 


17,000 sq. ft. 


to be devoted mainly to camping supplies and offices 


Reading matter continued on page 92 


The company is at the present time negotiating for an additional 3000 sq. ft. in an adjoining building, 
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May We Send You a Circular - Catalog 
of a Complete Tackle Accessory Line? 


FALLS CITY 


New 1927 Line 


The New 1927 Line of Falls City Minnow Buckets, Bait 
and Tackle Boxes is improved right up to present day 


























requirements. 


Each individual tackle accessory is exactly suited for the 
purpose intended. You will find a model in each kind of 
carrier to please the most exacting fisherman—amateur or 
professional. 


We have made oval openings in the oval buckets and 
round openings in the round buckets to afford the easiest 
access possible to each container. 


Rapid-fastening “Slap-shut’”’ catches on the Minnow 
Buckets and Brass-Plated Locks on the Tackle Boxes are 
among the improvements that win customers as soon as 
shown. 


WELL ADVERTISED MEANS EASY SELLING 


Falls City Tackle Accessories are the easiest to sell, be- 
cause advertised in the leading Sporting Goods Journals. 
They pay liberal profits. 


ete Don’t miss your share of the profits next season on this maa 
Abn - WINNER 


Ricci money-making line. , fmaecny 





Nos. 108-110 





Write for New 1927 Catalog and 
Prices. 


WATE IN 


Faris CLLY 


STRATTON & TERSTEGGE CO. 


INCORPORATED 
Louisville Eastern eet, ss FINZER Se, Lopatovitle: Key. Kentucky 


Western Office: 419-420 Central Bldg. . Los Angeles, Calif. 


Largest Manufacturers of Minnow Buckets, Bait and Tackle Boxes in the United States 














92 


HARDWARE AGE 


September 23, 1926 


Trade Follows Weather in Northwest— 
Prices Firm——Collections Favorable 


(Minneapolis office of HARDWARE AGE) 


ALL work is progressing in many lines, but has been delayed 
for some days in the Northwest tributary to the Twin Cities 


by general rains. 


Cooler weather is rushing the trend toward 


some form of heat in homes, and electric and gas heaters are in de- 


mand. 


Threshing has been delayed by the weather conditions in many 
sections, and this slows up the marketing of grains. 

County fairs are in progress over the entire district, with the 
resultant increase of business in the towns where they are held. 
Collections in general are showing some improvement, but still are 


somewhat slow. 


Volume of business this year compares favorably with that of 


last, where crops made a fair yield. 


Some sections of the North- 


west experienced drouth early in the season, so had light crops. 
Prices on the whole are stationary, showing but one change in 
the items carried in the Quneee below. 


AXES.—Demand shows the effect of | 


the approach of cooler weather, et 


stocks have been filled up to meet it. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught, unhandled 
single bit, $14.50: double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BALE TIES. are showing fair 





totals, with stocks well filled. Prices | 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54: 9% x 15, $1.37; 
9% x 14, $1.57 per bundle. 

BOLTS.—Call for bolts is steady, with 

stocks ample for the demand. Prices 

have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
17% per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 


lists 





WwW e quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 
japanned funnel, 17 in., $4.80; 18 in. : 
$5.25: galvanize d open, 17 in., $5.25; 
18 in., $5.80; galvanized, funnel, 17 
in., $5.80: 18 in., $6.70 per dozen net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call still is 
good, with the fall building season well 
under way. Stocks are well filled, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per dozen net. 


FIELD FENCE.—Demand shows some 


slight increase, as the harvesting work 


BRADS.—Fall building is progressing | 


at a fair pace, creating a market for 


brads, nails and other supplies. Brad — 
stocks are well assorted, with prices | 


steady. 
We quote from jobbers’ stoc ks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—Finishing | 


hardware is moving out steadily, though 
the volume is still not heavy. Stocks 


are ample for the call, with prices re- | 


maining steady. 
CARPET SWEEPERS. 
mal, with good stocks from which to 
draw. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54: Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 
cess, $50: Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Retail call for coal 








hods is increasing with the approach of | 


the stove season. 
filled, with prices steady. 


Stocks are well | 


is completed in certain sections. Stocks 
are ample for the call, with prices 
showing no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. 10-ga. top 
and bottom 12%-ga. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 


FILES.—Sales in this line are steady, 
with stocks kept well assorted. Prices 
are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: fest grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 

GALVANIZED WARE.—Call is fair, 
with some increased demand for tubs 
and ash cans. Stocks are well filled and 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45: heavy tubs: No. Il, 
$12.60: No. 2, $13.80: No. 3, $15: Stand- 
ard 10-qt. pails, $2.70; 12-qt., $3.05; 
15-qt., $3.40; stock pails, 16-qt., $5. 
and 18-qt., $5.50 per dozen net. 

GLASS AND PUTTY.—tThe usual fall 
demand is beginning to be felt. While 
still early for storm sash, the dealers 
are filling their stocks of glass, to be 
prepared for the call. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 











NAILS. 
good. Stocks are kept well assorted 





pure putty in 50-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—Tools 
are selling at an even pace, with no 
particular high lights in the sales. 
Stocks are well assorted, with no 
changes in the prices. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12. 50; No. 2 claw, 
$13.75 per dozen net. 


ICE CREAM FREEZERS.—Demand is 
showing the effects of the cooler 
weather. Stocks are being graded 
down for the end of the good selling 
season. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.25 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. Thése are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 at., $9.35 each; 10 qat., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto - Vacuum Freezers. — No. 1 
$3.30 net: No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33%, per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen: same 
size, enameled - galvanized, $10 per 
dozen; 4-qt. size, enameled - galvan- 
ized, $18 per dozen, and 1-qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Ae 44 —1 qt., $4; 2 qt., 
$4.60; 3 qt., $5. 4 qt., ‘$6. 80: 6 qt., 
$8.60: 8 at., 311. 10: 10 qt., $14. 80; 12 
oe $16.65; 15 aqt., 23.30. These are 
l prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LANTERNS.—Sales are showing a 
good increase as the days grow shorter. 
Stocks are well filled, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz. 
net. 

MILK CANS.—Call for milk cans con- 
tinues to be good, though perhaps show- 
ing some decrease from high point in 
the summer. Stocks are ample for the 
demand, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each; &-gal. at 
$3.15 each, and 10-gal. at $3.25 each 
net. 





Sales are steady and fairly 





by the dealers, but their stocks are not 
heavy. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs, at $3.25 per keg base. 


PAINTS AND WHITE LEAD.—Sales 
are beginning to show improvement for 
the fall painting season. Weather con- 


Reading matter continued on page 96 
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A Billion Pieces of Furniture 
--- Silence Them! 


HERE are a billion pieces of furniture 

in use in the country--and Domes of 

Silence, in their various sizes, fit them 

all. Every home needs several dollar’s worth. 
Almost every room needs half-a-dozen packages. 
Domes of Silence are known to save rugs and 
floors and to make furniture slide easily. 
Housewives like them. They can apply them 
in a jiffy. Display Domes where they.can be 
seen. You have no idea how the new Display 
Cabinet empties itself without effort from you. 
It is shown on the next page. Examine it. 


DOMES of SILENCE 


\) Easily cApplied 


| iY Save Furniture, Floors GS 
n 7 a 


and ‘Rugs Vee 





| Better Than (asters 
& mf The Perfect Furniture 


Footwear 









Reg. U. —~ Pat. Off. 
No. 995,758 which will 
be stri ictly enforce 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 




















The New Counter Cabinet 


That Stocks 





HIS new, handsome, five-inch- 

deep counter display cabinet re- 
| minds your customers of the 
siete MH". SH". "2d 7H" DOQDUlar, nationally-advertised Domes of 
Uimactedtacense31359 Silence, It reminds them to save their 
furniture, floors and rugs. It reminds 
them to buy from you. In the back this 
cabinet stocks a full gross--with sizes 
visible--so you may serve them quickly 
or select and suggest sizes for other rooms 
and turn thirty-cent requests into three- 
dollar sales. You need this cabinet for 
profits. Order one from your jobber now. 


DOMES of SILENCE 


Easily cApplied 
“WA. Save Furniture, Floors 


and Rugs 









Better Than (asters 
The ‘Perfect Furniture 


Footwear 





Reg. U.S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 





DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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FRANK MAPPES 


Endorses 


DULUTH EQUIPMENT 


“Duluth Equipment is more economical and 
more satisfactory,” is what Mr. Mappes states 
in his letter endorsing Duluth. 








































ESTABLISHED 1676 


Teyuniey yy Hiatesyveueas, Qo, 


meorrerr 


PATOWARE SPURT Ne oUnSse rT kT Tes) 









BRADFORD. PENNA EEE 


‘ ~— pron aw eeere) +* one ' eee eee oune 10, 1986. 
This California store designed and equipped throughout by Duluth 


Tulut® Thcw Cage Co., 
» Winn. 


His many years e xperienc e in planning hardware stores and designing 


Ge ; 
— 0S cature vam fa See Sane, Spiten Soyeeee to ee hardware store equipment surely fits him to be a competent judge. 
SXaturee OIG Soule moe the requirenenta of tha Verceare He has designed stores for himself and was alsé store engineer for 


Ltenagey go 277 hat, uth Sikieon saat tae the hundreds of Winchester stores. 












Celina Cae ad aa eT —— > 
ae ne an eens So ie ree which wsteag Duluth Equipment is preferred by all leading store engineers because 
tinge sore unfant iter « eaters, method of construction it is properly designed for hardware store service and because it 
sails is to > focqnemie resulted tn excesstve ets to “ 
i Gus sells more hardware. 
’ Tixztures, becavee of sour “ase nrodattion and 
standard Jas eh more economte , therefore T an hearte 
dy ioretna lu ar “eare 7 turesa frase ~"~ etené- a 7 “ sf r ™ “ r 
potne: ‘eatan, Value, ULLitty, quality spnearence ant vorkane FIND OUT WHAT DULUTH CAN DO FOR YOU 
ahip. 
Could | esy more’ . ° - 
ae [t will not cost you anything to find out what Duluth Methods can do 
Fv/vA a DP, ah fave in your store. Why not talk it over with our representative near 
ty Set (AS @ a ° . ‘ ° 2 ° : 
t 4 vou? Just write your name in the margin of this page and mail to 





any address below. No obligation on your part. 


THE ONLY COMPLETE NATIONAL SERVICE 
Duluth furnishes the only COMPLETE HARDWARE MIcRCHANDISING service. We will make an analysis of 
your store, and the conditions you have to meet. Then we will plan a rearrangement, build the equipment, install it 
and sample the display panels pny soun with price tickets. We will do all or any part of this service more reasonable 
yourself and to meet YOUR requirements. 











than you can do it 


DULUTH SHOW CASE CoO., 


New York Office General Offices Chicago ( Ifhice 
101 Park Ave. Duluth, Minn. 180 N. Wabash 











ditions have been against extensive | 
work in this line on exterior work. | 


Stocks are in readiness for the usual 
fall rush of painting before the cold | 
Prices are steady and | 


weather sets in. 
firm as last quoted. 
We quote from 
f.o.b. Twin Cities: 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100-lb. con- 
tainers at $13.84 cwt. net. 
PUMPS. 
in the Northwest. 
assorted, with prices unchanged. 
We 
f.o.b. 


jobbers’ stocks, 
First grade house 





quote from jobbers’ stocks, 
Twin Cities: Deming, No. 440, 
Plain spout windmill force pumps, 
§-in. stroke, $6.85: adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each net. 


PYREX OVENWARE.—Demand 


fering from the heat. 
filled, with prices holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17: No. 633 casseroles, $1.17; \No. 
209 pie plates, 50c.; No. 210 pie plates, 
i7c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


Demand for pumps is good 
Stocks are kept well | 


is 
growing with the cooler days, when 
baking can be tolerated without suf- 
Stocks are well 


HARDWARE AGE 


normal, 
Prices show no 


SCREWS.—Sales are 
stocks well assorted. 
changes. 

We quote from 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
flat ead, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent from 
lists. 


SOLDER.—Call is steady, though not 


jobbers’ stocks, 


particularly heavy. Prices are _ un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 43c. lb., and strict- 
ly half and half solder at 42c. Ib. 
net. 


| STEEL GAME TRAPS.—Call in a re- 


_ tail way has not yet started to any ex- 
tent. 


Dealers are getting their stocks 


| into shape for the demand. Prices are 





firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $3.36: Oneida jump, No. 


0, $1.59; No. 1, No. 1%, $2.81 
per doz. net. 

STEEL SHEETS. — An outstanding 

change in the gage of sheets used as 


base has been made. Instead of 28 ga., 


$1.83; 


the manufacturers have changed to 24 
_ga., with a change in the base quota- 


REGISTERS.—Call is good, with signs | 


of further improvement. 
being installed rapidly. Stocks are well 
filled, with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought = steel 
registers at 40 per cent from lists. 


ROPE.—Demand is fair, with stocks 
well assorted. Dealers carry a very 
light stock and replenish frequently. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 
SANDPAPER. — Demand is steady, 
with no particular outstanding call. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SASH CORD AND WEIGHTS.—Call is | 


fair, with the fall building program well 
started. Stocks are ample for the de- 
mand, with prices holding firm. 

We stocks, 
fob. Twin Cities: Best grade sash 
eord at 73c. lb. and second grade at 
47%ec. Ib.; cast-iron sash weights at 
$2.10 cwt. net. 


quote from jobbers’ 


Furnaces are | 


tion. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 ecewt. base (24 ga.), 


and black steel sheets, $4.30 cwt. base 
(24 ga.). 


STOVE BOARDS.—Consumer demand 





j 
| 
| 


; 
| 


begins to show some signs of life in this 


line. Stocks are ready for the call. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $16.95; 30 x 30, $19.70; 

36 x 36, $27.45 doz. net. 
STOVE PIPE AND REGISTERS.— 
Some call for these items is being felt 
by the dealer. Stocks are in readiness 
for the fall trade. Prices have not 
changed. 


We quote from 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.00 per 100, and common iron 
§-in. corrugated elbows, $1.30: adjust- 
able charcoal iron, 6-in. elbows, $2.05 
doz. net. 


STOVE SHOVELS.—Call is very light 
yet, with stocks ample for the demand. 
Prices are unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Japanned, 


jobbers’ stocks, 


stocks, 
14%-in. 


with | 
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stove shovels, 50c.; japanned Jumbo 
21% in., $1.55; japanned Jumbo Jr., 14 
in., 85c. doz. net. 


TIN.—Sales are fair, with ample 
stocks on hand. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICI. 
20 x 28 tin at $14.50, and IC, 20 x 28, 
&8-lb. coating roofing tin at $15.25 per 
box. 


TORCHES.—Sales_ are 
stocks in good condition. 


steady, with 
Prices have 


not changed. 


We quote’ from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt. 7.08; No. 48, qt., 
$7.48: No. 49, qt., $8.54; No. 52, qt., 
(flat), $6.96 each. Turner Standard 
Line, No. 8, qt., 35; No. 14, qt., 
$5.76; No. 22, qt. 6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
$5.25 each. Turner firepots, No. 53, 
$7.20: No. 63, $7.97; No. 66, $10.18; 
No. 76, $7.13; No. 34, $8.67 each net. 


WEATHER STRIP.—Sales in a retail 
way have not yet begun. Stocks are 
being rounded out for the call. Prices 
have not changed. 
We 
f.o.b. 
in., 


jobbers’ stocks, 
Twin Cities: Wood and felt, % 
$1.85: % in., $1.85; 1 in., $2.60; 
$4.85, and Bosley’s, 94.25 per 


quote from 


100 ft. 


WHEELBARROWS. Demand is 
steady, though becoming lighter as the 


_—— 


end of the season approaches. Stocks 
are ample for the call. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $36.50 doz.; No. 

2, tubular, $7.33 each; and No. 1 


garden barrows, $6.25 each net. 


WIRE.—Demand is fair and shows 
some improvement in _ fence’ wire. 
Stocks are well assorted, with prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80-rod spool; Smooth. black wire 
No. 9, $3.25 ewt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WRENCHES.—Shops and garages are 


still doing a fair amount of buying of 
tools. 


Rural demand has been fair. 
Stocks are well assorted, with prices 
unchanged. 


We quote 
f.o.b. Twin Cities: 
wrenches, 8 in., $4.80: 
12 in., $7.20 per dozen 


jobbers’ stocks, 
Agricultural 
10 in. $5.60; 
net. 


from 


Selling the Whole Family 


VERYTIME a man purchases a baseball bat or a 
hi tennis racket or a golf club from your store you 
are laying the foundations for selling similar sporting 
goods to every member of the family. 
thing, the love for any particular sport runs clear 
For example, it is frequently found 
that where a man loves tennis and plays tennis, it is 
quite often found that his brothers, sisters, and parents 
Where a man is a golf 
enthusiast, his family is frequently enthusiastic about 


through a family. 


also love and play tennis. 


golf. 


This being the case it is a good idea to secure the 


As a general 


names and addresses of persons making purchases of 
sporting goods and also to ascertain the names of 
the members of their family where this is possible. 
Then it is good business to send personal letters to the 
persons whose names have been thus obtained, calling 
attention to the fact that so-and-so of their family has 
just bought such-and-such an article and urge them to 
come and do likewise. 

Letters of this kind can be written by the store 
stenographer or bookkeeper during spare time. 


The 


work of securing names for the mailing list should take 


Reading matter continued on page 98 


but a very small part of the salesman’s time. 
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THE ORIGINAL 


“UNDERAILU’ HATCHETS 


Have been on the market for over 70 years 






First made by the UNDERHILL EDGE TOOL CO., Nashua, N. H., which company 
was acquired by us. These Hatchets are drop forged from A NEW STEEL of 
VANADIUM analysis recently developed and MADE EXCLUSIVELY FOR US. 


They are TOUGHER and STRONGER than any thin blade hatchet heretofore 
produced. The heads are MILLED and hardened—TOUGH. Will not break nor 


batter down. 











CHICAGO PATTERN 
Milled Head 
No. 40. 9 rows. 81 points 


CALIFORNIA PATTERN 






= ws a (with nail-slot) 
————— Milled Head 
_ ~~ a—_-}| No. 60-S. 12 rows. 144 points 


No. 70-S. 16 rows. 256 points 


PERFECT 
TEMPER 


The Best Known 
and Known as pa 
THE BEST 2a FRUIT BOX HATCHET 

: Milled Head 
No. 65. 12 rows. 144 points 
No. 75. 16 rows. 256 points 





ce 








UNDERHILL THIN BLADE HATCHETS are also made in the following patterns: 


No. 10—Philadelphia Pattern Lath No. 70—California Pattern, without nail-slot 
No. 20—Regular Pattern Lath No. 21—Haines Pattern, Lath 

No. 30—Boston Pattern Lath No. 11—Haines Pattern, Shingling Size 1 
No. 50—St. Louis Pattern Lath No. 12—Haines Pattern, Shingling Size 2 
No. 60—California, without nail-slot No. 31—Haines Pattern, Half Size 1 


No. 32—Haines Pattern, Half Size 2 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U. S. A. 
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Hardware Sales Improving in Chicago 
Territory—Prices Remain Unchanged 


(Chicago office of HARDWARE AGE) per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 


HILE there is a continued disposition on the part of the 40-10-5 per cent off list. 
retailers to carry relatively light stocks, buying is steady | HATCHETS.—A good volume of busi- 


and a gradual improvement of business is noted. A good | ness is reported. 
uote from jobbers’ stocks, 


share of this business is replacement orders, fall buying is well to.b. Chicago: ing a ake hateh- 
, : : ; * ets Oo shingling, OZ rst 
under way, and orders for spring delivery are quite heavy on sev quality hatchets, ‘No. oad, $16.40 


eral items. The movement of fall merchandise has been greatly doz.; medium quality ceseneen No. 2 
shingling, $8 dozen; medium quality 


stimulated by the first of the fall rains and the approach of colder hatchets, No. 2 broad, $12.50 dozen. 
HANDLED HAMMERS. — Prices are 


weather. 

Prices on all hardware items are showing a steady strengthening, | ""™, with no change expected. Sales 
although there are no actual changes in jobbers’ prices reported this _— — —— a ao 
week. The single exception to this general condition is builders’ f.o.b. Chicago: First quality 16 oz. 
hardware, where prices, especially on the more competitive items, Ti « does ae * achnoiote’ 
remain at a decidedly low level. Sales on builders’ hardware, how- Cempeunes ee TT a aa tae 





mers, $6 to $8. 


ever, are showing a marked improvement over a few weeks ago. 
Crop conditions are extremely spotted and much depends now on ee pcg pi agin 
the weather for the next month or so. Too much rain is endanger- | delivery are now being placed. 


ing the corn crop, which with a few more hot sunshiny days would | We quote from jobbers’ stocks, 
‘ f.o.b. Chicago: 
) s 
be a bumper one, Hay Fork Handles. — Straight- 
— . — : chucked and bored, best egrde, 4% 
AUTOMOBILE ACCESS ORIES.— sae =a ft., $4.95 doz.; 5 ft., $6.00 doz.; XX, 
Sales have dropped off and are only | bit-keyed front door sets, $1.50 per | 4% tt., $4.40 doz. ; 5 ft., go A at 
fair at — set; wrought brass bit-keyed front X, 4% ft., $2.65 doz.; 5 ft., $3.10 doz. 
air at present. door sets, $3.00 per set: cylinder front | Hay Fork Handles.—Bent-chucked 
We quote from jobbers’ stocks | door sets, $7.00 per set. and bored, best grade, with strap, 
f.o.b. Chicago: ' zo - nortan : , . ferrule and cap, 4% ft., $8.25 doz.; 
Spark Plugs.—Splitdorf, for Fords CHAINS.—There is an increasing de-| 5 ft., $9.35 doz.; XX bent, with strap, 
- ‘> ‘) Se » . j ° é 14 
We. each; regular, 58c. each; Cham- mand for halter chains and cow ties. | a B yg “Re te Fg q 34st 
oe une 9 en ay ery oN ae We quote from — rs’ stocks, “ae D. Mies $6.25 doz.: X bent, 414 
lots of 100. 50c.: A. C. Snecial Fi ey f.o.b. Chicago: in. proof coll | $3.25 doz.: 5 ft., $3.75 doz. 
Sn « ach. sla i iin . oe — chains, $8.50 per 100 Ib.: Henso, Bull gn Fork Handles.—LBent, best 
aa = , 99% Dog and Brown coil chains, 50-10 per grade, 4 ft., $5.25 doz.: 4% ft., $5.60 
“Ee night. Appleton No. 32n6, cent discount. No. 00-4% electric | doz.: XX bent, 4 ft., $4.55 doz.: 4% 
Jacks.— National Standard, No. 21 welded cow ties, $2.75 per doz. ft.. $4.80 doz.; bent, 4 ft., $2.85 doz.; 
z 0 ’ peat ree tac ' pL rTEo-TrTo / y a 4% = $3.25 doz. 
$1.85 ; oo | There is a fair demand and prices are $3.80 doz.; X, 4% ft., $2. 65 doz. 
; . ' ° aa 5 ** 
per mee discount. - 3% over- | We quote from jobbers’ stocks, | Shovel jsantion — Re gular patte rn, 
size cord tires, $10 cE) each: reguiat f.o.b. Chicago: Copper rivets and XX, 4% ft., $6.50 doz.; X, 4% ft., 
o “ an “% burrs, 40 per cent discount. | $4.30 doz.; D handle, best grade, “$8.7 1 


doz.: X grade, $6.60 doz. 


cord, $7.45 each; gray inner tubes, 
Spade Handies.—-D handles, best 


30 x 3%, $1.50 each; red inner tubes, | EAVES TROUGH AND CONDUCTOR | 








30 x 3%, $1.75 each. | 8 60 . le. $6.60 a 
AXES.—_-P 1 | fall | | PIPE.—There is a good volume of or-|  8rade, $8.60 doz.; grade, $6. OZ. 
Lo. 2S > r 7 ( j . 
b og — See 7 oe ad a ders being placed and prices are firm. | HANDLES, TOOL.—Prices are firm 
usiness is being placed in good vol- | We quote from jobbers’, stocks, | and there is a satisfactory demand. 
ume. | fo.b. Chicago: 28 gage single bead | ro : ws 
We quote from jobbers’ stocks | lap joint gutter, o in., $4.50 per 100 | mA — ania ” ecient 
f.o.b. Chicago: First quality single |  [{t-; corrugated eee ae Axe Handies.—No. 1 hickory, $4 
bitted unhandled axes, 3 to 4 Ib., $14 | $4.80 per -+ plain ridge I » 12 | doz.; No. 2, $3 doz.; second growth 
doz base; double  bitted $19 ‘doz | in., $4 per 100 ft., corrugated cone hickory, $5 doz.:; finest selected sec- 
heme: good quality black unhandled ductor elbows, 3 in., $1.51 per dozen. | ond growth hickory, $6.50 doz. 
axes, same weight, single bitted, $13 CT " = Hatchet and Hammer Handiles.— 
doz. base; single bitted handled axes, | ELE : RICAL AND RADIO MER No. 1, 90c. doz.: finest second growth 
$15.50 to $24 per doz., according to _CHANDISE.—No price changes. De- | hickory, $1.80 doz. 
quality and grade of handie; special | mand is very strong on all electrical | HINGES.—Sales are somewhat better 
doz. base. | items. and the extreme low prices still pre- 
BOLTS rices are firm | ; We quote from jobbers’ stocks, vail. 
and sales are good. | 9 ng — No. 14 | We quote from jobbers’ stocks, 
We quote oe jobbers’ stocks rubber covered wire, $7 per 1000 5 f.o.b, Chicago: : Heavy ee hinges 
. ‘hi ' . , ORF , as | in bundles, 4-in., 90c.; $1.20; 
f.o.b. Chicago: ‘arriage bolts. cut in 1000 ft. lots, $6.50. No. 18 lamp a. 
rf ords 14.295 ‘rr 1000 ft.: j 1000 ft §-in. $1.12; 8-in., $1.90; 10- “a $3.87 
thread, 45-5 per pee discount: small cords, $14.25 per 10 t.; in . ¥ rn adinite 
>> fe : Gr. 4 Diane ame | Caaue per doz. pairs; extra heavy I hinges, 
earriage bolts, rolled thread, 50-5 per lots, $13.65: % in. brush brass key ' 
. walrata Seen eaatas ee tinea ian —_ in bundles, 4-in., $1.40; 5-in. hae 
eent discount: machine bolts cut sockets, 15%c. each: two-way plugs, re aa", -s 
thread. anf per cent discount; em: ull | 45e. each: in lots of 10, 40c. each: 6-1n., $1.32; 8- in. $2 30; 10- -in, $3.30 
machine bolts, rolled thread, 50-10-85 two - piece attachment plugs, 12c. per doz. 
per cent discount: all stove bolts, | each: dry cells, boxes of 50, 32c. each; ICE CREAM FREEZERS.—There is 
76-5 per cent discount: lag screws, less than case lots, 36c. each. 
60 per cent discount. | Radio Supplies.—Radio B batteries, very little demand and future orders 
, "Ec . - -_ | No. 766, $1. 409 each: No. 767, $2.62 oan. . me 
BUILDERS’ HARDWARE.—There has | each; No. 770, $3.33 each; No. 772, — yet — ies | 
. thease a — . Sam | $3.62 each; No. 486, $3.85 each. "e quote rom jobbers’ stocks, 
bec a aed further change in the Pe Battery Chargers.—Apco line, lots f.o.b. Chicago: White Mountain, 1 qt., 
situation and sales are picking up of less than 10, $13.50 each net. $4.80 list; 2 qt., $5.60 list; 3 qt., $6.75 
cS »what Loud Speakers.—Western Electric list: 4 q t., $8.25 list; 6 qt., $10.45 list: 
somewnat. No. 522W, $2.50 list. Discount, 30 § qt., $13.40 list; 10 qt., $17.90 list; 12 
We quote from jobbers’ stocks, per cent. qt., $21.50 list; 15 qt., $25.60 list; 20 
f.o.b. Chicago: 3% 3% steel butts, qt., $33.20 list: 25 qt., $42.60 list; 
old copper and dull brass finish, | FILES.—A satisfactory volume of bs a ar es $4 list: A tg pe 
$1.92 per doz. pair: 4 x 4 stee! butts, . qt., $ 9.45 list; 4 qt., ) list; 6 qt., 
old copper and dull brass finish, $2.70 | Iness is being received. Prices are firm.| — gs 9’ jist; § qt., $11.10 list. All the 
per doz. pair: heavy steel bevel in- We quote from jobbers’ stocks, above less 50 per cent discount. 
side sets, $5.50 per doz. sets: steel f.o.b. Chicago: American files, 60-10 Alaska, 1 qt., $2.95 list; 2 qt., $3.45 


Reading matter continued on page 100 
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Hold Your Customers’ 
Confidence with 


CLIN LON 


HARDWARE AGE 








NETTING 


The high quality of Clinton Hex- 
Mesh Netting may mean more to 
your customer than to yourself— 
at first. Eventually, -however, it 
brings you patronage that cannot 
easily be won away by com- 
petitors. 


By adding another worthy prod- 
uct to your line you strengthen 


your customer’s reliance upon you 


as a trustworthy adviser. 


After years of use his satisfaction 
in Clinton Hex-Mesh Netting 
will still be complete. To insure 
this the Wickwire Spencer Steel 
Company conducts every step of 


manufacturing, even mining the 
ore. 


The netting has a strong, even sel- 
vage and uniform mesh. It 1s 
made from wires drawn from fine 
steel tempered to just the right 
degree to eliminate sagging and 
bulging. 


Rusting is prevented and the life 
of the netting is increased by ‘a 
heavy coating of zinc applied 
after weaving. 


Since 1856 our Clinton Works 
has been the leader in the manu- 
facture of fine netting. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 


41 East Forty-second Street, New York 


Western Sales Office: 


208 South LaSalle Street, Chicago 


Worcester 
San Francisco 


WICKWIRE SPENCER wy 


Buffalo 


Cleveland 


Los Angeles Seattle 





PRODUCTS 
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~ 3 qt., $4.10 list; 4 qt., $4 list; 6 PURITAN— ard brands, 224c. to 23c. per lb.; No. 
6.30 list; 8 qt., $8.20 list; 10 qt., No. 42G 2 burners glass door... .$5.50 2 manila, 214%c. per lb.; No. 1 sisal, 
$1 10.7 list; 12 qt., $14 list; 15 qt., $17 Dealers’ discount, 10 or more, 30 15%c. per l|b.; No. 2 sisal, 14%%c. 
list; 20 qt., $21. 50 list. A discount of and 5 per cent; less than 10, 30 per per Ib. 
20 and 10 per cent on all above prices. cent. " x P . 
Acme, 2 qt., galv., $8 doz.; 2 qt., NESCO— SASH CORD.—tThere is an active de- 
enamel, $10 per doz.; 4 qt., enamel, No. 05 1 burner solid door...... $2.00 d 
$18 per doz. Above prices are net. No. 5 1 burner glass door...... 2.15 mand. 
fad . . : No. 010 1 burner solid door...... 3.50 We quote from jobbers’ stocks, 
ICE SKATES. Business is coming No. 101 burner glass door...... 3.75 f.o.b. Giienes: No. 7 standard brands, 
fine, especially on tubular outfits. No. 020 2 burners solid door..... 4.25 $8 per doz. hanks; No. 8, $9.15 doz. 
: ‘ ' No. 202 burners glass door..... 4.50 hanks. 

We quote from jobbers’ stocks, No. 030 2 burners solid door..... 4.90 
f.o.b. Chicago: Key Clamp, Rocker, No. 30 2 burners glass door..... 5.20 SASH PULLEYS.—Sales are fair and 
Men’s and Boys’, bright finish, 7c. | Dealers’ discount, 30 and 5 per : 
pair. Half Key | Clamps, Rocker, i? prices are unchanged. 

Women’s an Girls’, $1 pair; ey : We , 

quote from jobbers’ stocks, 
Clamp, Hockey, Men's and_ Boys, . Water Heaters f.o.b. Chicago: Common sash pulleys, 
$1.20 pair; Half Key Clamp, Hockey, | Perfection No. 412..........:s+: $40.00 50c. doz.; barrels, 54c. doz.; Common- 
Women's ‘and Girls’, $1.40 pair; Pub- Perfection No. 421.............+. 80.00 sense, 2 in., 60c. doz.; barrels, 64c. 
ular Skates, Mens or Women's, Perfection discount, 30 and 5 per doz.; No. 105, 46c. doz.; barrels, 42c. 
Racer or Hockey, $5.50 pair. cent in lots of 10 or more; less than doz. , 


10, 30 per cent. 
Wicks, Etc. SCREWS.—Orders are being received 


in a satisfactory volume. Prices are 


LANTERNS.—tThere is a good active 
demand. Prices are firm. 





uot from obbers’ stocks, Rock weave wicks, 25c. each. 
PD Chlenee: Dietz D- Lite, $13 dos.; | sat at ae — $4 per doz. firm. 
with large fount, $14.25 doz.; Little ; — : ; We uote from jobbers’ stocks, 
Wizard, $8.50 doz.; Blizzard, $13 doz. sos same as on oll cook f.0.b. Chicago: Flat. head ‘bright 
* - 3S, “ns ¢ eaters. . 
LARD PRESSES AND SAUSAGE one eR ip tp! a com, Sow list; 
STUFFERS.—The demand is increas Oil Heaters ant teks dae Reed Gone UE ae 
N — = = | new list; flat head brass, 75-20-10 per 
ing rapidly with the approach of colder | NESCO FERFECT— = —_— cost pew Het; count Rene bana, 
weather. No. ff re eae 6.75 anned, 70-20-10 per cent new list. 
No. DR jnviseweeatsen de eas 7.00 
We quote from jobbers’ stocks, . eae . 
f.o.b. Chicago: Enterprise No. 26, oo rer = oe ee ee ee ae SOLDER AND BABBITT METAL.— 
4 qt., $8.00 each; No. 31, 6 qt., $8.65 a Me et 4 75 Prices are strong and demand is good. 
each; No. 35, 6 at., $9. 50 each. " i No. 0190 each vecddedeevaereaes 10.50 We quote from jobbers’ stocks, 
LAWN MOWERS.—Orders for spring | sso. ett each MeslMuneereéints 12.00 f.o.b. Chicago: Warranted 50-50 
. . . . I 5 Dt. c<ceeOdeasewsaevou 7.50 P > . ‘ Fe 
delivery are being received in good vol- | No 1501 sath pig badudiu dane 9-00 rey sa +42 cor soe _ ee > od 
ume. | — aoa — eee eeeenseesevess ar poe $41 per 100 Ib.; high speed 
Nie geete Stem jetters’ whose. No. o191 each 122222220 22220011 11.00 ard No. 4 babbitt metal, $14 per 100 Ib. 
a . : . Ps EE 6 over be wee 00046 12.50 eres ‘ eae ‘ : 
. —— ‘aha’ teeaake Bie ball pa ea Discounts in quantities less than STEEL SHEETS.—With the change in 
v- -P - ° -eiS 2.39 é 10, 3 ar cent. ' 4 ° ‘ mf 
in. ball bearing, 4-kKnife, 10%-in. ahi Te teeiatinhen 66. ay wien the base gage there is a slight read- 
wheels, $10 each; 16 in. plain bear- as e mer ce , : . : _ 
ing. G-bnife, 10%-in. wheels, $8.66 30 and ) per cent. : | justment im prices. — | 
each; 16 in. ball bearing, 4-knife, PAINTS AND OILS.—Prices are again , “ e gate “oo jobbers nome, 
9-in. wheels, $7.85 each; 16 in., plain re : a? ~ ‘ .O.b. “hicago: 28-gage galvanizec 
bearing, 4-knife, 9-in. wheels, $7.35 unchanged for the week. Sales are sheets, $5.30 per 100 1b.; 28-gage black 
each; 16 in. ball bearing, 4-knife, 8- good. sheets, $4.20 per 100 Ib. 
in. wheels, $8 each; 16 in. plain bear- i . ae rs’ stocks . : 
ing, geknites 8-in. wheels, $5.85 each. tok <a jouders’ stocks, STOVE PIPE, COAL HODS, ETC.— 
NAILS.—There is a good demand with Mey Oil.—Raw, barrel lots, $1 03 Prices are lower than last season and 
. . ; al.,; v9 barre 8, ; rr gal. ar : j 
an especially nice volume of replace- Sin “Cn Mieiies Meet tate orders are coming freely. 
ment business. $1.06 per gal.; 5 barrel lots, $1.01 We quote from jobbers’ stocks, 
per gal. f.o.b. Chicago: Best full gage pipe, 


We quote from jobbers’ stocks, 30-gage, 12c.; 28 gage, 13c.; 26 gage, 








f.o.b. Chicago: Turpentine.—-Drum lots, $1.07 per 15%ec. per joint. Corrugated elbows, 
Common wire and cement-coated gal. 30 gage, $1.20; 28 gage, $1.50 per doz. 
nails, $3.05 per keg base. Denatured Alcohol. — Barre! = Galvanized coal hods, 17 in., $5 doz. 
. — . . 45c. per gal.; steel drums extra, $6, 
OIL STOVES.—Future buying has not returnable. TRAPS.—Sales for the fall season are 
yet started and the current demand is White Lead.—500-lb. lots $13.73 starting off ver ood. 
p per 100 Ib., net: 100-lb. lots, $14; od ys 
about over. 50-Ib. lots, $7.25; 25-Ib. ‘lots, | $3.65; , = Bom — ors oe“ 
PERFECTION— 12%-lb. lots, $1.85. .0.b. C icago: No. 2 $1.10 0Z., NO. 

No. 72 2 burners.............--- $17.50 Shellac.—(41%4-lb. cuts), white, $2.60 4 3336 ae Sa iy See Sins Se. 

_ z : — PS. eee eee ceeeess ye per gal.; orange, $2.30 per gal. : ; ; 

a oe eee"? * Be | English Venetian Red.—In barrels, WIRE PRODUCTS.—Sales are normal, 
Perfection dealers’ discount, 30 and =| _—- 88-90 to $6.75 per 100 Tb. with no change in prices. 

5 per cent on lots of 10 or more; on Dry Paste.—Larrel lots, 744c. per Ib. We tues em. Stee een 
: 0, 30 per t , rs § ’ 

PURITAN. (Improved Model) — PYREX WARE.—There is a heavy de- |  f.0.b. Chicago: Wire staples, No. 8 

No 2 burner $17.50 mand as fall buying starts black annealed wire, $3.05 per 100 lb.; 

No. 43 3 ental ery peeeet on, . —_ . : “ie No. 9 galvanized plain wire, $3.50 per 

No. 44 4 burners................ 28.50 We quote from jobbers’ stocks, 100 lb.; catch weight spool galvanized 
Puritan discounts 20a me ‘as Perfec- f.o.b. Chicago: cattle or hog wire, $3.75 per 100 Ib.; 

tion - silfea = Bread Pans.—No. 212, $7.20 dozen; 80 rod spool of galvanized hog wire, 

NESC ~ No. 214, $12 dozen. $3.25 per spool. Polished fence 

N O ooo 2 fermer eq nA New Handled Casseroles.—hound, staple S, $3.50 per 100 Ib. Wire cloth, 

ee ee eaeee tet No. 622, $12 doz.; No. 623, $14 doz.; black, 12-mesh, $1.65 per 100 sq. ft.; 

No. 213 3 son weonenhll bbe Oval, No. 632, $12 doz.; No. 633, $14 galvanized, 12-mesh, $1.95 per 100 sq. 

No aa 4 oe mar eh * OR 00 doz.; Shallow Oval, No. 642, $12 doz.; ft.; bronze, 14-mesh, $5.75 per 100 sq. 

No. 215 5 ota oy nore" 20 Fa No. 643, $14 doz. ft. Galvanized poultry netting: Gal- 

No. a. ni oe ait per -oseoe Ties Pie Plates.—No. 208, $6 doz.: No. vanized before made, 57%-5 per cent 

No. 1103 hinh shelf mn ly ° Bea 209, $7.20 doz. discount; galvanized after made, 

No. 1104 high wee pene aioe en Tea Pots.—2-cup, $21 doz.; 4-cup, 52%-5 per cent discount. 

‘ an eee? ee $24 doz.; 6-cup, $28 doz. : . , : 
gy lenge mn eS ee Utility Pans.—No. 231, $8 doz.; No. WRENCHES.—The demand is satis- 
Ss e Lmmered Stove 929 « ° 

and eplash backs: , 32, $14 doz. factory and prices are firm. 

No. 233 3 burners. . Sous nie $35.50 PREPARED ROOFING. — Prices are . We quote from jobbers’ stocks. 
oO. I i, as 5 : _> = Sal = .o.b. Chicago: Agricultural wrenches, 
Nesco dealers’ discount, 30 and 5 without change and there is a brisk de 60-10 per cent discount. Coes’ 

per cent. . mand. wrenches, 40-10 per cent discount; 

Oil Ranges We quote from jobbers’ stocks, y+ nome Denny 50-10 per — 

Nesco Rolo, 5 burners and oven. $90.00 f.o.b. Chicago: Best grade slate sur- Saar Eee en ist; ‘Trimo, 66-1 

Dealers’ discount 30 and 5 per cent faced prepared roofing, $2.30 per DOr CON ESE, 
square; best grade tale surfaced, Snap-on Wrenches. — Radio and 
Ovens $2.65 per square; medium talc sur- Electrical Set, in metal case, $2.75; 

N 211 2. ber —_— ; e9 EN faced, $2 per square: light tale sur- No. 101 Master Service Set, $13.75; 

No’ 911G oes a Set oeee + faced, $1.10 per square; red _ rosin No. 202 Heavy Duty Set, $8. 80; No. 

ae te : gt mass paegd eh sheathing, $57 per ton. he Se —— . No. oy 

. rlass oo» 4S . “rankcase rain ug Soc et, 3.20; 

_ ro 2 burners glass door.. 3 ROPE.—There is a good seasonal de- No. 900 Square Socket Set, $3.70; No. 

Dealers’ discount, on i or more, 39 | and and prices are unchanged. heavy duty ratchet, $27.35. ° All 

and 5 per cent; less than 10, 30 per We quote from jobbers’ stocks, Snap-on Wrenches less 33% per cent 

cent. f.o.b. Chicago: No. 1 manila, stand- discount. 
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Mr ates F jo. Binks ee 
a ees ; 
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The PYREX 
Household Set 
affords the house- 
wife an assort- 
ment of oven- 
ware that she 
will be proud to 
show to her 
neighbors 


The most popular 
numbers of the 
PYREX line are 
contained in the 
PYREX Gift Set 









At John Wanamaker’s, New York City, at- 
tractive display of clean, glistening PYREX 
Ovenware proves a worth-while sales aid 






Moving Day— 
stimulates the buying of *~*PYREX Sets 


EW houses—new furniture— who already use and like PYREX 
new kitchen equipment—these Ovenware. The desire for a more 

are the needs that create bigger op- complete assortment of PYREX 
portunities to sell PYREX Oven- Ovenware provides a good market 
ware during the fall moving season. for individual items of the PYREX 
The PYREX Household Set and nee er dani 

: ets—daesigne O Care [for eC 

PYREX Gift Set appeal to house- baking of all kinds of foods, and offering 
wives who wish to replace cooking the housewife an attractive saving over the 
utensils that are unsightly and hard cost of the individual dishes—permit you to 
to clean. Women welcome this oven-_ make the profit on five dishes in a single sale. 


ware that not only reduces drudgery = prominent displays of PYREX Oven. 
and affords more attractive serving ware in your window or on the counter at 
dishes, but also actually bakes foods this time will prove well worth while. Make 
better. a the Household and Gift Sets your big 
If % \)\ features—their serviceability and 

And another important part of | Hy \ compactness suit them to any kitch- 
the fall trade is among women |{PYREX}) en no matter how big or how small 


OVEN WARE 









' (ORENG CASS WORKS 


CORNING GLASS WORKS 


PYREX Sales Division 
Corning, New York, U. S. A. 


*“T. M. Reg. U. S. Pat. Off. 
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Dover Table Percolator 


Dover Domanco 


A No-Burn-Out percolator. Silvery 
finish on heavy copper. No complicated 
parts, valves or wells. Silk cord. List 
prices, 6-cup, $8.50; 9-cup, $10.00. 


The trade’s big leader in the popular 
priced field. Insured No-Burn- Out. 
Weighs 6% lbs. Complete with two 
deck nickeled stand. List price $5.00. 








Lady Dover 


Utmost beauty and refinement plus Dover No- 
Burn-Out dependability. Larger ironing surface. 
Visible work. On and off switch plug. Weighs 
6% Ibs. Two deck nickeled stand. List price 

$6.75. S he 





You make 
PROFIT 


To make good disp lay » more sales, a On a 3 case assortment or 


any order over $50 net. 


healthy profit, feature these DOVER canst : 
ms roaer to sul yourseii—no 
No-Burn-Out. Appliances This Fall! over-buying necessary! 














Sell a Dover NO-BURN-OUT iron The Dover Sales Policy is permanent 
or percolator and you sell not only an and dependable — impartially protects 
appliance! You also sell insured life- and helps every merchant, large or 
long Gependcamity! Simply tel your small, because he gets extreme dis- 
customers about Dover No-Burn-Out | 

counts on small orders, assuring lower 


Insurance—they'll do the rest! This 
means satisfied customers, increased 
good will—and you get your full, fair tent, protected profit. 


investment, quicker turnover, consis- 


— price, realize your full profit— Order your assortment today. 
m money. 
—_ y Plan now to concentrate on these 

Concentrate on Dover Appliances Dover business getters. The biggest 
and you reduce your stocks and release selling season, the biggest profit oppor- 
idle investment dollars to bring other tustee of ee weer in aleed? Tentruct 
dollars home to roost in your money y y 

your jobber to make you an assorted 


box! You cut out the “grief” ordinary 
irons and percolators bring; you keep 
your customers friendly. 


shipment to fit your wants, with maxi- 
mum profit margin for you. 


THE DOVER MANUFACTURING COMPANY, Dover, Ohio 
World’s Largest Iron Makers Since 1893 
Also makers of Dover Tourist; Bonnie Dover; Dover Automatic; and Dover Pressing and 


Tailor Goose Irons; Dover Electric Soldering and Branding Irons; Dover Electric Appliance 
Cerd and Cord Sets; Dover AsBESTos Sad Irons; etc. 
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Notes of an Itinerant Editor 


Last Week We Published the Notes on Cleveland and Vicinity from One of the 
Hardware Age Editors Who Is Traveling in the Middle West—He Is Now 
Moving Westward Through the Buckeye State—Here’s His Report 
on Tiffin and the Communities En Route 


Hotel Shawn, Tiffin, Ohio, Thursday, Sept. 2, 1926 
RRIVED at Tiffin, Ohio, late last night, wet to 
A the skin and tired. Would have been here 
earlier, but I tarried at Nela Park in Cleveland and 
got a late start. Nela Park is a great place and 
J. W. Dunbar is a good man to see when you go there. 
He gave me some new and interesting ideas on the 
important relation of proper lighting to merchandis- 
ing. He showed me how to get more and better light 
at less cost, how to get the maximum effect of light 
on displays, and also how to employ changing colors 
for effective display, at a low cost. Mr. Dunbar had 
some interesting reports from Lakewood Hardware 
Co., Lakewood, Ohio; Brown Hardware Co., Berea, 
Ohio; Bedford Hardware Co., Bedford, Ohio, and 
Dawson Hardware Co., Kansas City, Mo. Each of 
these stores has recently rearranged the store lights 
or installed new fixtures. In each case better light, 
increased sales volume, less eye strain, more people 
stopping to look at window display, and lower light 
bills were reported. I understand that most local 
lighting companies have facilities to advise mer- 


chants on proper lighting. I’d advise our readers to 
look into this, for it is surely worth while. 

Leaving Nela Park, which is at the extreme east- 
ern end of Cleveland, I drove out along Euclid Ave- 
nue, tooted the horn and waved good-bye to Frank 
Potter, veteran hardware merchant at East 105th 
Street; turned left on to Carnegie Avenue and saw 
H. O. Coe selling a coaster wagon; then around Pub- 
lic Square, over High Level bridge, took a quick 
last look at the factories in the valley and went out 
through Lakewood and Rocky River and Elyria. I 
never saw a town the size of Elyria with so many 
hardware stores on the main street. It was early 
closing day in all of these towns and while I did not 
begrudge the merchants a half holiday I sure would 
have enjoyed short visits with each of them. 

Oberlin is the next town, with its famous college 
buildings and our old friend Miles J. Watson who 
does a big hardware business. Miles was out so I 
took a look at the college and carried on through 
Norwalk, and Clyde into Tiffin. 

School opens next week and although the hardware 
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RADIANT HEATERS 


In this new Line of Kennedy Heaters—Two Things of Heaters. 


Vital Importance to the Dealer: 


An Exclusive Selling Feature—The Solid 


Sheetflame 
Moderate Price—$16 to $25 at Retail 


Kennedy Heating Efficiency: Kennedy Heaters, with the solid 
sheetflame, enable you to sell the highest heating efficiency. 
a prospective purchaser how this solid sheet of flame, clear across 
the front of the heater, heats the glowers with equal incandescence 
from top to bottom——giving a full 100% radiating surface. It 


is a splendid talking point. /¢ sells heaters. 


Kennedy Prices: $16 to $25 at Retail puts Kennedy Heaters 
; | ) 





One of a line of four moderate-priced Kennedy 
Others up to $115 retail. 


Show 





992 (5 Sections) 


492 (4 Sections) 


shay . No. Sections Width Height Depth Ship. Wet 

, ae ~ ba , Oo = ao : , < y Oo “ea " . . 
within reach of everybody—greatly enlarging your market peas - 23” 19%” a” 96 the. 
592 5 26” 19%” 8” 42 Ibs. 


New 1926 Dealer-Help Folder now ready. Ask for a copy; also for my 
special proposition to dealers on the complete Kennedy line (which retails 


trom $16 to $115) 





Finished in Satin Ebony Black Japan, with brass- finished 
wings, fender, columns and legs. 

I put out an interesting publication—KENNEDY-GRAMS 

—with good selling points for merchants and salespeople. 

Shall I send you a copy of this, also? 


The Sheetflame 
1d-Man 


RADIANT HEAT CORPORATION of AMERICA 


25 Wilbur Ave. 


Long Island City, N. Y. 


Tue J. G. WuHitre MANacemMenT Corporation, Operating Managers 
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stores in these towns were closed I noted with pleas- 
ure and interest that practically every hardware win- 
dow featured school note books, pencils, pencil 
sharpeners, school bags, lunch boxes and other timely 
equipment for the children who will soon resume 
their school work. 

Tiffin has five good hardware stores. Business must 
be pretty good up here, as three of the five store 
owners were away on vacation. Crobaugh Hardware 
Co. has increased its cash trade by allowing a 3 
per cent cash discount instead of the usual 2 per cent 
for cash. Stoner and Schwable are pushing electric 
refrigerators, washers, ironers and preserving goods. 
L. D. Creeger’s big farm implement display room is 
being revamped to care for increased business. 

In back of Creeger’s store is a cigar factory where 
they make those good old Seneca Stogies. They 
are so good that Pittsburgh better look well to its 
stogy laurels. (I hope Hugh MacKnight reads this.) 
And say if you are in New York this week, stop in 
at the HARDWARE AGE office and ask Llew S. Soule 
to give you a Tiffin stogy. I sent Llew a box of fifty. 
They won’t last long. If you are interested get around 
early. 

Will have to tell you about Lorain, Ohio, some 
other time. It has been raining too hard to take pic- 
tures and pictures will tell the story better than I 
can. 

Must be on my way to Fostoria and Toledo. 





Use Maps to Build Profits 


EOPLE always like to look at charts and maps 
P recause they look so important, businesslike and 
interesting. And by means of charts and maps it is 
comparatively easy to get over strong business build- 
ing thoughts which could not otherwise be so impres- 
sively conveyed. 

You will find many things about your store which 
could be effectively and interestingly presented by 
means of charts and maps. For instance, why not have 
a map of your city and nearby territory placed in your 
window, and then by means of red-topped pins show 
the location of all the customers to whom you have 
sold goods during the past month. 

Such a stunt would show the wide extent of territory 
from which your trade is drawn and would go far toward 
impressing people with the thought that you have a 
progressive, wide awake store. 

Then in connection with the map, you could use some 
such sales talk as this: 

“The best place in this territory to trade.” 

“Our service extends to all parts of this territory and 
beyond. Distance from our store makes no difference 
in the dependable, valuable service we give you. Trade 
here and be satisfied.” 

This sort of advertising should not only arouse inter- 
est, should also help sell more goods and thereby in- 
crease your profits. 





It is good form to sport a theory, but modern business 
demands man-size shoes and cement walks. 
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—=And here are 
The New Arcade Reversible 


Steel Spindle Dampers 











NNOUNCING to the trade, improved type of Arcade 
Dampers. They are characterized by the same 
excellent material and workmanship that have always 
marked the Arcade line. In addition they feature many 


improvements important to the trade. 





Arcade Damper-Open Spring 


Examine the features which will be found on these new 
Dampers. They respond to the demands of that exacting 
trade for a Damper rendering complete and satisfactory 


service. 





Arcade Damper—Closed Spring 


~——patented reversiblé feature. 

—new method of attaching handle to spindle by special 
weld process. 

—spring and ferrule will not drop off spindle when blade 
is removed. 

—steel spindle, heavily japanned and ground to a sharp, 
long tapered point. 


—nickel plated coil handle, and strong blade with sand 
blast finish, insuring a smooth surface free from grind. 


Arcade Dampers are furnished with open or covered 
springs, and with blade sizes ranging from 3 to 12 inches 
inclusive. We can also furnish steel spindle Dampers 
with wood handles if desired. 


Write us for catalog. Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 
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Builders Hardware Door by Door 


(Continued from page 54) 


For the entrance doors when arranged as suggested 
here a mortise cylinder dead lock (4) should be used 
arranged to be operated by the key from both sides of 
the door. If the entrance is divided into several doors 
each should have a lock but they should be made so 
one key will operate them all, as these doors will likely 
be under the control of the custodian of the building 
the locks should be keyed into the same system with 
any other locks under his control. 

The vestibule doors need no locks. For closing and 
controlling both the outside and the vestibule doors, 
liquid door closers of ample size should be used. Be- 
cause of the drafts which change with the weather the 
closer must have sufficient power both to close the door 
and to prevent its slamming. Sometimes one is re- 
quired and sometimes the other, and the closer should be 
able to deliver whichever is required and at the same 
time not be so over-worked that it will last but a short 
time. To do this it must be of a size that will have a 
reasonable amount of reserve power for emergencies. 
Each maker of door closers gives careful advice as to 
the size closer they think should be used for various 
size doors. I cannot too strongly advise your careful 
study of the manufacturer’s instructions. These have 
been painstakingly compiled from years of experience 
and you cannot do better than to profit by this experi- 


ence. When the doors open out the closers should be 
placed on the inside. This requires the use of brackets 
or special feet which each maker describes in his book 
of instructions. Sometimes it is desirable to use extra 
long arms, but for this and for special adjustments, 
follow carefully the instructions of the maker whose 
closers you are using. 

Usually these doors should be supplied with a heavy 
cast bronze rubber tipped door bumper (5) set at a 
proper location on the floor back of the door. It is well 
to use a bumper with a hook attached so the doors may 
be held open when desired. If the floors are stone, ce- 
ment, or tile the bumpers should be made with heavy 
bolts and expansion nuts to securely hold them in the 
floor. 

The door pulls and push plates for these doors should 
be heavy cast brass or bronze and may very properly 
be of a design corresponding to the architectural deco- 
rations of the building. The pulls may be on plates or 
may have only roses or bases under the ends that fasten 
to the door. They are usually secured to the door by 
through machine screws from the inside of the door, 
the heads being covered by the push plates. The locks 
should be placed above the pulls, and the cylinders 
should be placed through holes cut in the plates. 

Push bars (6) are in some localities used on the 











RINGC2 Bathroom Fixtures can be obtained in 
sets, each piece harmonizing with the other. 
The old idea of miscellaneous fixtures is pass- 
ing in favor of the more pleasing RING@# 
Combinations. 


Waterbury 





New York, 2 Hudson St. 











Why Not Sell Bathroom Fixtures in Sets? 


AMERICAN RING COMPANY 


BRANCH OFFICES: 


San Francisco, 116 New Montgomery St. 





You can sell these combinations with as little 
effort as you would expend to sell a single 
piece. There is more profit in a sale of this 
kind and more satisfaction for the customer. 
Our catalog describes these combinations and 
many individual pieces. Send for your copy. 


Connecticut 








Boston, 170 Summer St. 
Chicago, 29 E. Madison St. 
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push side of these doors. These may be single bars 
or double bars, and should have ends and bases to con- 
form in design to the plates. Sometimes these bars 
are made to be mounted in connection with the push 
plates. This, of course, means special work and the 
plates, bar-ends and bar-bases must be selected with the 
idea of having the finished combination look as though 
they belonged together. 

Kick plates may properly be used to cover the bottom 
rail of the door on the push side. 

The following questions may help to bring out some 
of the principal points :— 

1. Do entrance doors to office buildings open in or 
out? 
What butts should be used? 
Why should these butts be solid bronze or brass? 
When should top and bottom bolts be used? 
What doors should have locks? 
What style of lock should be used? 
What features should be considered regarding the 
door closers to be used? 
Are push bars ever used? 
9. Should the door pulls and push plates be plain or 

ornamental? 


7 > Se 


9° 





k'rom Busses to Busses 


HE marvelous prosperity now experienced by our 
je carriers recalls the fact that economy of time 
was a virtue but little practiced by our ancestors. An 
idea of Seventeenth Century celerity may be gained 
from the fact that in 1609 to send a letter in England 
from York to Oxford and obtain a reply required 
month. When busses were introduced it was declared 
they would ruin the country as a jog of four miles an 
hour was normal transit, “without jolting men’s bodies 
or hurrying them along.” The new stage-coaches were 
condemned by the towns because they would enable Lon- 
don to capture all the trade. It took two days from 
London to Cambridge—57 miles. All traveling was by 
daylight. Night journeys were not introduced until 
1740. <A trip by coach from Edinburgh to London in 
1750 was planned months in advance, a lawyer con- 
sulted and a will made. It was not embarked upon 
lightlwe The roads were almost impassable and danger- 
ous. It was in 1658 the first stage-coach between 
London and Edinburgh was established. In 1662 there 
were only six stage-coaches in all England. In 1798 
the mail left London for Shrewsbury—162 miles—and 
took twenty-seven hours for the run. Then the era of 
railways dawned. The first was opened to the public 
in 1830. It was between Liverpool and Manchester. 
Of the thirty coaches that had plied between the two 
towns, all save a single one went off the road soon 
afterward. Even in 1844 it took, from Euston to Liver- 
pool—200 miles—eleven hours. The highways now 
developed for automobiling encourage the return to 
busses in direct competition with the railroads that 
one hundred years ago eliminated them. A qucer and 





interesting evolution. 
“The world moves yet but fleeter to its goal.” 
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Now a Sandpaper 
as Good as Clover 


Grinding Compound {: 


5 
More than that a Sandpaper that is a Ms 
profitable line to carry. Put up in atten- , 


ft. > 
tion-gettting, colored packages that will eae 
be noticed way across the store and Bees 
greatly increase your sales. Ba 

aie 
CLOVER Brand Flint Sandpaper is Neat 
made and put up by a company with ey ae 
twenty years’ experience in the abrasive Fue 
field and is “As good as CLOVER Ni 
Grinding Compound.” rare 
With an earnest desire to improve the ee 
quality of sandpaper we use an excep- ars, 
tionally high grade of flint. This tough es, 
crystal flint cuts rapidly into the wood tata 
and enables the user to accomplish much ba 


more work in a given time than is the 
case with common sandpaper. 


| CLOVER MFG. CO. 


110 Main St. 
Norwalk, Conn., U. S. A: 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 
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The Ream 
unit package 
for large 
users. Can 
be reshipped 
without re- 
packing. 


Fight grades, 
No. 2-0 to 
No. 3 Stand- 
ard 9” x11” 
and 8%,” x 
10'7,” sheets. 





Clover Dealers Get Clover Business 
Service Free 
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“Pistol 
Grip”, 
Saw Set 
with ai 
Oscillating | 
Plunger z No. 695 








Patented 
The only saw set April 8, 1924 
having an  oscilla- 
ting plunger which 
enables the user to 
set the p!unger to 
the pitch of the 
tooth so that when setting a saw, the plunger comes in 
contact with the tooth at the proper angle and does not 
inetrfere with any other either ahead or back of the one 
being set. It is, therefore, the only Saw Set which makes 
it possible to set the teeth on both sides alike, clearing 
the saw equally on both sides and preventing it from cut- 
ting or running to one side. 

Packed one in a box with direction sheet and sold only 
through trade channels by dealers. Write Dept. C. 





Manufactured by 


E. C. STEARNS & COMPANY 
Established 1864 SYRACUSE, N. Y., U. S. A. 
Sales Representatives 
W. R. VOORHEES & CO., 417 Market St., San Francisco 
THOMAS A. TROY, 150-152 Chambers St., New York 


Canadian Representative 
GEORGE J. B. RAMSDEN, St. Thomas, Ont. 














NORTON 


All meshes, all widths, 
painted or galvanized. 
Painstaking care makes 
our Screen Cloth wear. 


SCREEN CLOTH 


“Established 52 Years” 
Norton Iron Works, Ashland, Ky. 
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KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicage 
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Rivers, Union Square and 
Food 


(Continued from page 59) 





He tells me that new shoes are the most difficult 
to shine. What he likes best are a pair of medium old 
shoes without any mud on them. He actually loses 
money on some shines because the shoes are so muddy 
that it takes him a long time to clean them before he 
gets down to the leather, but other shoes, so he says, 
are easy and he guesses the average is all right. I have 
my eye on this boy. There is a moral in this true, 
simple little story. Do you get it? 


* * * 


As this article seems to be along the lines of eating, 
I herewith reproduce another poem sent to me by a 
friend that speaks for itself: 


“In serried rows the diners sat, 
Engaged in mastication, 

And when the food had been consumed, 
They sat in trepidation. 

‘Please come to order, gentlemen!” 
The chairman said politely; 

And then he said, with lifted voice, 
In effort to be sprightly: 


‘I introduce an orator 
Who needs no introduction; 
He’ll tell us things already known 
To you without instruction.’ 


Up rose the so distinguished guest 
And spoke in way discursive 

Of politics and things of state 
And tendencies subversive; 


Of trade’s vicissitudes and booms, 
Why living is expensive; 

And all the while the diners sat 
In sadness, looking pensive. 


The moral of this slender tale 

‘ Is quaint and quite elusive; 

Although they clapped the orator, 
They felt at heart abusive. 


Why men leave homes and firesides 

To suffer after eating, «a 
Philosophers have not explained 

To sorrow’s sad entreating!” 























The salesman who cannot keep his selling argument 
warm without using the blanket of guarantees is a 
salesman in name only. 





Do the men who depend upon you for sales informa- 
tion hear methods for making business better, or do they 
hear only growls about what it has been during the 
last year? Is their daily business diet one of encourage- 
ment or of kicks? Are they fitted to fight or primed to 
retreat? 





There are several angles to every question, but they 
are not all right angles. 
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Have You Ever Analyzed 
Your Trade? 


‘J OW many out of 100 customers visiting your store 
are old customers? 

Couldn’t you find the basis for an interesting adver- 
tisement in such an analysis of 100 customers? 

Such an ad might read: 

“We analyzed 100 of our customers. 

“Of this 100 we found that eighty-five were old 
customers— 

“Ten were new customers who had come to the store 
by reason of the praise given our establishment by the 
old customers, and 

“Five were new customers who were brought to our 
store by our advertising. 

“‘Also we found that in the 100 customers there were 
sixteen from out-of-town, of whom fourteen were old 
eustomers and two were new customers brought to our 
store by word-of-mouth advertising given our store by 
our old customers. 

“We feel that the strongest asset this business has 
is the high standard it holds with all people who have 
traded here. 

“It seems as though once we make a new patron we 
also make an old patron, or all patrons continue trading 
with us once they start.” 


Why Not a Hardware Style Show? 
\ \ | OMEN’S wear stores have style shows and get a 





lot of business from such shows. So why couldn’t 
hardware stores also put on style shows and boost busi- 
ness thereby? 

Styles in hardware nowadays are different from what 
they were years ago. Consider hardware for the home, 
for instance. Think what an interesting window dis- 
play you could make by showing present-day house hard- 
ware in your show window alongside of house hardware 
of years ago. And consider how interesting you could 
make a comparison of present-day styles in tools with 
the styles in tools of by-gone years. 

Stage a hardware style show in your store. Have 
comparisons in your show window of present-day and 
old-time hardware styles and continue these comparisons 
inside your store. Then invite everyone in the city to 
come and see them. 

This sort of thing would be sure to get a lot of atten- 
tion and would therefore be sure to help your sales. 





A book account is at best but a reference record of 
goods that have gone out without leaving a cash sub- 
stitute. 





Today is the day to do what you have planned for 
tomorrow, and what you forgot to do yesterday. 





The longer a bill stands the more difficult it is to 
collect, and the more irritated the customer becomes at 
a request for payment. 
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Winslow’s Roller Skates 


The ever increasing list of jobbers and retailers 
carrying Winslow’s Skates is a sure indication of 
the merchandise value of this long-established 
product. 


Winslow’s Roller Skates are up-to-the-minute 
in design. It has always been our policy to pro- 
duce the highest quality in materials and work- 
manship. 


These three factors, design, material and work- 
manship are responsible for the continued popu- 
larity of Winslow’s Skates everywhere. You can 
share the seventy years of leadership occupied by 
this company. 


Ice and Roller Skates Catalogs gladly sent upon request. 


The Samuel Winslow Skate Mfg. Co. 
Worcester, Mass. 


New York Office, Sales and Stock Room, 34 Warren St. 

Pacific Coast Sales Agent, Phil B. Bekeart Co., 717 Market St., San 
Francisco. 

Southern Representative, Henry Keidel & Co., Inc., 405 W. Redwood St., 
Baltimore. 


WINSLOW'S 











Style N 


CAROLUS CUTTERS 


The Style N is the regular Bolt Cutter with the added Ena 
Cut, and also the Nut Splitter, making a 3 in 1 Tool. You 
can also obtain Carolus Cutters in Style A, Straight Cut; also 
Style B, Straight and End Cut. Steel Plates hold Jaws rigid. 
Made in SIX SIZES and THREE STYLES. Why not Buy 
the Best Time-Saving Tools? 

If your Jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, IIl. 
Sales Representatives—Surpless, Dunn & Co. 


NEW YORK, CHICAGO 














PAINE STOVE BOLTS 


109 











As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish. 

Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 
No charge. 














THE PAINE COMPANY 








2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 
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Vollrath Announces Line of Silver Gray Ware 


The Vollrath Co. of Sheboygan, Wis., | cooked foods, 


is now offering a line of highly polished 


and 
i “7 . . . 
Every utensil is covered with a hard 


cast iron hollow ware called Silvery | lacquer that does not rub off in han- 


Gray Ware. The line consists of ten 
sizes of skillets, maslin kettles in five 


dling. It protects the finish and pre- 





vents rusting. 














sizes, bakers in four sizes and three 
sizes of round griddles. This wide 


range of sizes will permit most every 
housewife to choose utensils most suit- 
able for family needs. 

Because of a special process Silvery 
Gray Ware given an extremely 
smooth, hard, highly polished surface 
which is easy to keep clean. It does 
not absorb nor retain the odors of 


is 


New Black & Decker 
Portable Dril! 


Equipped with a pistol grip and 
trigger switch which has been im- 
proved by the use of a two-pole switch, 
the Black and Decker Mfg. Co., Tow- 
son, Md., has placed on the market u 
portable electric drill, of 5¢-in. capacity 
and special ball bearings. 

It is light in weight 
designed so that it can satisfactorily 





high speed 
ve-in. 


steel] 


carbon 
steel bits for drilling holes up to 
in steel or as high as 2-in. in wood. 
It is also adaptable for use with spring 
expanded cvlinder hones. 


use either or 


A patented chuck key holder has 
been built integral with the breast 
plate, thus insuring the key to always 
be with the drill. This new drill comes 
complete with combination spade 
handle and breast plate, three-jaw 
geared nut chuck for straight shank 
drills up to 5¢-in., 15 ft. duplex electric 


cable, attachment plug and detachable 
side handle. 


It weighs 17% Ib. 





pors. 


The baker covers fit tightly which 
prevents the escape of steam and va- 
The top of the cover curves 


downward toward the center so as 


' to 


and drops on the roast. 


permit the self basting feature. 





is rust resisting. | 
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| Stanley Works Announces Set 


| of Fourteen Plans 


| In order to aid the hardware mer- 
chant in the sale of woodworking tools 
and equipment, the Stanley Works, 
New Britain, Conn., is offering the 
trade a set of fourteen Stanley Plans, 
containing complete information on the 
materials needed and directions for 
making a series of items, such as book 
and pipe racks, flower pot and candle 
holders, dog houses, tool chests, etc., 
as well as a list of tools necessary to 
do the work. These plans have been 
carefully laid out, with numerous il- 
lustrations designed to make the work 
of building the various objects easy. 
The plans have been grouped into an 
assortment, known as Assortment K, 
which has been especially made up for 
hardware store display. It includes an 











attractive display card with three re- 
ceptacles, each holding a set of the 
Stanley Plans. The display card is 


The vapor rises to the cover, condenses, | printed in three colors on heavy card- 


There are no | hoard and measures 17% in. wide by 


|' projections on the cover to make it | 20% in. high. 


| market 


and has been | 








difficult to clean. 


Bakers are furnished with trivets. | 





Brown and Sharpe Offers 
Handy Block and Clamp 


Mfg. Co., 


Brown and Sharpe 


The 


manufacturer of machinery and tools, | 
| Providence, 


R. I., has placed on the 
its Handy Block and Clamp 
No. 751, adapted to many uses in ga- 
rage, shop or home. It can be used 
for a V block and clamp, anvil or vise. 

The Handy 
holding small circular or flat pieces 
while being milled, ground or drilled. 
Bent rods and flat stock are quickly 
straightened with the Handy Block, 





for the 


small 
are filed or center-punched | 


and small pieces—too 
bench vise 


with ease. 


It has a capacity up to one inch in | 


round stock and will accommodate flat 
stock up to % by 1% in. Its length 


is 3 in., height 1% in., and width 2 in. 


Block and Clamp is a | 
sturdy tool that is especially useful in | 


! Make your own Flower Box 


Sets of these plans have already 
'been sent to 4000 manual training de- 
partments in the _ publig schools 








Book Rack 
Dog House 





Slehtm@er. bemetsheameal. 
| Stanley 
Plans 

















THERE Apt STANLEY PLANS FOR MAKING 
Ren we! Seok Ra ted Taber Lome Par net Rent Remem Deters — tewting thom 
Per we. (andle Yow Meme Metder Panne ln, Aviomotle Par te 0 Deg Mower 
Pen te} Pepe Rare... Beecher Shelf Plan 7 Scone ren toll Book . Magerine “tand 
Pian te Fleer Ree fern eand = Planta Sener Gong ~ ( hunes Pree te 5° Meme we maine @ somal’ Ted Onest 
Hew to make » large Toot Chest Pen NeS!/ Mew Wort Rewch } 
throughout the country. They were 
sent out at the request of manual 


training instructors who plan to use 
them as a basis for work in their ad- 
vanced manual training courses. 
| instructors to 
are 


The 
whom plans are sent 


encouraging their pupils to do 


manual training work at home and are 


suggesting that they acquire sets of 


the plans at their local hardware stores. 


The display card and plans, occupy- 


_ing a prominent place in the tool de- 
partment should suggest not only the 


| the 


sale of Stanley tools but of most of 
woodworking tools stocked and 


sold in the average retail hardware 


' store, as well. 


| 


i 


| 


The initial cost of the entire assort- 
ment, including 42 plans is $2.50. On 
reorders the plans, which sell at 10 


cents, cost 7 cents each. 
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A salesman you put 
on your counter—nol 
on your payroll 


NE way to seli a man is to tell him. 
A better way is to show him. 
And the construction of a TYROD hammer 
is worth showing. That’s why we loan our 
dealers the display cabinet illustrated 
above. 


It’s a complete TYROD exhibit. Tells 
the story instantly by showing the hammer 
in cross section with the features of its con- 
struction (including the famous backbone ) 


labeled on the glass. 


Made with a durable 
mahogany finish, the 
cabinet is beautiful 
and compact. It sells 
TYROD hammers 
while you’re waiting 
on another customer. 


TAKE ADVANTAGE 
OF THIS FREE OF- 
FER. Write today for 
descriptive folder and 
price list and learn 
how you can make 
TYRODS the fastest 
selling tools you ever 
handled. 





American Hammer Corporation 
715 East 138th St., New York 


Western Sales Office 
615 W. Washington St., Los Angeles, Cal. 


TYROD 


the hammer with a backbone 














“Tangled Again!” 





“Every time I get going good on a piece of 
rush work— 

“Tangled, snarled, knotted and twisted— 
“Those washers get all messed up again. 
“Why in heck doesn’t somebody invent a lock 
washer that cannot be tangled?” 


na 
- 





Somebody did. 
And the name of the lock washer that no 
man can tangle is SHAKEPROOF. 


When you use it, you need no girls to waste 
time and money untangling old style washers. 
With Shakeproof on the work bench, opera- 
tors are never slowed up. 

Shakeproof Lock Washers are making good 
in hundreds of different lines of manufac- 
ture. 

They cannot be tangled; they are shake and 
spread proof. And the one best way to 
really know them is to answer this ad—and 
ask for ample quantity of free shop test 
samples. 


Here are the styles of Shakeproof—in sizes up to 1%: 
_ 
4 
X 
Type 11 Type 12 


15 


External Internal Type 
Counteraunk 


Cam 


Type 20 
Locking Wire Terminal 





Shakeproof Lock Washer Company 


Incorporated 
2505 North Keeler Ave. Chicago, Il. 
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Allsteel Shelving for 
Hardware Stocks 


IGHT, strong, fire-resistant — quickly 
erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 
Allsteel Shelving makes the finding and placing 
of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The 
Allsteel mark on the shelving you buy is a guaran- 
tee that you’ve made a permanent investment. 


Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 
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Office Equipment 
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sameamam Attach this coupon te your firm letterhead senaeeees 


The General Fireproofing Co., Youngstown, Ohio 
Please send me without obligation a copy of yeur book “Saving with 
Shelving.” 
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“ACMES” Are Easy to 
Sell and Easy to Use 


Who wants the old-style caster when they 
can have ““ACMES”? 

“ACMES” are ball-bearing casters. They 
roll along smoothly, easily, quietly without 
the slightest effort. The next time a cus- 
tomer asks tor casters, demonstrate 
“ACMES.” Roll ’em on the counter or in 
the palm of your hand. Show the smooth, 
ball-bearing action and the sale is made. 
There is a generous profit. The customer 
is pleased with the result. Satisfactory 
caster service means resales and recom- 
mendations. “ACMES” alwavs add_ to 
profits. 





CASTERS 


Put your caster business on an up-to-date 
basis. Sell “ACMES” instead of the old- 
style caster which is as stubborn as an army 
mule. Difficult to turn; difficult to sell. 
Kumples rugs and mars the floor. 





Your Jobber Sells ‘‘ACMES’’ 
Send for Catalog and Sample 


THE SCHATZ MFG. CO. 
Poughkeepsie, New York 


AGENTS 
J. C. McCarty & Co. 
29 Murray St., New York City 
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“Roll Along On Acmes™ 
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. lt is a door check and hinge combined. 


. It closes the door gently and quietly. 


“Se we = 


. It stops door at center, thereby prolonging 
life of hinge. 


4. All mechanism is constantly working in a 
non-freezing liquid in case beneath floor. 


. Perfect alignment can be obtained by 
merely loosening the «crew on one side of 


wa 





BALL VALVE 
MARDENED ROLLER PISTON 


The “SHELBY” Checking Floor Hinge 


LOOR LIne 






Some Striking Advantages of This Double Acting Hinge: 


the door and tightening the one on the 
opposite side. 


6. Closing speed of the door is regulated by 


needle valve extending through floor plate. 


. lt has positive hold-open feature; can also 


be furnished non-hold-open or hold-open 
on one side only. 


. Equipped with specially designed pivot 


and socket. 





Manufactured by 


The Shelby Spring Hinge Co., Shelby, Ohio 


Coast Representatives 


Los Angeles, Calif. D. L. Herman, Seattle, Wash. 


Pond Hdw. Specialty Co., 
























Power 
Pumps are serving thousands of 
satisfied users in every walk of 


Myers Self - Oiling 


MYERS 


Self Oiling Bulldozer 





life. Industrial, commercial, 
mining and agricultural activi- 
ties employ them to pump cold 
and hot water, oil and other 
liquids. Homes without num- 
ber depend on them for their 
daily water supply. And the 
range of styles and sizes in 
which this modern line is now 
built permits of this wide and 
successful distribution through 
dealers, here, there and every- 
where. 











Your copy of our new 
Catalog, No. S027, is 
ready. May we 
to you by return mail? 


send it 








OTHER 
MYERS 
PRODUCTS 






THe F.E. MYERS & BRO.co 


HAY TOOL 
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TOOL Wonne 


DOOR HANGERS 


PUMPS FOR, 
STORE LADDERS Etc. 


EVERY PURPOSE 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 

1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 

2. How are they made—that is, are the details 
of manufacture such as to insure the best results 7 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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COMPANY 
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BOSTON 











TUBULAR RIVET & STUD 
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e 
7 YOU TELL 


THE DEALER 
HOW WELL 

YOUR PAINT 
COVERS ~~” 


Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 


Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 








for. 
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No. 4940—Combination Padlock 


This combination padlock does its duty thor- 
oughly——for entrance one must know the com- 
bination. 

No. 4940— 


Click or dial combination. 
Ikquipped with a “throw off’? which automatically 
throws off the combination when the shackle is closed, 


Hinge made {or par- 
tic U af USE with CVCLlY securely locking it. To re-open, the combination must 
° . be set. 
door that SWINES 88 2 inch. Self locking. Nickel plated knob and dial, 
Spring shackle. Capable of 1000 combinations. 


buildings large a small: ag as A 


RIFFIN pose 


, , > 
Manufacturing Co scemvessreron 26 Warren St., New York gee mee careen 
E Al E. P N N S Y LVA N IA Branches—521 Commerce St., Philadelphia, Pa. 


yanch Offices_, 177-179 N. Franklin St., Chicago, Il. 
45 WARREN ST. NEW YORK 114 Bedford Street, Boston, Mass. 
74 W. LAKE ST. CHICAGO Works at Terryville, Connecticut 
28 BINFORD ST. BOSTON 


eve isa CAIFFIN 
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Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Eagle Lock Co. 
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FEDERAL ABRASIVE WORKS, Inc. 


MAIN OFFICE AND WORKS 
WESTFIELD, MASS. 





Manufacturers of 


Flint, Garnet, Emery, Alabrase and Silabrase Paper and Cloth. Sheets, rolls, discs and boxes. 


NEW YORK OFFICE 
42 West Broadway 


HARMON & DIXON, AGENTS 























“Derby Pulthru”’ 


PETER PyOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, III. 





Boller Mop Wringers Suit 


Every Requirement 


There is a Boller Mop Wringer for every 
need—for the small home and for the office 
building. These nationally advertised wring- 
ers are known everywhere for their quality 
and ease of operation. 


There is a good profit in the Boller Line. 
Every buyer of a mop is a good prospect for 
a Boller Wringer—“The Wringer That Saves 
the Mop.” Your Jobber can supply you. 





No. 9 Challenge 











A REEL SALESMAN 


IRFS Genuine 

Home Comfort 
Weatherstrip comes in 
continuous lengths of 
500 or 1000 feet, con- 
veniently wound == on 
display reels. You cut 
off the exact footage 
your customer requires 
—No left-over ends to 
lessen _ profits. The 
combination reel and 
display stand is_ fur- 
nished free with your 
first order for 500 feet 
or more. Stand is 10 x 
14 x 20 inches high, 
with compartments 


containing packaged, rust-proof, 





enameled tacks and in- 


struction folders. Put one on your counter and see it sell! 


Wirfs Genuine Home Comfort Weatherstrip is a flexible, 
resilient strip, covered with a rubberized material that will 
last for years. When applied to doors and windows it 
forms a contact that is weathertight, windproof, water- 
proof, noiseless and adjustable to uneven surfaces. Order 
through your jobber or direct, giving jobber’s name. 








Home C 
WEATHERSTRIP 


PATENTED 


OMFORT 


Trade mark Reg. U. S. Pat. Office 
E. J. WIRFS ORGANIZATION 


128 Soutn 17TH St. Sole Manufacturer and Patentee St. Louis, Mo. 























Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., 





Rome, N. Y. 
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Wood 
Screws 








Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 
Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., oe Francisco, Los Angeles, Seattle 


G. M. Baird & Co., Memphis, Tenn. 
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Perfeer 












To Customers Who Leave It 
To Your Judgment ~~ 









When it is left for you to decide—you become not the LINE ny AYIA 
66° ” “ : ' . . ‘Uj th j Aptis 
judge’”’—but the Defendant! It is your trial, so to speak, Mani 

; WIDE | 
and “‘Pertect” is a Character Witness. IRE L 






NYKOLITE | 
3) 





You will not only make a sale. Your decision will 
bear weight. When a customer says, “I'll leave it to vou 
to send the best,” he is going to tell his neighbors all about 
the merits of his selection. Even if you did send ‘Per 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 









Your Jobber Carries “Perfect.” 


ST UTIL LULU 


LUDLOW-SAYLOR WIRE CO. 





St. Louis, Mo. 





GAME} 44 NLU 
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IT’S NEW—IT’S 
DIFFERENT 
ITS A 
REAL BUSINESS 
BUILDER 


Applied to Shelf or. LOCKS 
Overlapping Door. OPENS 


“LATCH Ci 


A New Push Catch 


A slight pressure on button and 
door opens, a gentle push and door 
is securely latched. 

A quality article—made of solid 
brass throughout, with wide variety 
of handsome finishes. 


Your Jobber Will Supply You 


Manufactured by Rite Hardware 
Company 
125 W. Washington St. 
Los Angeles, Calif. 











Showing Strike 
Mortised. 





Applied to Rabetted 
oor. 
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Attractive Stores at Low Cost 


Any hardware dealer 
may now have an attrac- 
tive store on a moderate 
outlay. 


GREEN’S 


Improved . 
Stock Boxes 


have all the advantages of 
the best fixtures at a frac- 
tion of the cost. 


Easily and quickly installed in your own shelving. 





Made in an 
assortment of 
sizes to fit 
every hard- 
ware need. 


Write for 
new illus- 
trated price 
list. 


THE GREEN COMPANY 


Sales Office, Fisk Bldg., 250 W. 57th St., New York 
Factory—Bellows Falls, Vt. 




















300% Gain in Trade 





View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of roty Goods for vn oe story. Heller 

urpment y an important part you are seri- 
ie interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 vag"st! New York City 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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Peerless Honeycomb Radiators for Ford Cars. 

For all models from 1917 to 1926 inclusive. 

The leading Ford replacement radiator. Espe- 

cially good for trucks. More cooling area and 

bigger water capacity. Don’t boil; won't freeze 

and burst 

© other line of Ford replacements 

enjoys the popularity of the Peerless 
line. Highest quality at popular prices 
have made them leaders in this field. 

Ask your jobber or write direct 
The CORCORAN Mfg. Co. 


4903 Section Ave., Cincinnati, O. 
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PRODUCTS 


FOR FORD CARS 


1926 Passenger Car Fenders and No. 7 Commercial Fenders for Model T 
Chassis When Converted Into Truck, New Ready. 
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With the 
STRENGTH 


and 


DURABILITY 


of a 


WHALE 


L 
HOLTITE 


(Reg. U. S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 


Send for Samples 











New Bedford, Mass.,U.S.A. 


CONTINENTAL 
WOOD SCREW CO. 








ANCHOR cfs BRAND 






Warranted 
Enclosed for 
bears Five Years 


No. 7815 Guarantee-Ball Bearing 


Makes Laundry Work Easier 


Made to wring two ways. For use on square tubs, but 
will fit round tubs and washing machines. 


Wringers sell well this month and it will pay you to 
buy and feature them. We make many styles. Write 
for catalog and new price list. 


LOVELL MANUFACTURING CO. 
ERIE, PA. 
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Better 
Machine Screws 


for the 


Hardware Trade 


HARVEY HUBBELL& 


MACHINE gm SCREWS 
BRIDGEPORT CONN. U.S.A. 


EW YORK. #.¥. 
30 GABBY ceurer 
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Z=Mkem, ‘BUILDERS’ 
~ build Profits 


for ‘You 











Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils, 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
JHARD lead under our trade 
number 659. 
Send for samples and prices. 






SV atS0eM viivaseverin USA. 
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Growing demand for 








Noe. 1111—6 inches Wide Heel Cat Back 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "Pa" 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 











DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Pe cemcp 


4” Diam. with Eye 7%” Inside 
+n,” " ; , Vn” - 
4,” 13%” 

a ee sé *é YA” ee 


Quick Shipment 





Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 





Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Meaufactusess” Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

; Mail Order Houses handling hardware and housefurnish- 
ngs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
jesue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified List of great velue nm 
“‘checking’’ their retell prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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STORE LADDERS 


Insure perfect shelf service for any line of merchandise. 
tread steps, properly spaced, with convenient full 

length handholds on both sides of ladder permit mounting 
or descending with ease. Both hands free to remove or 
stock without danger of falling. Cushioned Tired 
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replace 

Trolley and Truck Wheels eliminate noise and prevent 

vibration. Erection as simple as A, B, C. Utilize 

small space. Make top shelves safely available rat 

for stock purposes. One style--neat of 2 8 Q>- 
AND. 
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Breve) for lite full Name 


Russell Jennings 


stamped On ‘aite round Of oul 


Auger Bits 


-_ ; al = ) 
[he original doubie twist auger bit, patented by 


Mr Kus ell Jenning in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





BOSTON, MASS. 
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The “Premier 
Ball-bearing—Adjustable Tension 
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Type 4001 


Quality and Economy Combined 


The “Premier” is a high grade hinge in every respect 
and is so simple to apply that considerable economy is 
the natural result. The only mortising required is for 
the removal of one rectangular piece at the corner of 
the door. 

The compression spring is made of the best tempered 
steel flat wire. It is well recognized that a compression 
spring has greater durability and efficiency when made 
of flat wire, which is a characteristic of this hinge. The 
tension is adjustable. 


~-(CHICAGO)— 
SPRING HINGES 


Look for the Trade Mark 








Chicago Spring Hinge Company. 


5. C. MeCARTYT & CO. ccccccccces 29 Murray Street, New York 
CHICAGO NEW YORK JOHN H. GRAHAM & CO......... 113-Chambers St., New York 
U. S. A. FENWICK FRERES............ 8 Rue de Rocroy, Paris, France 








SOCKETS 
Vs. a 
COES WRENCH 


HHow many sockets does a 
motorist carry in his kit? 
Probably from five to fifteen. 
Many motorists don’t know 
that a 10% COES  Steel- 
Handle Wrench will fit everv 
nut on a FORD car and most 
nuts on other cars and master 
them all. 


Telling them usually results 
in sales. They’d rather buy 
one COES wrench than a kit 
of sockets. 





% 





Your Jobber will supply you. 


Coes Wrench Co. 


“In business since 1841” 





See : 
Worcester Sa jor Mass. 
(atalof ee 
in | G@talo 


Selling Agents 











thirty-five years. 








Listen to This 


For seven successive seasons the 


CROWN TREE HOLDER 


has broken all previous sales records. 
In other words, sales in this period have increased over 428%, 
to say nothing of the very successful sale it already had over 


A very attractive three-color show-card is packed in each case. Put this in your window 
or on the counter, with a few sample holders and they’ll sell themselves. 
Will you continue to pass up these worth-while profits to your neighbor dealer in the 


best season of the year? We hope not. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 


Better order in time—now. 
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FORSTNER BITS 





THE PROGRESSIVE MFG.CO.~ - 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


TORRINGTON, CONN., U.S.A. 








Signs That Turn Lookers into Buyers 


“Seeing is buying”’ 
when you have the 
right goods, price 
them right, and get 
quick attention to 
them with attractive 
signs of all kinds. 
The best outfit for 
lettering such signs 
is a National Show 
Card Writer. 

Any clerk can use 
it. It costs little, 















does good work 
and soon pays for 
itself. 

Send for Folder. 
1602 University Ave. 








National Sign Stencil Co. St. Paul Minn. 








Pacific Coast Office——2086 Chotiner Bldg... Los Ance'es, Cal. 
Se - 











WE SPECIALIZE IN ALL KINDS 
OF SPECIAL WIRE GOODS 
MADE TO ORDER 


Also Manufacturers of Bright Iron and 
Brass Wire Goods 


M. S. BROOKS & SONS 





CHESTER, CONN. 











RANITE STATE 
LAWN MOWERS 


are good merchandise to carry from 
a sales standpoint—and A-! value 
from the users viewpoint. 


You'll like them. 


; eee a 
Granite State of ees 
Mowing Machine Company A\ 2) @ 





P ) BRUSH-NU COMPANY , vy] 


Precept MARYLAND 





Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Ill. 
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Send for our new Catalog of 


Granite Cutting Tools 
Trow & Holden Co., Barre, Vt. 








Carpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 














Plain or enameled in 


STRATTO r— 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Btc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


SCYTHES and AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 
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Osborne High Grade Punches 


Arch Punches 


Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 


Belt Punches 
Spring Punches 


Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 


finest quality of materials. 
We stand back of every tool we make. Try us. 
Write for Catalo 


Ww 
C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 




















Company 


Chicago, New York, Boston 
Denver, Birminghem, Dallas 


: &. Steel Products Co. 


American Steel & Wire 


IRE : Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 
BANNER STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 











Protection 


In our ILCO No. 202 
Night Latch the Bolt 
and In- 
side Knob 
are dead- 
locked when key is turned once backwards. 
Bolt cannot be forced back or 

(See ae 






lock opened from inside by the 
knob. This Patented Feature 
makes many sales. Can also be 
used as ordinary night latch. 
Send for New Catalog No. 7 


qi) INDEPENDENT JOCKCO,d® 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 


Gtalog "Sr Bayes 


T atalog 











IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake &t.; 
Ben Francisco, 717 Market St; New Orleans, La., 626 Pine &.; 
Ogden, Utah, 2827 Grant Ave. 











of QUALITY 


The SIGN 


Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., sic ill. 





“GEM” apsustaste 
REGISTER 
SHIELDS 








peg 





It’s easy to interest 
neat,thrifty housewives in ‘‘Gem’’ Shields, 
as they protect walls and ceilings. Fit all 
size registers. Floor Shield re- 
tailsat $'.50; Wall Shield, at 75c. 












1140 BROADWAY. NEW YORK,NY. 
BUY FROM YOUR JOBBER 








American Can Company 


CHICAGO 


NEW YORK SAN FRANCISCO 







Cans for all Licommoned 
metal displays 
———— and signs. 











Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 










ALLEN Safety Set Screws 


—e Extra Strength over broached hollow screws 
e only other kind made By a tented 
process we increase density of the steel 
around the socket-holes, so that even the smaller 
sizes will stnad _ the strain the best made 
wrench can a The Allen process makes 
Goo, perfectly formed socket- vry chips in 

bottom e entire length of the ie 
utilized lg a. solid ~ 9 at the i Se pee or depth of socket 
for the wrench. All sizes to 1% in.; any 
length, point or thread. ‘Aleo yo aN Head Cap Screws, Tap 
Extensions and Socket bed sang Sets. Dealers: Write for 
catalogue and sales proposi 


The ALLEN MFG. CO. tantrorp. Conn: 
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WANTED REPRESENTATIVES 
T 


























Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacitic Mxposition 


Good profit. 





















qHE STEWART | RON Works Co. Name and design trade marks registered U. 8. Pat. Of. 
008 @ramear Qaace CINCINNATI. OHIO ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Send a 
BARROWS | |S" gues 
400 sg Samples ae Hack Saw Blades sell. 

et Casales and Write for Catalog and Prices. Sold by Jobbers. 

STERLING nn Test Diamond Saw & Stamping Works 
WHEELBARROW CO. WISCONSIN Them Buffalo, N. Y. 





















DROP FORGED 
WRENCHES 






Wesigned and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
(atalog B-23. 
ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S. A. 








Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotten—Chemical Cotten 
tton Clotheslines 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 





ap ey —v— Fall River, Mass. U. 8. A. 
New terk Office - - - -<-©= == <== 350 Broadway 
Ohicage Offfee <-<-<-<+-«« 188 West Madison St. 








(screw “LE NOX” onivers § 
oD os. 





AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS., + 


HACK SAWS =< BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











Makers of Every Kind 
of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successer 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohie 





J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 














A Milk Can That Stands Hard Service 


The new Buhl “Semi-Solderless” is the sturdiest milk 
can made. No soldered seams—electrically welded—one 
piece seamless cover—no sharp edges. Circular free. 


BUHL STAMPING COMPANY 
Detroit, Mich. 


PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. : 


American Shearer Mfg. Company 
Nashua, N. H. 























Confidence in Sfampion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


‘Licensed under the General Electric 
Company's Incandescent Lamp Patents.’’ 














ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 











for Furniture Floors and Woodwork 
Bouquet-Brownson Co.ine, St. “Paul, “Winn. 


BROWN @ SHARPE 
BS sxele) 
Miade Best 
They Give Complete Satisfaction 
Catalog on request 


TRADE MARK 
my the 











BROWN & SHARPE MEG. CO. Providence, R. bist 

















September 23, 1926 





HARDWARE AGE 


Classified Opportunities 


125 





Classified Advertising Rates 


Opportunity Exchange Section 


Each 


SR .cces bene 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


additional inch 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 





Set Solid, Minimum of 5 lines... .$3.00 
Each additional line - 60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional one line...... .80 
Average 10 words to a line 
Allow One Line for Keyed Address 


. 








Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 


off 


Remittance Must Accompany Order 


Hardware Age, Classified Opper- 
tunities, 230 West 30th St., New 
York City 
Harpwarks AGp is published each Thursday 


Forms close Ten Days previous to date of 
publication 

















BUSINESS OPPORTUNITIES 


HELP WANTED 





LARGE HARDWARE ESTABLISHMENT FOR SALE. One of the 





most prominent wholesale and retail hardware establishments in Eastern 
Pennsylvania for sale. Located in Reading and situated on a corner of 
Reading’s main thoroughfare and serving an immediate population of 


125,000, and having an additional drawing population of 100,000. Estab- 
lishment has been well known for upwards of one hundred years. Front- 
age size of building about fifty-five feet on main street and depth about 
one hundred forty feet on cross street. In addition to real estate and 
building, which is fully equipped for wholesale and retail business, the 
entire stock of standard hardware merchandise, furniture and fixtures, 
trucks and other equipment are included. Will be sold as an entirety 
and as a going concern. Complete information can be obtained from 
John A. Keppelman, 540 Court St., Reading, Penna. 





FOR SALE—I DESIRE TO SELL my fine hardware store and stock 
located in the suburbs of Youngstown, Ohio. Brick building, two stories 
and basement, 20 x 70 feet. Frame warehouse, 30 x 40 feet, two stories. 
Stock, new and well balanced; fine fixtures; on electric freight line; 
near jobbers. Anyone interested in a good hardware opportunity can have 
full particulars by writing or calling MASON JACOBS, Haselton 
Station, Youngstown, Ohio. 





WANTED—DIRECT FROM MANUFACTURERS ON BROKERAGE 
BASIS, hardware, tools, lawn mowers, housefurnishing goods, electrical 
supplies and appliances, cutlery, for sale to hardware dealers and depart- 
ment stores in Texas. Also sheets, bars, pipe, bolts and supplies for sale 
to railroads, oil companies, refineries and industrial Address 
Box H-244, care of HArpwArE AGE, New York. 


FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on main 
line of Erie R.R. Stock will inventory about $12,000. he ee about 
a ge large farming section to draw from. C. S. HUNTER, Chester, 

ew York. 


trade. 








FOR SALE—-HARDWARE BUSINESS in one of the best cities of 
25,000 in Northern Ohio. Stock reduced to $3,000. Store room 18 x 65. 
Rent $80.00 month, heated. Rent includes use of $3,500.00 of Duluth 
ners. = good buy. Address Box H-241, care of Harpware Ace, 

ew York. 





HARDWARE—PROSPEROUS BUSINESS. Hustling Western New 
York town, richest farming and fruit section in State. Will inventory 
fifteen thousand. Clean, salable stock. Sales thirty to forty thousand. 
Plumbing and tin shop not operated. Rent one hundred. Splendid 
opening for practical hardware man. Hunt, Brisbane Bldg., Buffalo, N. Y. 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
on the gd west coast of Florida. Address CARL HOLMER, Box 256, 

mi, Fla. 








WILL SELL OR TRADE my fine hardware and housefurnishing 
store on South Side in Chicago. Stock and fixtures will inventory about 
$18,000. Doing good business. $10,000 cash will handle this proposition. 
Address Box H-237, care of Harpware Ace, New York. 





Blacksmith shop 
Also residence and 
$10,000.00 


ON A@COUNT OF SICKNESS I have to sell out. 
with tools, hardware and implement store with goods. 
10 lots. Handling four best lines. Good business and location. 
will handle, part cash. Anton Kalwoda, Wheatland, Okla. 





FOR SALE—Hardware business in growing town, 28 miles from New 
sor Price $8,000. Address Box H-197, care of Harpware Acz, New 
or 





WANTED—SALESMAN FOR EACH of Central States, who is now 
handling other lines, to sell two hardware items we have manufactured 
for years. Commission basis. Address Box H-236, care of Harpware 
AcE, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. commission, also full commission on 











repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpwarg Acz, New York. 
WANTED—EXECUTIVE MANAGER. Retail and wholesale hard 
ware. 30 to 45 years of age, with experience, and ability to manage. Old 
established firm. Must be able to invest in stock of corporation. Location 
Illinois. State experience, age, reference and salary expected. Address 


Box H-249, care of HARDWARE AGE, New York. 


EXPERIENCED CUTLERY MAN ABLE TO TAKE charge of 
retail cutlery department, recently established in Boston hardware store. 
State nationality, age, experience and salary. Must have best of references. 
Address Box H-238, care of HArpware Ace, New York. 








POSITIONS WANTED 


SALES EXECUTIVE—PARTNER. A man of mature experience, 
well known in the hardware line as a good salesman, executive, cor 
respondent, traveler, etc., is open to engagement. If to advantage, might 
make a small investment in a good live manufacturing or jobbing firm 
and work to improve the business. Best of references. Address Box 
H-246, care of HArpwAre AGE, New York. 





HARDWARE MAN, 40 YEARS OLD, with 20 years of experience in 
all branches of retailing and jobbing, also buyer and manager for the 
ast 10 years, wants to connect with a reputable and progressive concern 
in order to become more successful. Best of references but results are 
what count. Address Box H-245, care of HArpWARE Ace, New York. 








BUILDERS’ HARDWARE MAN wishes to connect with reliable firm 
Can read blue prints, furnish estimates and make up own specifications 
7 years’ experience, 26 years of age. Address Box H-247, care ot 
HarpwareE AcE, New York. 





HARDWARE MAN, age 30, with 10 years’ experience in all branches 
of retailing, desires connection with wholesale or retail store; best of 
references. Address Box H-248, care of HARDWARE AGz, New York. 





SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED. An experienced and successful hard- 
ware salesman, who was salesman for sixteen years for one of the largest 
jobbers in the United States, traveling South Texas, would like a tew 
high grade lines on commission basis for that territory. Details of sales 
experience gladly furnished. F. L. Wilkins, 1205 Hillside Ave., Austin, 


Texas. 


MANUFACTURERS’ AGENT COVERING NORTH AND SOUTH 
CAROLINA, Georgia and Florida can handle another good line to job 
bers and large hardware and mill supply trade.. Hard worker; excellent 
references. Address Box H-235, care of Harpware Ace, New York. 


MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Ace, New York. 

















to handle. 
Op 





SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert your ad in the “Classified 
portunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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will be made for arrers 


THE ADVERTIFERS INDEX is published as « convenience and met as 6 part 
Ne sllowanse 


September 28, 1926 
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The Importance of a POLICY 
as It Affects the Dealer and Jobber 


Out of a number of reasons why Sand’s has developed the largest plant of its kind in the world 
devoted exclusively to the manufacture of levels, there are some basic fundamentals of good 


business for the dealer and jobber which we desire to reiterate at this time. 


Some of these reasons are technical as relates to the product itself and its basic superiority in 
design, workmanship and factory ‘‘built-in” accuracy. Mostly, however, we are desirous of 
calling to your attention again some facts of policy which are fundamental in their relation to 


your business and ours. 


(1) Practically every good hardware jobber has Sand’s 
Levels in stock for immediate shipment. 


(2) The Sand’s line is broad, complete, a specialized line 
of levels, both wood and aluminum, carpenters, 
masons, also for household and farm uses, including 
60” and 72” mason wood levels, bound and unbound, 
and line levels for contracting and construction road 
work. 

(3) This complete jobbing service affords the retailer 
a wonderfully broad contact with the Sand’s line. 
Service overnight from anywhere. The retailer 
makes 33 1/3% on selling price, 50% on cost and 
our price sheet is stable. We can give the retailer 
a far greater value and greater service through a 
definite selling policy. 

(4) Sand’s Levels are known to the carpenter, house- 
holder, mason, mechanic, brick-layer and artisan 
through national advertising in publications reach- 
ing these classes. This advertising is consistent and 
regular. 

(5) No level plant in the world could have a more 
standardized accuracy than Sand has. No ordinary 
plant can possibly compete with our rigid series of 

© inspection systems. Sand’s Factory “Built-In” Solid- 

Set accuracy is a term which describes the funda- 
mental, without which a level cannot be of real value 
to consumer or dealer, and we shall attempt to ex- 
plain later in detail what Factory “Built-In” Accu- 





racy is. 
@ Send for CATALOG of Sand’s Levels—a complete line 
made in the largest specialized level plant in the world. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


Sands Levels, Plumbs & loals 


Sands Levels Tell the Truth. 


Jobbers, dealers or salesmen, visiting Detroit or Touring are invited to visit our 
factory, or ask us for any information about Detroit or vicinity. Phone Lincoln 5050. 
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HE GETS THE CROWDS! 





Who wouldn’t be attracted by the stght of a 188 
pound man suspended from the bristles’ of a paint 
brush! 



















This life-size cut-out of “Ted the Tester” is only one of many 
Wooster Dealer Aids that are yours for the asking. These 
aids include advertising in the great national magazines— 
advertising that reaches every worth while buyer in your 
community—attractive window displays, folders,and the new 
Wooster Silvertip Display Box. Wooster is helping to double 
and triple brush sales for dealers everywhere. Wooster sales 
promotion and dealer co-operation make Wooster Brushes 
one of the biggest profit lines. 


“Ted the Tester” 
188 pounds on 
a Wooster Brush 
—an actual test. 


7A THE WoosTeR Brusylo 


Om Wdeotarteatee WOOSTE, 











For Painting— Varnishing— Enameling — Lacquering — Kals 
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